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User,  vendor 
camps  rally 
to  boost  ISDN 


By  Bob  Wallace 

Senior  Editor 


NEW  YORK  —  In  an  unprece¬ 
dented  show  of  unity,  users, 
switch  manufacturers,  RBHCs 
and  customer  premises  equip¬ 
ment  vendors  will  meet  here  this 
week  to  voice  support  for  a  group 
of  Bellcore  technical  references 
(TR)  designed  to  improve  inter¬ 
operability  of  ISDN  products  and 
services. 

The  gathering,  sponsored  by 
the  Corporation  for  Open  Sys¬ 
tems  International,  will  include 
such  Integrated  Services  Digital 
Network  champions  as  General 
Motors  Corp.  and  Eastman  Kodak 
Co.,  as  well  as  AT&T  Network  Sys¬ 
tems  Group,  Digital  Equipment 
Corp.,  IBM,  Northern  Telecom, 
Inc.,  Siemens  Stromberg-Carl- 
son,  and  other  vendors. 

Central  office  switch  and  cus¬ 
tomer  premises  equipment  ven¬ 
dors  will  detail  plans  to  support 
capabilities  specified  in  the  Bell 
Communications  Research  TRs 
beginning  in  1992. 

The  companies  are  hoping 
that  adoption  of  the  Bellcore 
specifications  will  spur  wider 
availability  and  use  of  ISDN. 

“This  is  truly  a  watershed 
event.  I  applaud  the  vendors’  ef¬ 
forts,”  said  James  Kendrick, 
( continued  on  page  6 ) 


GE  unit  banks  on  cooperative  processing 

Network  integrates  LAN  environment  with  remote 
hosts  and  gives  fleet  service  a  strategic  edge 

j  1 .  Vehicle  Maintenance  Administrator 
uses  IBM  PS/2  on  a  Novell,  Inc.  LAN 
to  format  auto  repair  requests. 


%  ] 


3.  Data  is  delivered  with  subsecond 
response  time  over  a  56K  bit/sec 
link.  Finished  repair  request  is 
edited  for  errors  on  the  PS/2. 


2.  If  the  administrator  needs 
more  data  than  is  available 
the  PS/2,  such  as  records 
concerning  vehicle  history, 
PS/2  application 
automatically  establishes 
an  LU  6.2  session  with 
remote  mainframe. 


*  4.  The  updated  vehicle  record  goes  back 
to  the  mainframe,  where  it  is  stored. 
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GE  seeks  service  edge  via 
cooperative  processing  net 


By  Paul  Desmond 

_ Senior  Editor _ 

EDEN  PRAIRIE,  Minn.  —  GE 
Capital  Fleet  Services  (GECFS)  is 
relying  on  cooperative  process¬ 
ing  in  its  Systems  Network  Archi¬ 
tecture  net  to  support  an  array  of 
enhanced  customer  services  that 
are  expected  to  give  the  company 
an  edge  over  competitors. 

By  transparently  linking  lo¬ 
cal-area  network-based  applica¬ 
tions  to  remote  mainframe  pro¬ 
grams,  the  company  has  cut 
response  time  and  provided 
workers  with  access  to  more  in¬ 
formation.  As  a  result,  it  has  been 


able  to  dramatically  improve  pro¬ 
ductivity  while  keeping  staff  at  a 
minimum. 

The  wealth  of  information  the 
network  can  coalesce  also  helps 
GECFS  clients  save  money,  which 
promises  to  generate  business. 

GECFS  is  the  largest  company 
leasing  vehicles  to  corporate  cli¬ 
ents  in  North  America,  said  Larry 
Runge,  director  of  advanced  sys¬ 
tems  technology.  The  leasing 
business  is  becoming  a  commod¬ 
ity  market,  he  said,  so  leasing 
firms  are  trying  to  distinguish 
themselves  based  on  service. 

( continued  on  page  50) 


Squabble  over  radio 
spectrum  heats  up 

FCC  chairman  says  effort  to  accommodate  new 
technologies  will  affect  current  microwave  users. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  The 
FCC  is  planning  to  displace  li¬ 
censed  microwave  users  to  make 
room  for  emerging  wireless  voice 
and  data  communications  tech¬ 
nologies,  FCC  Chairman  Alfred 
Sikes  told  Congress  last  week. 

Sikes  made  his  comments 
while  speaking  to  the  House  Tele¬ 
communications  and  Finance 
Subcommittee  during  a  hearing 
on  The  Emerging  Telecommuni¬ 
cations  Technologies  Act  of 
1991-  The  remarks  represent  the 
clearest  statement  to  date  that 
microwave  users  will  be  affected 
by  the  Federal  Communications 
Commission’s  spectrum  review. 

Sikes  also  briefly  touched  on 
the  controversial  concept  of  auc¬ 
tioning  off  radio  spectrum  for  use 
in  telecommunications,  saying  he 
favors  the  idea  to  ensure  that  the 
finite  resource  is  used  efficiently. 
He  said  spectrum  used  by  the 
broadcast  industry  would  be  ex¬ 
cluded  from  the  auction. 

His  backing  of  the  auctioning 
idea  is  expected  to  stir  controver¬ 
sy  as  it  has  in  the  past  when  the 
concept  was  floated  by  the  Carter 
and  Reagan  administrations.  The 
Bush  administration  has  also 


backed  the  idea  (see  “Deregula¬ 
tion  theme  of  Bush  proposal  for 
telecom  mart,”  page  1 1 ). 

While  the  auctioning  issue  is 
( continued  on  page  50 ) 
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Shakeout 
looms  over 
bypass  mart 


HP  TO  UNWRAP  aggressively 
priced  devices  for  lOBaseT,  fi¬ 
ber  LANs.  Page  2. 

HUGHES  CUTOVER  TO  DEC 

net  Phase  V  will  enable  user  to 
support  more  subnets,  simplify 
network  addressing.  Page  2. 

US  WEST  ADMITS  GUILT,  ac¬ 
cepts  $10m  fine  for  MFJ  viola¬ 
tions  in  exchange  for  halting  in¬ 
vestigation.  Page  2. 
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US  SPRINT  SLIPS  AGAIN  on 

promised  delivery  of  consoli¬ 
dated  billing  service.  Page  3- 

BANK’S  PC-BASED  videocon- 
ferencing  system  brings  togeth¬ 
er  financial  experts,  customers. 
Page  5. 

NEW  MCI  PREFERRED  flat 
rate  pricing  plan  offers  custom 
net  features  for  small  users. 
Page  5. 


New  pricing  makes  VSAT 
nets  far  more  attractive 


By  Philip  Arst 

Special  to  Network  World 

Satellite  networking,  the  one 
leap  into  space  that  network 
managers  are  ever  likely  to 
take,  has  been  a  seem¬ 
ingly  attractive  mass- 
market  transmission 
alternative  since  the 
first  very  small  aper¬ 
ture  terminals  ap¬ 
peared  in  the  mid- 
1980s. 

But  today,  al¬ 
though  hundreds  of  satellite 
nets  are  in  operation,  satellite 
networking  has  not  yet  proven 


to  be  cost-effective  enough  to 
lure  thousands  of  users  from 
terrestrial  networks. 

All  that  may  be  changing, 
however.  Fortuitously,  the 
costs  of  satellite  net¬ 
works  have  been 
plunging  and  the 
benefits  have  been 
rising  in  recent 
months,  making  it  a 
good  time  to  take  an¬ 
other  look  at  satellite 
options. 

In  recent  years,  the  VSAT  in¬ 
dustry  has  been  restructured. 
( continued  on  page  34 ) 


By  Bob  Brown 

_ Senior  Editor _ 

DALLAS  —  Faced  with  a  weak 
economy,  a  shortage  of  capital 
and  the  RBHCs’  aggressive  de¬ 
ployment  of  fiber,  the  alternative 
access  industry  is  ripe  for  a 
shakeout  during  the  next  1 2  to  1 8 
months,  according  to  industry 
observers. 

A  market  shakeout  could  dam¬ 
age  user  confidence  in  bypass 
service  providers  in  the  short 
term.  But  ultimately,  it  could  re¬ 
sult  in  the  emergence  of  a  smaller 
group  of  alternative  access  carri¬ 
ers  that  would  represent  even 
stronger  competition  for  the  lo¬ 
cal  telephone  companies. 

“In  the  short  run,  some  users 
will  be  wary  about  whether  alter¬ 
native  access  carriers  with  net¬ 
works  in  just  a  fewr  [cities]  are  via¬ 
ble  businesses,”  explained  Mark 
( continued  on  page  6 ) 


HP  to  bolster  LAN  line  with 
new  lOBaseT,  fiber  devices 

Aggressively  priced  products  include  new  hub, 
transceivers,  OpenView  software  enhancements. 


By  Caryn  Gillooly 

_ Senior  Editor _ 

PALO  ALTO,  Calif.  —  Hewlett- 
Packard  Co.  today  will  announce 
a  series  of  aggressively  priced 
products  that  make  it  easier  and 
less  expensive  to  install  struc¬ 
tured  wiring  systems  for  local- 
area  networks. 

HP  will  unveil  its  HP  Ether- 
Twist  Hub  Plus/48,  HP  Fiber  Op¬ 
tic  Hub  Plus,  HP  Fiber  Optic  trans¬ 
ceiver,  HP  ThinLAN  transceiver, 
HP  EtherTwist  EISA  Adapter 
Card/32  and  enhancements  to  its 
OpenView  network  management 
software. 

Analysts  said  the  introduction 


of  the  HP  EtherTwist  Hub/48,  a 
48-port,  lOBaseT  intelligent  re¬ 
peater  codeveloped  with  chip 
maker  Advanced  Micro  Devices, 
Inc.  (AMD)  of  Sunnyvale,  Calif., 
is  the  most  significant  of  the  new 
products.  Unlike  loadable  chassis 
hubs,  the  EtherTwist  Hub/48  is  a 
closed  unit  that  features  an  ex¬ 
tremely  low  per-port  cost  — 
about  $166  per  port  vs.  $263  to 
$347  per  port  on  other  hubs. 

It  provides  as  many  as  48 
ports  to  connect  workstations  via 
cabling  conforming  to  the  Insti¬ 
tute  of  Electrical  and  Electronics 
Engineers,  Inc.  lOBaseT  stan- 
( continued  on  page  51 ) 


Hughes  Aircraft  preps  for 
DECnet  Phase  V  migration 

Set  to  install  multiprotocol  routers  in  net  this  fall. 


By  Jim  Brown 

_ Senior  Editor _ 

LONG  BEACH,  Calif.  — 
Hughes  Aircraft  Co.  plans  to  be¬ 
gin  migrating  to  DECnet  Phase  V 
as  early  as  this  fall  when  it  starts 
installing  multiprotocol  routers 
throughout  its  Engineering  De¬ 
sign  Network  (EDEN). 

Although  Digital  Equipment 
Corp.’s  Open  Systems  Intercon¬ 
nection-based  DECnet  Phase  V 
software  will  not  be  available  by 
then,  the  multiprotocol  routing 
backbone  will  provide  a  frame¬ 
work  to  support  DECnet  Phase  V 
routing. 

Migration  to  DECnet  Phase  V 
will  give  Hughes  the  ability  to 
continue  adding  subnets  to  its 


backbone  as  it  expands  to  new  lo¬ 
cations  or  acquires  firms.  Hughes 
is  quickly  exhausting  the  number 
of  subnets,  or  DECnet  areas,  al¬ 
lowed  under  DECnet  Phase  IV  and 
could  use  DECnet  Phase  Vs  ex¬ 
tensive  address  space  to  add 
more.  However,  with  delivery  of 
DECnet  Phase  V  delayed  until 
next  year,  Hughes  is  doing  what  it 
can  now  to  make  the  migration 
easier. 

“We  can  start  by  doing  things 
that  don’t  require  us  to  have  the 
actual  Phase  V  product,”  said 
Gene  MacLean,  the  EDEN  section 
head  responsible  for  network 
planning  and  operations  support. 
This  includes  building  the  multi- 
/ continued  on  page  51) 


US  West  admits  to  violating 
MFJ  restrictions,  pays  fine 


By  Anita  Taft 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  US 
West,  Inc.  recently  became  the 
first  regional  Bell  holding  com¬ 
pany  to  ever  admit  to  having  vio¬ 
lated  Modified  Final  Judgment  re¬ 
strictions  and  agreed  to  pay  a  $  1 0 
million  fine  in  exchange  for  the 
Department  of  Justice  dropping 
an  investigation  into  additional 
alleged  violations. 

US  West  admitted  that,  on  four 
occasions  between  1985  and 
1989,  it  violated  the  prohibitions 
spelled  out  in  the  1984  decree 
that  was  used  in  the  separation  of 
the  RBHCs  from  AT&T. 

Specifically,  the  company  vio¬ 
lated  prohibitions  on  informa- 
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tion  services,  manufacturing  and, 
in  one  instance,  interexchange 
services. 

One  of  the  company’s  activi¬ 
ties  also  violated  the  judgment’s 
rules  barring  discrimination  be¬ 
tween  customers  in  the  provision 
of  telephone  services. 

The  $  10  million  fine,  the  larg¬ 
est  ever  obtained  from  a  single 
defendant  by  the  Justice  Depart¬ 
ment’s  Antitrust  Division,  is  in¬ 
tended  both  to  punish  US  West  for 
the  violations  and  serve  as  a 
w  arning  to  all  regional  Bell  hold¬ 
ing  companies,  the  agency  said  in 
court  documents.  “Our  goal  . .  . 
[is  to  make  RBHCs]  understand 
that  if  they  do  not  comply,  the  de- 
( continued  on  page  51) 


Briefs 


Wireless  LAN  start-up  forming.  A  group 
of  network  industry  veterans  last  week  announced 
formation  of  a  company  that  will  enter  the  fledgling 
wireless  local-area  network  market.  Windata,  Inc., 
based  in  Northborough,  Mass.,  is  being  led  by  Greg 
Hopkins,  former  vice-president  of  engineering  at 
Ungermann-Bass,  Inc.  Bob  Heile,  former  general 
manager  of  the  transmission  products  division  of 
Codex  Corp. ,  has  jumped  on  board  as  vice-president 
of  engineering  and  operations.  The  start-up’s  mar¬ 
keting  efforts  are  being  led  by  Bob  Rosenbaum, 
founder  and  former  vice-president  of  marketing  at 
Xyplex,  Inc.  And  Charlie  Bass,  cofounder  of  Unger¬ 
mann-Bass,  has  joined  Windata’s  board  of  directors. 

AT&T  reworks  Tariff  1 2  deal.  AT&T  has 
renegotiated  and  vastly  expanded  its  Tariff  1 2  deal 
with  American  Airlines,  Inc.,  making  that  contract 
one  of  the  largest  custom  networks  to  date.  The  new 
deal  includes  network  traffic  from  the  airline’s  par¬ 
ent  company,  AMR  Corp.,  and  its  SABRE  travel  res¬ 
ervation  network. 

The  original  deal,  which  was  filed  in  November 
1988,  was  worth  a  minimum  of  $  166.5  million  over 
five  years.  The  revised  deal  will  almost  double  in 
size  to  a  minimum  of  $300  million  over  five  years. 
This  would  rival  the  size  of  General  Electric  Co.’s 
Tariff  12  deal,  which  is  also  worth  a  minimum  of 
$300  million  over  a  five-year  period. 

Slamming  bill  hits  Congress.  Rep.  Pete 
Stark  (D-Calif.)  and  Rep.  Bob  Wise  (D-W.  Va.)  last 
week  introduced  a  bill  that  would  order  the  Federal 
Communications  Commission  to  monitor  occur¬ 
rences  of  “slamming,”  a  practice  whereby  long-dis¬ 
tance  carriers  steal  customers  from  other  carriers 
by  pretending  they  have  been  authorized  by  the  cus¬ 
tomer  to  make  the  switch.  Separately,  congressio¬ 
nal  sources  said  Rep.  Edward  Markey  (D-Mass.)  this 
week  will  introduce  a  bill  addressing  the  privacy  is¬ 
sues  of  caller  ID  and  automatic  number  identifica¬ 
tion,  as  well  as  legislation  regarding  junk  fax. 

Newbridge  sets  layoffs.  Newbridge  Net¬ 
works  Corp.,  a  Kanata,  Ontario,  maker  of  multiplex¬ 
ers  and  channel  banks,  last  week  said  it  will  reduce 
its  1,200-person  work  force  by  no  more  than  10%  as 
part  of  “  an  ongoing  streamlining  and  concentrating 


of  resources.”  The  layoffs  are  expected  to  affect 
clerical,  administrative  and  sales  areas.  Newbridge 
plans  to  make  a  formal  announcement  regarding 
the  number  of  employees  to  be  laid  off  some  time 
after  the  company’s  board  of  directors  meeting  on 
March  6,  a  company  spokeswoman  said. 

On  the  same  wavelength.  Motorola,  Inc. 
and  Northern  Telecom,  Inc.  last  week  agreed  to  de¬ 
velop  interoperable  cellular  transmission  products 
that  conform  to  international  switching  and  cellular 
standards.  Motorola  issued  a  similar  agreement  last 
month  with  DSC  Communications  Corp.  and  expects 
to  sign  agreements  with  other  cellular  switching 
vendors  in  the  near  future. 

Centrex  satisfaction.  South  Central  Bell 
Telephone  Co.  last  week  announced  a  money-back 
guarantee  for  new  users  of  its  ESSX  Centrex  service 
in  Alabama,  Mississippi  and  Tennessee  that  are  not 
pleased  with  the  service.  The  promotion  will  be  ex¬ 
tended  to  users  in  Louisiana  by  the  end  of  this  year 
and  to  customers  in  Kentucky  in  1992. 

Under  the  Unconditional  Satisfaction  Guarantee, 
dissatisfied  Centrex  customers  can  have  the  service 
removed  within  90  days  of  installation  and  receive  a 
full  refund  of  onetime  and  monthly  service  charges. 
To  qualify  for  a  refund,  new  ESSX  service  subscrib¬ 
ers  must  provide  written  notice  of  dissatisfaction  to 
South  Central  Bell  Telephone.  The  company  will 
contact  the  user  to  verify  the  intent  to  remove  the 
service  and  will  do  so  within  1 0  days. 

If  a  customer  requires  more  than  10  days  to  ar¬ 
range  for  replacement  service,  ESSX  service  may  be 
retained  for  up  to  six  months  at  the  monthly  rate 
specified  in  the  customer’s  contract. 

MCI  acquires  Lotus  Express  rights. 

MCI  International  last  week  said  it  has  acquired  the 
development  and  marketing  rights  of  Lotus  Express 
from  Lotus  Development  Corp. 

Lotus  Express  software  for  personal  computers 
enables  users  to  access  MCI  Mail  in  order  to  send 
and  receive  messages,  spreadsheets,  documents, 
and  ASCII  and  binary  files.  MCI  said  it  will  issue  a 
new  release  of  the  software  by  the  end  of  this  year, 
and  Lotus  will  develop  a  gateway  from  Lotus  Ex¬ 
press  to  its  Lotus  Notes  software. 
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US  Sprint  admits  further  delays  in 
complete  cutover  of  billing  service 


By  Bob  Wallace 

_ Senior  Editor _ 

KANSAS  CITY,  Mo.  —  US  Sprint  Com¬ 
munications  Co.  last  week  acknowledged 
that  it  has  slipped  behind  schedule  again  in 
delivering  a  new  billing  service  that  pro¬ 
vides  consolidated  invoicing,  as  well  as  ad¬ 
vanced  management  and  reporting  capa¬ 
bilities. 

US  Sprint  had  originally  planned  to 
have  all  users  on  its  Invoice  Processing 
System  (IPS)  by  March  1991  but  later 
pushed  that  completion  date  back  to  Au¬ 
gust.  The  carrier  now  says  it  will  not  have 
the  IPS  cutover  completed  by  the  revised 
date,  nor  will  it  commit  to  a  new  time 
frame.  US  Sprint  declined  to  discuss  why 
delivery  of  IPS  has  been  delayed. 

The  carrier  has  already  migrated  some 
seven  million  residential  and  small  busi¬ 
ness  customers  to  IPS,  but  many  of  US 
Sprint’s  major  customers  are  still  waiting 
for  service.  The  carrier  declined  to  say  how 
many  large  users  have  been  moved  to  IPS. 

Current  IPS  customers  include  sub¬ 
scribers  to  basic  long-distance  service  and 
Dial  1  WATS.  Services  yet  to  be  brought  un¬ 
der  IPS  include  Virtual  Private  Network 
(VPN). 

IPS  provides  users  with  one  detailed  bill 
for  all  services,  custom  management  re¬ 
ports  and  on-line  access  to  traffic  data.  US 
Sprint  has  spent  three  years  and  tens  of 
millions  of  dollars  developing  the  system, 
which  was  expected  to  give  the  carrier  an 
edge  over  rivals  by  enabling  it  to  offer  a 
unified  volume  discount  plan  covering  all 
services. 

Major  US  Sprint  customers  last  week 
said  they  are  unsure  what  is  causing  the  de¬ 
lays  in  delivery  of  IPS  and  do  not  know 
when  they  will  be  cut  over  to  the  system. 

“We  need  some  answers  —  an  update 
on  where  US  Sprint  is  with  IPS,”  said  Curtis 
Peterson,  MIS  vice-president  for  Matrixx 
Marketing,  Inc.,  a  telemarketing  service 
bureau  in  Ogden,  Utah,  and  a  longtime  US 
Sprint  customer. 

“We  handle  communications  for  the 
entire  corporation.  We  have  to  be  able  to 
run  this  place  like  a  telephone  company 
and  bill  all  subsidiaries  for  network  ser¬ 
vices,”  said  Ron  Tuccitto,  senior  manager 
of  business  planning  for  Union  Pacific 
Railroad.  “IPS  could  make  the  process  eas¬ 
ier.” 

US  Sprint  was  scheduled  to  hold  a  video- 
conference  late  last  week  with  members  of 
the  US  Sprint  Users  Group’s  Billing  Sub- 


Correction:  The  story  “Users  lament 
Tariff  12’s  inflexibility”  (NW,  Feb.  18) 
incorrectly  stated  the  filing  date  for 
USAir,  Inc.’s  Tariff  12  option.  It  was 
filed  in  December  1989-  Also,  AT&T 
said  its  Bandwidth  Management  Service 
is  available  under  Tariff  1 2. 

Clarification:  Michael  Cavanagh,  ex¬ 
ecutive  director  of  the  Electronic  Mail 
Association,  said  his  remarks  in  the  sto¬ 
ry  “E-mail  privacy  issue  gains  momen¬ 
tum”  (NW,  Feb.  11)  were  intended  to 
illustrate  that  work  place  privacy  stan¬ 
dards  should  be  applied  consistently  to 
paper-based  as  well  as  electronic  com¬ 
munications. 


committee  to  issue  an  IPS  status  report. 

“We’ve  made  adjustments.  We’ve 
moved  our  timetable  before,  and  we’ll 
probably  move  it  again  because  billing  is 
very  important  to  [US  Sprint],”  said  a 
spokesman  for  the  carrier.  “We  are  not  go¬ 
ing  to  take  users  off  something  that’s 
working  today  to  put  them  on  IPS  until  it’s 
completely  ready.” 

Delays  in  migration  to  IPS  have,  at  least 
in  part,  forced  US  Sprint  to  enhance  the  na¬ 
tional  accounts  billing  system  that  IPS  was 


designed  to  replace,  the  spokesman  said. 

Early  IPS  users  are  generally  pleased 
with  the  billing  service  but  say  it  only 
brings  US  Sprint  billing  up  to  the  level  of 
rival  services.  It  hasn’t  been  without  its 
problems  either. 

“We’ve  been  using  IPS  since  last  Octo¬ 
ber,”  said  Daniel  Gonos,  telecommunica¬ 
tions  manager  for  Domino’s  Pizza,  Inc.  in 
Ann  Arbor,  Mich.  “I’d  say  the  basic  pack¬ 
age  makes  them  a  peer  of  AT&T  and  MCI.  I 
certainly  wouldn’t  say  they’re  any  better, 
but  they’re  every  bit  as  good. 

“The  one  problem  we  have  experienced 
is  if  payments  get  misapplied,  it  takes  a 
long  time  to  get  the  situation  straightened 
out,”  Gonos  said.  Domino’s  receives  a  sin¬ 
gle  bill  for  all  its  locations.  The  company 


pays  multiple  accounts  with  one  check. 

Gonos  said  US  Sprint  has  had  some 
trouble  crediting  payments  to  appropriate 
store  accounts.  “If  the  money  gets  par¬ 
celed  out  correctly  the  first  time,  things 
are  alright.  But  when  it  doesn’t,  it  can  take 
months  to  get  it  straightened  out,”  he  said. 

On  a  scale  of  one  to  10,  with  10  being 
excellent,  Domino’s  gave  US  Sprint  an 
eight  for  delivering  IPS  bills  on  time.  “This 
has  been  well  above  average,”  Gonos  said. 
The  carrier  got  a  10  for  billing  accuracy. 

“The  customized  report  package  is 
pretty  good,”  Gonos  said.  “They  give  us 
traffic  reports,  [station  message  detail  re¬ 
cording  data]  and  usage  reports  per  trunk 
and  trunk  group.  It’s  not  that  they  are  ter- 
( continued  on  page  6 ) 
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We  are  changing  our  name 
from  CASE/Datatel  to 


t  is  just  the 
inning! 


As  Dowty  Communications,  we  still  make 
Datatel  T-l/E-1  multiplexers,  CSU/DSUs  and 
other  digital  products  but  now  we  are 
adding  multichannel  T-l  ESF  CSU/DSUs 
and  Switched  56  TIUs  with  Nx56  support. 
We  still  make  RIXON  Bell-compatible 
modems  but  now  we  are  adding  the  Dowty 
line  of  international  modems.  We  still  make 
CASE  communications  processors, 
multiplexers,  X.25  switches  and  PADs  but 
now  we  are  adding  Frame  Relay  support. 
And,  we  now  have  an  integrated  network 
management  system  to  control  an  entire 
network —  multiplexers,  switches,  modems, 
CSU/DSUs  and  TIUs. 


Our  name  is  new  but  we  have  been  making 
modems  and  other  communications 
equipment  for  over  thirty  years.  Dowty 
Communications  is  part  of  the  Dowty 
Group  PLC,  a  $1.2  billion  company  with 
14,000  employees  worldwide.  We  already 
have  voice  and  data  communications 
equipment  installed  in  more  than  seventy 
countries.  For  more  information  on  Dowty 
Communications  products  and  on  our 
worldwide  support  team,  call  800-227-3134 
or  write  Dowty  Communications,  Cherry 
Hill  Industrial  Center,  Cherry  Hill,  New 
Jersey  08003. 


Dowty  Communications 


DOWTY 
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Whether  your  business  is  small  or  multinational,  SPRING  is  your 
single  best  opportunity  to  learn  how  corporate  networked  computing 
and  interoperable  open  systems  can  improve  your  efficiency  and  help 
you  grow. 

At  this  major  event,  COMDEX®  and  WINDOWS™  WORLD  are 
running  concurrently  and  side  by  side.  Both  shows  are  supported  by 
our  Networked  Computing  focus,  featuring  hundreds  of  exhibitors 
from  both  shows  who  will  be  demonstrating  networked  computing 
capabilities.  So  you’ll  be  able  to  evaluate  hundreds  of  the  latest 
business  applications,  products,  systems  and  services  to  see  how 
they  operate  in  a  networked  computing  environment. 

You’ll  also  be  able  to  see  a  comprehensive  presentation  of  open 
systems  interoperability,  and  a  live  demonstration  of  OS1  business 
applications.  You’ll  get  a  unique  understanding  of  how  open  systems 


solutions  in  a  networked  environment  can  help  you  manage  your  own 
high-end  business  tasks. 

And  you’ll  have  access  to  the  extensive  array  of  conference 
sessions  focused  on  networking  issues— from  LANs  to  WANs  to 
enterprise-wide  solutions.  They’ll  be  chaired  by  leading  consultants, 
vendors,  and  users  who  have  already  seen  the  competitive  and  cost- 
effective  benefits  of  networked  computing  solutions. 

The  net  result  is  a  corporate  networked/open  systems  educa¬ 
tional  opportunity  you  won’t  find  anywhere  else.  And  the  largest 
display  anywhere  of  products  and  services  for  PC  networking  and 
computing.  So  register  today.  And  we’ll  see  you  at  SPRING. 

For  attendee  information,  please  call  617-449-8938,  fax 
617-449-2674,  telex  174273.  To  exhibit,  phone  617-449-6600, 
extension  4023. 
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I’m  interested  in  the  Networked  Computing  focus  at  □  COMDEX  □  WINDOWS  WORLD. 
Please  send  me  Dattendee  Dexhibitor  information. 


Name 

Title 

ComDanv 

Address 

City 

State 

Zip/Postal  Code 

Country 

Phone  ^ 

) 

Fax  ( 

) 

NW2-25 

Mail  to:  The  Interface  Group,  300  First  Avenue,  Needham,  MA  021 94-2722  U  S  A. 

MU '91  ^Windows  World  ’9i 
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at  SPRING  at  SPRING 

May  20-23, 1991  •  Georgia  World  Congress  Center  •  Atlanta,  Georgia  U.S.A. 


*1991  The  Interlace  Group  •  300  First  Avenue,  Needham.  MA  02194-2722  U.S.A.  •  COMDEX*  and  WINDOWS™  WORLD  Conference  and  Exposition  are  properties  of  INTERFACE  GROUP  -  NEVADA,  Inc 

COMDEX*  is  a  registered  trademark  of  INTERFACE  GROUP  -  NEVADA.  Inc  •  Windows  is  a  trademark  of  Microsoft  Corporation. 
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That  would  enable  the  bank  to  build 
automated  branches  equipped  only  with 
videoconferencing  units  and  automated 
teller  machines. 

Customers  would  use  ATMs  for  simple 
transactions,  such  as  deposits  and  with¬ 
drawals,  and  a  videoconferencing  unit  to 
speak  with  customer  service  representa¬ 
tives  to  open  new  accounts  or  learn  about 
other  services. 

In  its  beta  test,  Huntington  will  install 
two  Palaver  Video  Systems  at  its  headquar¬ 
ters  here  and  one  in  each  of  two  remote 
locations. 

A  T-l  circuit  will  link  a  unit  in  the  Pri¬ 
vate  Banking  Division  at  Huntington’s 
headquarters  to  a  unit  in  a  Huntington 
Mortgage  Co.  office  across  town.  A  sepa¬ 


rate  T-l  will  link  a  unit  in  Huntington  In¬ 
vestment  Co.’s  office  at  headquarters  to  a 
bank  branch  in  Dublin,  Ohio. 

“We  want  to  be  able  to  evaluate  all  as¬ 
pects  of  the  technology  as  a  stand-alone 
application,”  said  Jeannine  Kester,  vice- 
president  of  integrated  networks  and  com¬ 
munications  systems  at  Huntington.  “We 
don’t  want  to  run  it  over  our  existing  net¬ 
work.” 

The  test  will  benefit  customers  of  the 
Private  Banking  Division  who  require  com¬ 
plex  financial  services.  These  customers 
rely  on  a  personal  banker  at  the  main  of¬ 
fice  to  introduce  them  to  banking  experts 
that  can  customize  banking  services  to  suit 
their  needs. 

( continued  on  page  6 ) 


MCI  offers  new 
pricing,  options 
for  small  users 

By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  MCI  Communi¬ 
cations  Corp.  last  week  rolled  out  a  custom 
network  service  that  offers  flat-rate  pric¬ 
ing,  volume  discounts  and  new  dialing  fea¬ 
tures  for  businesses  spending  as  little  as 
$50  to  $1,500  a  month  on  network  ser¬ 
vices. 

The  carrier  said  its  MCI  Preferred  ser¬ 
vice  offers  small  business  users  a  combina¬ 
tion  of  services,  consolidated  billing,  man¬ 
agement  reports  and  discounts  previously 
unavailable  to  low-end  customers.  Ser¬ 
vices  available  under  the  package  include 
switched  voice,  800,  international  and  a 
new  calling  card  offering. 

MCI  rival  AT&T  said  it  offers  some  simi¬ 
lar  management  reports  and  consolidated 
billing  for  smaller  users  but  doesn’t  pro¬ 
pose  combined  discounts  on  multiple  ser¬ 
vices,  flat-rate  pricing  or  account  codes, 
which  enable  users  to  break  down  charges 
by  department  or  client. 

A  spokeswoman  for  US  Sprint  Commu¬ 
nications  Co.  claimed  there  is  no  discern¬ 
ible  price  difference  between  MCI  Pre¬ 
ferred  and  US  Sprint’s  Small  Business 
Advantage  service,  which  the  carrier  has 
offered  since  August.  However,  she  could 
not  offer  any  further  details  on  the  fea¬ 
tures  of  US  Sprint’s  service. 

MCI  Preferred  follows  in  the  wake  of 
MCI  Vision,  a  flat-rate  calling  service  for 
mid-range  business  customers  spending 
between  $500  and  $50,000  monthly.  That 
service,  announced  in  June,  offers  volume 
discounts  on  outbound  voice,  internation¬ 
al  and  calling  card  calls,  consolidated  bill¬ 
ing  and  management  reports.  MCI  has  also 
become  increasingly  successful  at  selling  a 
range  of  customized  deals  to  very  large  us¬ 
ers. 

Angela  Dunlap,  vice-president  of  gen¬ 
eral  business  marketing,  said  MCI  sur¬ 
veyed  a  large  number  of  small  businesses 
to  find  out  what  they  wanted  from  service 
( continued  on  page  50) 


One  source.  One 
responsibility.  It’s  AT&T SKYNET® 
Clearlink  Service.  And  it’s 
provided  by  AT&T  Tridom. 

AT&T  is  the  only  name  you 
need  to  know  for  VSATs.  From 
equipment  to  terrestrial 
connections.  Installations  to 
operations.  You’ll  be  doing 
business  with  one  company  that 


will  control  the  implementation 
of  your  VSAT  network.  AT&T  won't 
risk  your  business  with  anyone 
else.  For  more  information,  call 
your  AT&T  account  executive,  or 
call  1  800  346-1174,  extension  610. 


Bringing  space-age 
communications  down  to  earth. 


Only  one 
VSAT  company 
gives  you  a  single 
source  for  everything 
from  equipment 
to  terrestrial  circuits. 


AT&T 

Tridom 


Bank  to  test  videoconferencing 
for  customer/expert  interaction 


By  Jim  Brown 

_ Senior  Editor _ 

COLUMBUS,  Ohio  —  Huntington  Banc- 
shares,  Inc.  next  week  will  begin  beta-test¬ 
ing  a  microcomputer-based  videoconfer¬ 
encing  system  that  will  enable  customers 
to  meet  with  mortgage  specialists  and  se¬ 
curities  brokers  in  remote  offices. 

The  six-month  test,  dubbed  “Talk  to  the 
Experts,”  is  designed  to  make  the  process 
of  applying  for  loans  or  inquiring  about  in¬ 
vestment  services  more  personal  and  con¬ 
venient  for  customers.  The  bank  holding 
company,  which  has  296  offices  in  14 
states,  said  it  is  also  hoping  to  lure  new  cus¬ 
tomers  into  its  branches  for  a  chance  to  use 
a  futuristic  technology. 

‘  ‘When  we  look  to  the  future,  we  need  to 
find  ways  to  be  more  efficient  in  how  we 
deliver  services,”  said  Bill  Klumpp,  senior 


vice-president  in  corporate  marketing. 
“Customers  will  want  to  talk  face-to-face 
with  experts  but  have  the  convenience  of 
doing  it  from  a  nearby  branch  or  even  from 
their  home  someday.  And  this  technology 
could  certainly  make  that  a  lot  easier.” 

While  the  personal  computer-based  vid¬ 
eoconferencing  unit  being  tested  requires 
a  T- 1  link  for  full-motion  video,  the  bank  is 
anxious  for  manufacturer  Palaver  Sys¬ 
tems,  Inc.  to  deliver  a  system  that  supports 
videoconferencing  over  dial-up  lines. 
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Shakeout  looms  over  bypass 

continued from  page  1 


Lowenstein,  a  senior  analyst  at 
The  Yankee  Group,  a  market  re¬ 
search  firm  in  Boston.  “After  a 
shakeout,  a  handful  of  carriers 
will  survive,”  most  likely  with 
deeper  financial  reserves  brought 
about  by  mergers  or  equity  in¬ 
vestments,  he  said. 

At  last  week’s  annual  meeting 
here  of  the  Association  for  Local 
Telecommunications  Services,  a 
trade  group  of  alternative  access 
carriers,  the  mood  was  “incredi¬ 
bly  optimistic,”  said  John  Shap- 
leigh,  the  organization’s  new 
president.  Carriers  spoke  of  de¬ 
livering  new  services,  such  as 
local-area  network  interconnec¬ 
tion  and  personal  communica¬ 
tions  network-related  offerings. 

But  industry  observers  said 
there  is  no  doubt  an  industry 
shakeout  has  already  begun. 

For  example,  Philadelphia  Fi¬ 
ber  Optic  went  out  of  business 
last  year,  the  victim  of  what  one 
analyst  described  as  too  many  al¬ 
ternative  access  carriers  fighting 
for  a  finite  chunk  of  business. 

Also,  Dallas-based  DFW  Me- 
troLink,  Inc.  filed  for  Chapter  7 
liquidation  under  federal  bank¬ 
ruptcy  laws  on  Feb.  13-  Michael 
Anderson,  an  attorney  for  Metro- 
Link,  said  that  although  the  carri¬ 
er  is  looking  for  a  buyer,  it  is  con¬ 
tinuing  to  sign  up  new  customers 
for  service. 

A  handful  of  other  alternative 
access  providers,  including  Insti¬ 
tutional  Communications  Co.  and 
Eastern  Telelogic,  are  on  the 
lookout  for  more  funding,  ac¬ 
cording  to  analysts. 

Meanwhile,  Teleport  Commu¬ 
nications  Group,  the  industry’s 
only  profitable  player,  is  being 


User,  vendor 
camps  rally 

continued  from  page  1 
aeronautical  industry  engineer¬ 
ing  program  manager  for  Aero¬ 
nautical  Radio,  Inc.  of  Annapolis, 
Md.,  a  nonprofit  group  that  pro¬ 
vides  communications  support 
services  for  the  nation’s  airlines. 

“These  TRs  will  be  used  to 
build  the  infrastructure  for  a 
ubiquitous  ISDN,”  said  Kendrick, 
who  is  also  chairman  of  the  North 
American  ISDN  Users’  Forum 
ISDN  Users’  Workshop. 

The  first  set  of  references  is 
called  National  ISDN  1  and  was 
created  by  Bellcore  for  its  own¬ 
ers,  the  seven  regional  Bell  hold¬ 
ing  companies.  This  set  of  TRs  de¬ 
fines  how  customer  premises 
equipment  accesses  an  ISDN 
switch  and  how  different  ven¬ 
dors’  ISDN  switches  interoperate 
using  a  Common  Channel  Signal¬ 
ing  System  7  (CCS7)  network. 

Bellcore  is  also  working  to  de¬ 
fine  the  National  ISDN  2  and  3 
TRs,  which  build  on  National 
ISDN  1  and  would  support  a 
greater  level  of  interoperability 
among  ISDN  equipment,  as  well 
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shopped  around  by  owner  Merrill 
Lynch  &  Company,  Inc.  In  addi¬ 
tion,  Metropolitan  Fiber  Systems, 
Inc.  (MFS),  a  major  alternative 
access  carrier  that  is  not  for  sale, 
has  been  approached  by  several 
suitors. 

Foreign  long-haul  carriers  Ca¬ 
ble  &  Wireless  PLC,  British  Tele¬ 
communications  PLC,  France 
Telecom  and  Japan’s  Kokusai 
Denshin  Denwa,  Ltd.  are  among 
the  prime  candidates  to  acquire 
Teleport  or  other  alternative  ac¬ 
cess  carriers,  analysts  said. 

Their  participation  in  the  mar¬ 
ket  would  make  sense  because 
these  carriers  have  deep  pockets 
and  could  provide  upstart  alter¬ 
native  access  carriers  with  long¬ 
term  stability  in  exchange  for 
providing  their  foreign  parent 
with  a  better  foothold  in  the  U.S. 
telecommunications  market,  said 
Bob  Wilkes,  an  analyst  at  Brown 
Brothers  Harriman  &  Co.,  a  New 
York  brokerage  firm. 

Royce  Holland,  president  and 
chief  executive  officer  of  MFS, 
which  is  operating  networks  in  1 1 
cities,  said  an  industry  shakeout 
shouldn’t  surprise  anyone. 

“There  have  been  a  lot  of  new 
market  entrants  in  the  past  five 
years,  and  it’s  only  natural  that 
we’re  going  to  start  seeing  a 
shakeout,”  he  said. 

Even  without  foreign  inter¬ 
vention,  the  market  for  local  al¬ 
ternative  access  is  growing  fast. 
Total  market  revenues  jumped 
from  $60  million  in  1989  to  $90 
million  last  year,  Lowenstein 
said.  However,  most  alternative 
access  carriers  don’t  have  more 
than  2%  of  the  business  services 
market  in  the  cities  they  serve. 


In  order  to  sustain  growth,  the 
carriers  must  learn  to  compete 
better  against  the  regional  Bell 
holding  companies  and  to  coop¬ 
erate  with  them,  Lowenstein  said. 

The  RBHCs  have  become  in¬ 
creasingly  tough  competitors  by 
deploying  fiber  rings  in  nearly  20 
cities,  most  of  which  are  served 
by  alternative  access  carriers. 

Last  week,  US  West  Communi¬ 
cations,  Inc.,  a  subsidiary  of  US 
West,  Inc.,  announced  an  expand¬ 
ed  version  of  the  Self-Healing  Al¬ 
ternate  Route  Protection  service 
it  unveiled  last  May. 

Investment  by  the  RBHCs  and 
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other  local  exchange  carriers  in 
self-healing  fiber  rings,  which 
was  nearly  nonexistent  in  1988, 
will  reach  $300  million  by  the 
end  of  1992,  according  to  a  re¬ 
cent  report  by  The  Yankee  Group. 

Ironically,  as  the  local  loop 
evolves,  the  RBHCs  will  permit  al¬ 
ternative  access  carriers  to  locate 
equipment  in  or  near  their  cen¬ 
tral  offices  to  provide  users  with 
easy  access  to  alternative  local 
access  nets. 

According  to  Robert  Atkinson, 
Teleport’s  senior  vice-president 
of  regulatory  and  external  af¬ 
fairs,  chances  are  that  alternative 
access  carrier  accessibility  will 
improve  in  the  coming  months, 


thanks  in  large  part  to  Teleport’s 
recent  success  on  the  intercon¬ 
nection  front.  That  victory  came 
after  a  bitter  struggle  with  Nynex 
Corp.  to  collocate  in  New  York 
Telephone  Co.  central  offices. 

“It’s  helped  foster  an  attitude 
among  the  other  RBHCs  that  in¬ 
terconnection  isn’t  the  worst 
thing  to  ever  happen  to  them,”  he 
said.  Last  week,  Teleport’s  Chica¬ 
go-based  operation  reached 
agreement  with  Illinois  Bell  Tele¬ 
phone  Co.  to  interconnect  Tele¬ 
port’s  network  with  Illinois  Bell 
central  offices  in  Chicago. 

To  a  large  extent,  the  Bells  are 
giving  in  to  the  alternative  access 
carriers  on  interconnection  in 
hopes  of  winning  concessions 
from  public  service  commissions, 
Atkinson  said.  Such  a  quid  pro 
quo  might  come  in  the  form  of  al¬ 
lowing  the  Bell  company  to  have 
more  pricing  flexibility  in  ex¬ 
change  for  allowing  collocation, 
as  is  the  case  with  New  York  Tele¬ 
phone,  he  said. 

Later  this  year,  a  ruling  is  ex¬ 
pected  by  the  Federal  Communi¬ 
cations  Commission  on  MFS’  Lo¬ 
cal  Equal  Access  Initiative,  which 
proposes  universal  collocation. 

Still,  alternative  access  carri¬ 
ers  have  hurdles  to  overcome  in 
dealing  with  the  Bell  companies. 

Southwestern  Bell  Telephone, 
Atkinson  said,  is  “acting  like  a  di¬ 
nosaur”  in  resisting  collocation 
and,  separately,  asking  the  Texas 
Public  Utility  Commission  to 
compel  alternative  access  carri¬ 
ers  to  cease  and  desist  until  they 
are  certified  as  providers  of  local 
telephone  service.  Atkinson  de¬ 
scribed  the  Southwestern  Bell 
Telephone  move  as  an  “effort  to 
bleed  some  smaller  companies  to 
death  by  tying  them  up  in  pro¬ 
longed  court  battles.”  E3 

US  Sprint  admits 
further  delays 

continued  from  page  3 
ribly  exotic,  but  most  of  it’s  in  En¬ 
glish  and  can  be  processed  by  an 
employee  without  a  lot  of  experi¬ 
ence.” 

Other  users,  such  as  The 
Kroger  Co.  in  Cincinnati,  are  tak¬ 
ing  a  cautious  approach  to  using 
IPS. 

The  food  retailer  is  gearing  up 
for  a  bill  checking  trial  with  IPS, 
under  which  the  company  will 
collect  call  details  and  ratings  in 
its  telemanagement  system  and 
match  them  against  the  IPS  bills  it 
receives  from  US  Sprint. 

“We’ll  see  how  well  they 
match  up  at  the  end  of  March,” 
said  Jeff  Wilson,  telecommunica¬ 
tions  director  for  the  retailer. 

In  July,  Kroger  acknowledged 
it  awarded  US  Sprint  a  three-year, 
$  1 5  million  contract  for  a  2,562- 
site  VPN.  The  network  will  link 
Kroger’s  headquarters  with 
1,234  supermarkets,  1,000  con¬ 
venience  stores  and  38  food  pro¬ 
cessing  plants  across  the  country. 
US  Sprint  handles  about  95%  of 
Kroger’s  voice  traffic.  □ 


Bank  to  test 
videoconference 

continued  from  page  5 

Private  Banking  Division  cus¬ 
tomers  visiting  with  their  person¬ 
al  banker  at  the  main  office  will 
be  able  to  use  the  videoconfer¬ 
ence  to  discuss  interest  rates  and 
terms  for  real  estate  loans  with  a 
mortgage  loan  officer  in  the 
bank’s  mortgage  office  located 
some  20  miles  away. 

If  the  customer  decides  to  ap¬ 
ply  for  a  loan,  the  loan  officer  \yill 
ask  the  customer  for  information 
and  key  it  into  a  microcomputer 
at  the  remote  site.  A  copy  of  the 
completed  application  can  then 
be  sent  via  facsimile  to  the  main 
office  for  the  customer’s  signa¬ 
ture. 

Klumpp  said  the  bank  wants  to 
test  a  feature  Palaver  has  under 
development  that  will  enable  a 
copy  of  the  application  to  be 
transmitted  over  the  videocon¬ 
ference  link  and  displayed  on  the 
unit  in  headquarters.  This  will  en¬ 
able  a  customer  to  view  data  as  it 
is  keyed  in  at  the  remote  site  and 
correct  any  mistakes. 

Also  in  the  test,  customers  vis¬ 
iting  the  bank’s  Dublin  branch 
will  be  able  to  establish  a  video- 
conference  link  with  a  securities 
broker  at  headquarters  to  discuss 
opening  an  investment  account. 
Ohio  regulations  permit  banks  to 
act  as  brokerages  that  buy  and 
sell  securities. 

The  bank  hopes  providing 
face-to-face  contact  with  a  broker 
will  turn  more  customer  inquiries 
into  actual  sales,  Klumpp  said. 
Bank  research  shows  that  cus¬ 
tomers  prefer  to  see  the  person 
who  will  buy  or  sell  their  securi¬ 
ties  instead  of  speaking  to  them 
on  the  phone,  especially  on  first 
contact,  he  said. 

The  Palaver  Video  System  con¬ 
sists  of  an  Intel  Corp.  80386- 
based  IBM  Personal  Computer 
AT,  software,  a  set  of  five  Palaver 
boards,  a  camera  and  micro¬ 
phone  unit,  a  video  graphics 
adapter  monitor  that  displays  vi¬ 
deoconference  control  informa¬ 
tion,  a  keyboard  and  a  video  dis¬ 
play  monitor.  It  is  priced  at 
$20,000. 

The  camera  and  microphone 
feed  images  and  sound  to  an  in¬ 
terface  board  in  the  microcom¬ 
puter.  Palaver’s  proprietary 
boards  digitize  and  compress  the 
video  and  audio,  which  is  then 
stored  as  an  MS-DOS  file.  That  file 
is  transferred  via  a  wide-area  link 
to  a  remote  Palaver  Video  System 
that  decompresses  it  and  routes  it 
to  a  video  display  monitor. 

Palaver  said  it  can  digitize  im¬ 
ages  at  up  to  30  full  frames  per 
second,  the  speed  of  a  television 
camera.  This  creates  a  data  file  of 
300K  byte/sec,  which  is  trans¬ 
ferred  over  the  wide  area.  Users 
can  reduce  the  number  of  frames 
being  digitized  each  second  to 
keep  the  file  size  down,  thus  low¬ 
ering  bandwidth  requirements. 
However,  doing  so  will  diminish 
the  picture  quality.  □ 


as  additional  ISDN  features. 

“This  is  the  first  step  toward 
eliminating  islands  of  ISDN  and 
will  go  a  long  way  toward  build¬ 
ing  the  use  of  ISDN  services,”  said 
a  top  executive  for  a  central  office 
switch  manufacturer  who  re¬ 
quested  anonymity. 

Bolstering  ISDN 

ISDN  can  use  the  boost.  Last 
year,  the  RBHCs  said  less  than  5% 
of  their  central  offices  and  less 
than  1%  of  their  access  lines 
would  be  ISDN-ready  by  the  end 
of  1990. 

Last  September,  the  RBHCs 
had  187  customers  representing 
about  90,000  installed  ISDN 
lines. 

In  terms  of  CCS7,  the  RBHCs 
estimated  that  they  would  have 
anywhere  from  10%  to  56%  of 
their  access  lines  supported  by 
CCS7  by  year-end  1990.  They  are 
not  expected  to  have  CCS7  fully 
deployed  until  the  turn  of  the 
century. 

National  ISDN  1  will  be  based 
on  portions  of  44  Bellcore  TRs. 
They  include: 

■  TR  268,  Access  Call  Control 
Switching  and  Signaling, 


which  addresses  procedures  for 
signaling  over  ISDN  Basic  Rate 
Interface  lines  and  internetwork¬ 
ing  with  existing  networks.  Bell¬ 
core  said  TR  268  “forms  the  basis 
upon  which  other  requirements 
wUl  build.” 

■  TR  444,  Switching  System 
Requirements,  which  describes 
procedures  for  using  the  ISDN 
User  Part  of  SS7  to  set  up  and  re¬ 
lease  calls  connecting  to  an  inter¬ 
exchange  carrier.  This  capability 
will  set  the  stage  for  the  intercon¬ 
nection  of  ISDN  islands  to  form 
^SDN  wide-area  networks. 

■  TR  847,  ISDN  Common 
Switching  and  Signaling, 
which  describes  features  and  ge¬ 
neric  requirements  to  accommo¬ 
date  multiple  pieces  of  equip¬ 
ment  on  a  single  access  line.  This 
is  a  key  capability  because  many 
users  want  to  link  multiple  de¬ 
vices  to  a  single  ISDN  line. 

■  TR  860,  Calling  Number 
Identification  Services,  which 
offers  options  for  caller  ID  dis¬ 
play  and  blocking. 

This  is  important  because  call¬ 
er  ID  features  are  among  the 
ISDN  capabilities  most  sought  af¬ 
ter  by  businesses.  □ 


Announcing  the  Codex  3500, 

THE  MOST  FLEXIBLE  DSU/CSU  EVER. 


m 


Today,  rapidly  changing  digital 
tariffs  and  services  make  network  planning 
and  operation  a  problem.  To  be  prepared, 
you  need  a  product  that  lets  you  take 
advantage  of  the  benefits  of  digital 
technology  quickly  and  easily. 

The  new  Codex  3500  has  the  flex 
bility  to  do  just  that.  It’s  a  multi-service, 
multi-rate  DSU,  so  it  operates  with  both  ^ 
DDS  I  and  DDS  II  type  services  and 
supports  speeds  from  2.4  to  56  Kb 
addition,  an  integral  multiplexer  le 
make  the  most  of  one  circuit. 

For  critical  applications,  the 
3500  protects  you  from  circuit  fail 
with  a  back-up  capability  that  autom, 
cally  switches  your  data  to  a  modem 
switched  digital  data  unit.  And  you 
control  the  3500  using  a  Codex  Inti 
Network  Management  System,  I 
NetView  or  both  concurrently. 
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The  only  way  to  get  immediate 

ACCESS  TO  THE  BEST  RATE  AVi 

You  also  benefit  from  Rate  Adaption, 
a  Codex  feature  that  lets  you  use  a  lower 
cost  56K  line  and  then  run  almost  any 
data  rate  you  choose.  So  you  can  save 
on  line  costs  without  the  expense  of  up¬ 
grading  equipment. 

To  find  out  how  the  ne# 
lets  you  choose  the  data  rates  and  servt 
you  need,  call  us  at  1-800-426-1212 
ext.  7209. 

And  see  how  easily  you  adapt  to  a 
product  that  adapts  to  you. 
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This  ad  is  dedicated  to  our 
customers.They ’ve  now  connected 
one  million  computer  network  nodes 
using  our  LAN  integration  products. 

Not  bad,  when  you  consider 
that’s  a  million  connections  in  five 
short  years— half  of  them  in  the  last 
nine  months  alone. 

Not  surprising,  when  you 
consider  how  our  customers  solve 
their  networking  problems  with 
our  family  of  systems  based  on  our 
Network  Utility  Architecture. 

For  instance,  with  our  LattisNet 
smart  hubs  they  can  link  all  kinds  of  computers  and 
peripherals  on  either  common  Ethernet  or  Token 
Ring  networks  over  inexpensive  twisted  pair  cabling. 


They  can  connect  multiple  networks 
and  direct  traffic  between  them. They 
can  easily  add  nodes  and  networks 
as  they  need  them. 

And  with  our  graphics-based 
Network  Management  System,  they 
can  monitor,  troubleshoot  and  manage 
the  whole  works. 

The  net  effect?  At  over  3,000  sites  in 
some  20  countries,  our  customers  have 
networks  that  are  manageable,  efficient 
and  reliable.  Instead  of  chaotic. 

If  you’re  not  yet  a  SynOptics 
customer,  perhaps  you  should  call 
1-800-PRO-NTWK  for  our  product  brochure. 

And  if  you  are  one  of  our  customers,  well, 
thanks  a  million. 


Network  Nodes  Installed 
(Cumulative) 
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Worth  Noting 


“T 

JLi  otus 

[Development  Corp.’s] 
acquisition  of  cc:Mail 
[Inc.]  could  mark  the 
start  of  an  E-mail 
industry  shakeout. 
During  the  next  1 2 
months,  we’ll  start 
seeing  some  small  E- 
mail  vendors  closing 
up  shop  as  larger 
vendors  focus  more  on 
the  market.” 


David  Atlas 

Senior  analyst 
International  Data  Corp. 
Framingham,  Mass. 
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Novell,  Inc.  last  week  an¬ 
nounced  that  Duane  Mur¬ 
ray,  formerly  vice-president 
of  corporate  marketing  at  the 
company,  has  been  appointed 
to  the  position  of  vice-presi¬ 
dent  and  general  manager  of 
Novell’s  LANalyzer  Division. 

Murray  will  be  responsible 
for  the  development  and  mar¬ 
keting  of  Novell’s  network 
monitoring,  diagnostic  and 
analysis  products.  In  his  new 
position,  Murray  replaces  Na- 
vin  Jain,  who  has  been  ap¬ 
pointed  to  head  up  Novell’s 
overall  network  management 
product  development. 

Murray  previously  served 
in  various  marketing  positions 
with  Excelan,  Inc.,  a  supplier 
of  Transmission  Control  Pro¬ 
tocol/Internet  Protocol  soft¬ 
ware  and  local-area  network 
analyzer  tools  that  Novell  ac¬ 
quired  several  years  ago. 


Morris  Tanenbaum, 
AT&T  vice-chairman  and 
chief  financial  officer,  said  he 
will  retire  on  May  1.  Tanen¬ 
baum,  62,  has  spent  39  years 
at  AT&T  in  various  positions. 
He  was  a  member  of  the  AT&T 
Bell  Laboratories  technical 
staff  that  developed  the  use  of 
silicon  as  a  semiconductor 
material  and  pioneered  the 
use  of  superconductor  mag¬ 
nets.  He  was  also  the  first 
(continued  on  page  40 ) 
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Acquisition  to  help  Telebit 
market  wares  to  LAN  users 

New  comm  servers  will  tie  LANs  via  dial-up  links. 


By  Bob  Brown 

Senior  Editor 


Top  15  U.S.  cellular  operators 


Company 

Total  population 

McCaw  Cellular  Communications,  Inc.* 

35,593,306 

PacTel  Cellular 

30,083,098 

Southwestern  Bell  Mobile  Systems 

28,544,640 

LIN  Broadcasting  Corp.* 

25,293,661 

Nynex  Mobile  Communications  Co. 

25,075,672 

GTE  Mobilnet,  Inc.** 

23,694,874 

Ameritech  Mobile  Communications 

20,271 ,057 

BellSouth  Mobility,  Inc. 

18,258,270 

Bell  Atlantic  Mobile  Systems 

16,369,467 

US  West  NewVector  Group,  Inc. 

14,881,360 

Contel  Cellular,  Inc.** 

14,346,219 

American  Cellular  Communications  Corp. 

12,447,034 

Centel  Cellular  Co. 

12,331,967 

Metro  Mobile  CTS,  Inc. 

9,746,688 

Cellular  Communications,  Inc. 

9,519,039 

‘McCaw  now  controls  LIN  Broadcasting. 

**A  merger  between  GTE  and  Contel  is  under  way. 

SOURCE:  CELLULAR  TELECOMMUNICATIONS  INDUSTRY  ASSOCIATION.  WASHINGTON.  D.C. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 

FCC  considers  end  to 
cellular  bundling  ban 

While  waiting  for  agency  decision,  some  question 
the  ramifications  on  other  telecom  service  marts. 

By  Ellen  Messmer 

Washington  Correspondent 


SUNNYVALE,  Calif.  —  Telebit 
Corp.,  best  known  as  a  supplier  of 
high-speed  modems,  recently  ac¬ 
quired  a  manufacturer  of  commu¬ 
nications  servers  as  part  of  its 
strategy  to  play  a  larger  role  in 
the  local-area  network  and  inter¬ 
networking  markets. 

Terms  of  the  agreement  were 
not  disclosed. 

The  acquisition  of  ParaData 
Computer  Networks,  Inc.’s  Com¬ 
munications  Products  Division 
(CPD)  adds  to  Telebit’s  product 
arsenal  a  line  of  asynchronous 
communications  servers  de¬ 
signed  to  tie  personal  computers 
and  LANs  to  other  LANs  via  dial¬ 
up  links. 

The  CPD  products  support 
high  throughput  rates  and  feature 
dynamic  assignment  of  dial-in/ 
dial-out  ports  and  diagnostic 
management.  The  communica¬ 
tions  servers  are  designed  to 
work  in  Novell,  Inc.  NetWare  and 
Network  Basic  I/O  System  LANs. 

Telebit  plans  to  provide  inte¬ 
grated  network  management  for 
its  products  and  the  CPD  products 
down  the  road,  according  to  Ste¬ 
ven  Hess,  vice-president  and 


chief  financial  officer  at  Telebit. 
However,  the  products  already  fit 
well  together  because  the  CPD 
communications  servers  can  en¬ 
able  Telebit  users  to  employ  their 
modems  more  efficiently  by 
pooling  them  among  multiple 
LAN  users,  he  said. 

CPD  will  be  treated  as  a  sepa¬ 
rate  business  unit  within  Telebit 
and  will  continue  to  operate  out 
of  Farmington  Hills,  Mich. 

The  acquisition  furthers  Tele¬ 
bit’s  strategic  evolution  into  the 
LAN  and  internetworking  mar¬ 
ketplace.  This  thrust  began  last 
year  when  Telebit  unveiled  a  dial¬ 
up  Transmission  Control  Proto¬ 
col/Internet  Protocol  router 
called  NetBlazer. 

“Our  core  modem  business  is 
still  the  foundation  of  the  compa¬ 
ny,”  Hess  said.  “We  are  now 
building  on  that  foundation  to  di¬ 
versify  into  the  internetworking 
market.” 

Currently,  modem  sales  ac¬ 
count  for  almost  all  of  Telebit’s 
sales.  But  that  is  expected  to 
change  as  the  company  focuses 
more  on  internetworking,  Hess 
said. 

Brad  Baldwin,  an  analyst  at 
( continued  on  page  10 ) 


WASHINGTON,  D.C.  —  The 
FCC  has  proposed  lifting  a  ban 
that  prohibits  cellular  providers 
from  selling  bundled  packages  of 
equipment  and  services,  a  move 
that  seems  to  increase  momen¬ 
tum  for  the  agency’s  effort  to  al¬ 
low  bundling  in  other  markets 
such  as  long  distance. 

Current  Federal  Communica¬ 
tions  Commission  policy  prohib¬ 
its  any  common  carrier  from  of¬ 
fering  equipment  discounts  or 
giveaways  in  connection  with 
provision  of  services.  The  FCC 
has  already  proposed  eliminating 
restrictions  on  bundling  long-dis¬ 
tance  services  and  customer 
premises  equipment,  but  last 
week’s  pronouncements  on  the 
benefits  of  bundling  underscore 
the  FCC’s  support  for  the  con¬ 
cept. 

FCC  officials,  including  Chair¬ 
man  Alfred  Sikes,  voiced  strong 
support  for  allowing  bundling  in 
the  cellular  market,  saying  it 
would  benefit  consumers  and 
promote  competition. 

But  the  FCC  insisted  that  drop¬ 
ping  the  ban  on  bundling  for  the 
cellular  market  would  not  affect 
the  long-distance  market  or  any 
others. 

“The  interexchange  market  is 
not  at  issue  here,”  said  Richard 
Firestone,  chief  of  the  Common 
Carrier  Bureau. 

However,  some  insiders  ques¬ 
tioned  how  the  agency  could  con¬ 
fine  bundling  to  only  the  cellular 
market. 


“Cellular  is  far  less  competi¬ 
tive  than  the  interexchange  mar¬ 
ket,”  said  Michael  Wack,  attorney 
for  the  National  Cellular  Resell¬ 
ers  Association  (NCRA),  which  in 
1988  petitioned  the  FCC  to  halt 
the  bundling  openly  conducted 
by  cellular  providers. 

“How  does  the  commission 
distinguish  the  bundling  rule  in 
cellular  from  any  other  market?” 
Wack  asked.  “If  it’s  OK  for  the 


“C 

VJellular  is  far  less 
competitive  than  the 
interexchange  market,” 
Wack  said. 

AAA 


cellular  carrier  to  bundle,  then 
why  is  it  not  good  for  wire-line 
services,  including  the  local  ex¬ 
change  carriers?” 

Because  of  a  lack  of  available 
spectrum,  the  cellular  market  is 
restricted  to  two  carriers  per 
market,  known  as  the  duopoly 
system. 

The  cellular  market  is  largely, 
unregulated,  and  none  of  the  car¬ 
riers  are  required  to  file  tariffs  ex¬ 
cept  under  the  state-imposed 
rules  of  California,  Florida  and 
New  York.  With  the  FCC  proposal 
to  lift  the  bundling  restriction,  it 
may  become  even  further  deregu- 
(continued  on  page  10) 
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AT&T  extends  bid  for  NCR.  AT&T  last  week 
extended  its  offer  to  buy  NCR  Corp.  from  its  shareholders  for 
$90  per  share  in  cash  from  midnight  Feb.  1 5  to  midnight  April 
30.  NCR  officials  said  the  offer  is  inadequate. 

AT&T  said  holders  of  about  66%  of  NCR’s  outstanding 
common  shares  have  accepted  AT&T’s  offer.  AT&T  previously 
reported  that  holders  of  70%  of  NCR’s  shares  agreed  to  the 
AT&T  offer,  but  since  then,  4%  of  the  shares  have  been 
withdrawn.  AT&T  began  its  $6.12  billion  takeover  attempt  of 
NCR  in  December.  Also  last  week,  NCR  announced  that  its  board 
of  directors  set  March  28  as  the  date  for  both  the  special  and 
annual  meetings  of  its  shareholders.  The  special  meeting  will 
give  shareholders  the  chance  to  oust  NCR’s  board  of  directors  in 
an  effort  to  smooth  the  way  for  AT&T’s  acquisition  of  NCR. 

Sun  to  form  two  subsidiaries.  Sun  Microsystems, 
Inc.  recently  said  it  plans  to  form  two  subsidiaries  by  July  1  to 
develop  and  market  workstation  operating  system  and  applica¬ 
tion  software.  SunSoft,  Inc.’s  charter  is  to  develop  Unix-based 
operating  software  for  Sun’s  SPARCstations.  Edward  Zander, 
formerly  vice-president  of  marketing  at  Sun,  has  been  named 
president  of  SunSoft.  SunTech  Enterprises,  Inc.  has  been  formed 
to  develop  client/server  applications.  The  company  will  market 
existing  Sun  products,  including  PC-Network  File  System  soft¬ 
ware  and  SunLink  gateway  products.  Eric  Schmidt,  previously 
vice-president  of  Sun’s  general  systems  group,  has  been  named 
president  of  SunTech  Enterprises. 

Sun  also  said  it  is  forming  a  research  and  development 
division,  called  Sun  Laboratories,  that  will  focus  on  advanced 

(continued  on  page  10) 
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FCC  considers  end  to  bundling  ban 
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lated.  Although  the  market  cannot  hope  to 
grow  beyond  two  licensed  providers  per 
area  under  current  technical  limitations, 
the  FCC  said  the  cellular  market  was  no 
longer  in  its  infancy  and  had  become  com¬ 
petitive  enough  to  consider  lifting  the  bun¬ 
dling  restriction  (see  graphic,  page  9). 

The  agency  acknowledged  that  the  pro¬ 
vision  of  free  or  discounted  equipment  by 
cellular  service  providers  has  become  a 
widespread,  publicly  advertised  practice 
—  an  incentive  to  sign  up  new  customers. 

FCC’s  Sikes  claimed  that  consumers 
save  $300  million  annually  through  dis¬ 
counted  equipment. 


FCC  sources  later  said  that  figure  is  a 
rough  approximation  that  does  not  repre¬ 
sent  discounts  obtained  through  bundling 
per  se. 

Opposing  sides  of  the  issue 

Although  the  final  text  of  the  FCC’s  pro¬ 
posal  isn’t  expected  to  be  released  for  sev¬ 
eral  weeks,  it  has  already  stirred  contro¬ 
versy. 

“Based  on  what  we  heard  at  the  FCC,  we 
disagree  with  the  cellular  equipment  bun¬ 
dling  proposal,”  said  Edwin  Spievack, 
president  of  the  North  American  Telecom¬ 
munications  Association  (NATA). 


NATA  has  opposed  bundling  of  long¬ 
distance  services  and  customer  premises 
equipment,  saying  the  practice  could  hurt 
independent  equipment  manufacturers. 

The  Cellular  Telecommunications  In¬ 
dustry  Association  (CTIA),  which  repre¬ 
sents  licensed  cellular  carriers  as  well  as 
equipment  providers,  expressed  support 
for  the  rule  change. 

“Cellular  customers  always  retain  the 
right  and  ability  to  purchase  equipment 
and  service  separately  —  in  every  market 
across  the  country,”  said  CTIA  President 
Robert  Maher. 

“Cellular  telephone  discounting  is  the 
essence  of  competition,  providing  in¬ 
creased  choices  and  reduced  prices  to  con¬ 
sumers,”  he  said. 


Greg  Vogt,  chief  of  the  FCC’s  mobile  ser¬ 
vices  division,  said  the  new  rule  “is  not 
based  solely  on  the  state  of  competition  in 
the  market,”  noting  that  there  are  public 
interest  benefits  that  could  occur  by  get¬ 
ting  customers  in  the  system. 

The  FCC  essentially  must  argue  against 
the  body  of  law  it  established,  and,  some 
would  suggest,  the  Communications  Act  of 
1934  as  well. 

Vogt  emphasized  that  the  FCC  would 
move  quickly  on  the  matter. 

The  FCC  intends  to  make  a  decision 
shortly  after  the  4  5 -day  time  frame  for 
public  comment  after  the  date  of  the  or¬ 
der’s  release. 

“We’ll  try  to  get  it  done  as  soon  there¬ 
after  as  possible,”  Vogt  said.  □ 
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technologies  “that  might  not  be  seen  in 
products  for  a  few  years  or  more.” 

Scott  McNealy,  president  and  chief  ex¬ 
ecutive  officer  at  Sun,  said  the  subsidiaries 
have  been  formed  in  an  effort  to  better  fo¬ 
cus  the  company’s  resources. 

Northern  Tel  restructures. 

Northern  Telecom,  Inc.  recently  an¬ 
nounced  a  management  reorganization 
designed  to  realign  the  company’s  geo¬ 
graphic  setup  and  product  lines  to  better 
meet  customers’  needs. 

Under  the  reorganization,  the  switch 
maker’s  Northern  Telecom  World  Trade 
organization,  formed  in  1988,  will  be  di¬ 
vided  into  two  operating  units:  STC/ 
Northern  Telecom  Europe  in  London  and 
Northern  Telecom  Asia/Pacific  in  Tokyo. 

Northern  Telecom  World  Trade  will  op¬ 
erate  alongside  two  other  divisions:  North¬ 
ern  Telecom  U.S.  and  Northern  Telecom 
Canada. 

In  addition,  Northern  Telecom  is  con¬ 
centrating  its  resources  into  three  main 
new  global  product  groups:  Northern  Tele¬ 
com  Public  Networks,  which  includes 
switching  transmission  and  cable  opera¬ 
tions;  Northern  Telecom  Private  Net¬ 
works,  which  includes  private  branch  ex¬ 
changes,  key  systems,  data  packet 
networks  and  terminals;  and  Northern 
Telecom  Wireless  Systems,  which  includes 
cellular  products  and  personal  communi¬ 
cations  systems.  □ 


Acquisition  to  help 
Telebit  market  wares 

continued from  page  9 
market  research  firm  Gartner  Group,  Inc., 
said  Telebit  is  wise  to  be  “leveraging  its 
modem  expertise  in  getting  into  the  LAN 
market.” 

Modems,  he  said,  “are  not  the  real  hot 
part”  of  the  communications  equipment 
market,  whereas  the  local-area  network 
market  “is  growing  exponentially.” 

Larry  Cynar,  an  analyst  at  Dataquest, 
Inc.,  a  San  Jose,  Calif. -based  market  re¬ 
search  firm,  agreed.  He  pointed  to  Hayes 
Microcomputer  Products,  Inc.’s  recent  for¬ 
ay  into  the  network  operating  system  mar¬ 
ket  as  an  example  of  another  modem  mak¬ 
er  with  a  diversification  strategy. 

“I  think  Telebit’s  acquisition  is  typical 
of  what  we’ll  see  in  the  next  couple  of 
years,”  Cynar  said.  “Modem  makers  are 
looking  to  diversify,  which  could  mean 
that  they’ll  start  buying  up  small  LAN 
equipment  and  application  firms.”  □ 
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Centrex  market  revenue  growth  rate  slips 


Centrex  service  and  customer  premises  equipment 


$5 

4 


Projected  revenue 


14 


Percentage  of  predicted  growth 


1991  1992  1993  1994  1995  1996 


X 


X 


1994 


1995 


1996 


1990  1991  1992  1993 

Billions  of  dollars 

SOURCE:  MARKET  INTELLIGENCE  RESEARCH  CORP.,  MOUNTAIN  VIEW,  CALIF. 

GRAPHIC  BY  SUSAN  SLATER 


Deregulation  theme  of  Bush 
proposal  for  telecom  mart 

Favors  sale  of  radio  bandwidth,  rescinding  MFJ. 


By  Ellen  Messmer 

Washington  Correspondent 


US  Sprint  will  offer 
free  T-l  monitoring 

Program  will  track  performance  of  customers’ 
ESF-based  T-ls  and  identify  circuit  degradation. 

By  Bob  Wallace 

Senior  Editor 


US  West  Communica¬ 
tions,  Inc.  last  week  began 
what  it  claims  is  the  industry’s 
first  market  trial  of  caller 
identification  with  name  and 
number  display.  The  trial  will 
involve  70,000  residential 
and  small  business  customers 
in  Boise,  Idaho. 

Regional  Bell  holding  com¬ 
panies  have  introduced  caller 
ID  in  the  past  but  not  with 
name  display.  With  name  dis¬ 
play,  US  West  Communica¬ 
tions’  Signaling  System  7  net¬ 
work  is  used  to  transport  the 
caller’s  telephone  number  and 
name  from  a  network  data 
base  to  the  called  party,  where 
it  is  displayed  on  a  telephone 
LCD  or  adjunct  display  unit. 

The  Bell  operating  compa¬ 
ny  is  offering  customers  in  the 
six-month  trial  the  option  of 
blocking  transmission  of  their 
telephone  number  and  name 
by  dialing  “*67”  before  the 
called  party’s  phone  number. 

The  trial  will  provide  US 
West  Communications  with  in¬ 
formation  about  the  market 
demand  for  the  service.  The 
carrier  will  conduct  customer 
surveys,  focus  groups  and 
telephone  interviews  through¬ 
out  the  trial. 

The  BOC  will  charge  a 
monthly  fee  of  $5-95  per  resi¬ 
dence  and  $9  95  per  business 
for  Caller  ID  Name  and  Num¬ 
ber.  US  West  Communications 
said  it  hopes  to  begin  deploy¬ 
ing  caller  ID  and  five  other 
Custom  Local  Area  Signaling 
Services  in  August. 

Caller  ID  subscribers  will 
need  a  special  telephone  set  or 
an  adjunct  unit  in  order  to  dis¬ 
play  the  caller’s  name  and 
number.  □ 


WASHINGTON,  D.C.  —  Presi¬ 
dent  Bush  proposed  radical  regu¬ 
latory  changes  for  the  telecom¬ 
munications  industry  in  the 
annual  economic  report  he  re¬ 
cently  sent  to  Congress. 

The  report,  compiled  by  the 
president’s  Council  of  Economic 
Advisors,  proposes  that  the 
government  lift  all  of  the  Modi¬ 
fied  Final  Judgment  restrictions 
on  the  regional  Bell  holding  com¬ 
panies. 

The  report  also  suggests  that 
the  Federal  Communications 
Commission  change  its  current 
practice  of  licensing  radio  spec¬ 
trum  in  favor  of  auctioning  radio 
bandwidth  to  the  highest  bidder. 

The  report,  essentially  a  poli¬ 
cy  paper  from  the  White  House, 
provides  insight  into  the  Bush  ad¬ 
ministration’s  perspective  on  ar¬ 
eas  such  as  banking,  health  care 
and  telecommunications. 

For  the  latter,  the  report  sug¬ 
gests  that  deregulation  is  the  way 
to  go.  “Deregulation  is  a  natural 
experiment  that  demonstrates 
the  benefits  of  increased  flexibili¬ 
ty  and  the  hidden  costs  of  regula¬ 
tion,”  it  states. 

Part  of  the  experiment  advo¬ 
cated  by  the  White  House  would 
be  to  lift  the  long-distance  re¬ 
strictions  on  the  RBHCs,  as  well 
as  the  information  services  and 
manufacturing  bans,  noting 
“there  are  reasons  to  believe  the 
local  telephone  companies  might 
have  much  to  offer  thesq  mar¬ 
kets.” 

The  report  also  supports  the 
concept  of  price  cap  regulation 
—  referred  to  as  incentive  regu¬ 
lation  —  over  rate-of-return  reg¬ 
ulation  for  monopoly  carriers. 

The  report  says  the  price  cap 


scheme  is  designed  to  preserve 
the  overall  relationship  between 
prices  and  costs  while  severing  or 
limiting  the  relationship  for  spe¬ 
cific  investments. 

Radio  spectrum 

The  White  House  proposal  to 
alter  the  traditional  spectrum 
management  method  used  to  al¬ 
locate  radio  frequencies  chal¬ 
lenges  the  long-held  policy  that 
spectrum  is  essentially  a  resource 
to  be  granted  on  a  free  “loan”  ba¬ 
sis  to  licensees. 

Radio  frequency  spectrum  has 
become  a  valued  commodity  due 
to  rising  demand  and  its  limited 
availability. 

T 

A  he  report  supports 
price  cap  regulation  over 
rate-of-return  regulation 
for  monopoly  carriers. 

▲  ▲▲ 

The  Bush  administration 
wants  to  sell  off  the  spectrum  to 
the  highest  bidder. 

“Without  the  force  of  compe¬ 
tition,  spectrum  bands  are  not 
necessarily  used  in  ways  that  gen¬ 
erate  the  greatest  social  value,” 
the  report  stated.  “The  invention 
of  new  technologies  is  stifled  be¬ 
cause  of  the  inability  to  get  access 
to  the  spectrum,  and  there  is  an 
inadequate  incentive  to  refine  ex¬ 
isting  technologies  to  conserve 
the  amount  of  spectrum  used.” 

The  report  continued,  “If  in¬ 
stead  of  assigning  spectrum 
( continued  on  page  13 ) 


ATLANTA  —  US  Sprint  Com¬ 
munications  Co.  is  expected  to 
announce  next  week  a  program 
under  which  it  will  monitor  the 
performance  of  extended  super¬ 
frame  format  (ESF)  T-l  lines  free 
of  charge. 

With  the  Clearline  ESF  Moni¬ 
toring  Program,  technicians  at  US 
Sprint’s  Network  Control  and 
Management  Center  here  will  re¬ 
motely  track  performance  of  cus¬ 
tomers’  T-l  lines  and  inform 
them  of  circuit  degradation. 

“Use  of  ESF  will  enable  our 
technicians  to  quickly  isolate 
faults,  minimize  outage  time  and 
improve  the  quality  of  our  Clear- 
line  [T1.5]  service,”  said  Greg 
Crosby,  private-line  services 
group  product  manager  for  US 
Sprint. 

ESF  is  an  advanced  T-l  fram¬ 
ing  format  that  enables  carriers 
and  users  to  monitor  T- 1  line  per¬ 
formance  from  computer-based 
systems  linked  to  channel  service 


units  (CSU)  without  taking  the 
lines  out  of  service. 

ESF  supersedes  the  super¬ 
frame  D4  framing  format,  which 
required  carriers  and  users  to 
take  T-l  lines  out  of  service  for 
testing. 

With  the  D4  framing  format, 
8K  bit/sec  of  bandwidth  on  a 
1 .544M  bit/sec  circuit  is  used  for 
frame  synchronization  and  sig¬ 
naling.  Advances  in  digital  signal 
processing  techniques  have  made 
it  possible  to  perform  the  same 
function  with  one-fourth  the 
bandwidth,  leaving  6K  bit/sec  for 
circuit  management  data. 

ESF  enables  users  to  spot  cir¬ 
cuit  quality  degradation  before  a 
circuit  fails  by  accessing  error 
data  collected  in  the  registers  of 
their  CSUs. 

With  the  new  program,  US 
Sprint  will  be  able  to  perform  the 
same  task  from  a  series  of 
networked  Sun  Microsystems, 
Inc.  workstations  here  that  poll 
line  monitoring  units  (LMU)  at 
( continued  on  page  13 ) 
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BY  ANITA  TAFF 

Group  may  act  against  Florida  PSC.  A  group  of 
users  and  vendors  that  are  trying  to  stop  the  efforts  of  the 
Washington,  D.C.  Public  Service  Commission  (PSC)  to  regulate 
enhanced  services  may  also  try  to  stop  a  similar  effort  in 
Florida. 

Earlier  this  month,  a  group  of  16  parties  filed  a  petition  with 
the  Federal  Communications  Commission  asking  the  agency  to 
stop  Washington,  D.C.  regulators  from  imposing  rules  on 
enhanced  service  providers  (“FCC  urged  to  block  D.C.  regula¬ 
tory  move,”  NW,  Feb.  18). 

The  group  included  organizations  such  as  BT  Tymnet,  Inc., 
the  California  Bankers  Clearing  House  Association,  Digital 
Equipment  Corp.,  MasterCard  International,  Inc.  and  Visa  USA, 
Inc. 

Now  some  members  of  that  same  group  may  file  a 
supplemental  document  with  the  FCC  asking  the  agency  to  step 
in  and  stop  the  Florida  PSC  from  regulating  enhanced  services 
there,  said  a  source  who  requested  anonymity. 

The  users  are  concerned  that  many  firms  relying  heavily  on 
network  services  to  conduct  business,  such  as  financial  and 
insurance  companies,  may  fall  under  the  local  regulations.  They 
claim  that  local  regulators  have  authority  only  to  impose  rules 
on  carriers,  not  users. 

The  wrangle  over  enhanced  services  was  prompted  by  a 
court  ruling  last  year,  which  overturned  the  FCC’s  Third 
Computer  Inquiry  decision. 

The  court  said  the  agency  had  overstepped  its  authority  by 
attempting  to  regulate  intrastate  enhanced  services. 

The  FCC  is  concerned  that  if  states  are  allowed  to  impose 

( continued  on  page  13 ) 
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ISDN  has  finally  come  to  a  single  focus.  The  2B1Q  standard  that  defines  the  customer 
interface  for  all  switch  and  terminal  manufacturers  is  here.  And  Northern  Tfelecom  is  ready 
with  an  efficient,  inexpensive,  single-chip  technology  that  fully  meets  the  national  standard 
we  helped  develop. 

Were  so  excited  about  2B1Q  ISDN  that  were  offering  it  to  US.  telephone  companies 
and  their  customers  at  no  cost.  All  our  central  office  ISDN  equipment  using  non-standard 
AMI  technology  will  be  replaced  free.  That’s  a  new  standard  in  itself. 

Now  ISDN  users  will  enjoy  terminal  portability,  improved  maintenance  capabilities 
from  their  service  provider,  and  a  greater  choice  of  NT1  and  terminal  equipment. 

Tlilk  to  your  phone  company  today  about  the  new  potential  of  ISDN,  and  how  this 
program  may  apply  to  you.  Or,  call  the  ISDN  Information  Desk  at  1-800-NORTHERN. 

■Ai L  northern 
I  ■  telecom 
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US  Sprint  to  offer 
free  T-l  monitoring 

continued  from  page  11 
digital  access  and  cross-connect  systems  in 
the  US  Sprint  network,  Crosby  said.  The 
LMUs  in  turn  poll  carrier  and  customer 
CSUs  attached  to  the  T- 1  s. 

However,  US  Sprint  has  not  deployed 
ESF  CSUs  throughout  its  network.  Begin¬ 
ning  March  1,  the  carrier  will  ask  new 
Clearline  T1.5  Service  customers  whether 
they  would  like  D4  or  ESF  used  on  their 
lines  and  will  install  ESF-compatible  CSUs 
on  the  interoffice  segment  of  the  link  when 
customers  choose  ESF,  Crosby  said. 

When  US  Sprint  technicians  here  detect 
intermittent  failures,  a  short-duration  ser¬ 
vice  impairment,  or  a  soft  failure,  the  con¬ 
tinued  deterioration  of  circuit  quality,  they 
will  alert  the  user  within  an  hour. 

Soft  and  intermittent  failures  generate 
exception  reports  that  technicians  use  to 
identify  circuits  and  isolate  faults.  Hard 
failures  such  as  service  outages  generate 
trouble  tickets,  Crosby  said. 

Using  these  resources,  a  technician  at 
the  US  Sprint  facility  here  works  with  the 
customer  to  determine  the  cause  of  the 
problem,  be  it  customer  premises  equip¬ 
ment,  the  local  exchange  portion  of  the 
link  or  the  interoffice  segment  of  the  T-l . 

According  to  Crosby,  the  combination 
of  increased  reliability  and  decreased 
price  is  the  top  factor  when  purchasing  T - 1 


lines.  “Users  are  focusing  more  on  service 
reliability  and  less  on  price  when  they  de¬ 
cide  which  carrier  to  buy  their  T-ls  from,” 
he  said. 

US  Sprint  is  the  last  of  the  top  three  car- 


the  early  1980s,  and  MCI  followed  in 
1988.  None  of  the  carriers  charge  for  ESF 
monitoring. 

Analysts  applauded  US  Sprint’s  deci¬ 
sion  to  offer  the  monitoring  service  but 


really  benefit  from  it. 

“Although  ESF  itself  is  important,  the 
real  value  added  is  how  the  carrier  acts  on 
the  information  and  if  it  is  presented  to  the 
user  in  the  form  of  reports,”  said  Daniel 
Briere,  president  of  TeleChoice,  Inc.,  a 
Montclair,  N.J.,  consultancy  specializing  in 
virtual  networks. 

US  Sprint  will  begin  offering  ESF  cus¬ 
tomers  monthly  T- 1  performance  reports 
in  the  second  quarter,  Crosby  said,  but  the 
carrier  has  not  decided  if  it  will  charge  for 
these  reports.  Of  the  three  carriers’  net¬ 
work  management  services,  only  AT&T’s 
Accunet  Information  Manager  can  be  pre¬ 
programmed  to  respond  automatically  to 
certain  ESF  information  and  take  correc¬ 
tive  action,  Briere  noted.  □ 


“A 

XJUthough  ESF  itself  is  important,  the  real  value  added  is 
how  the  carrier  acts  on  the  information,”  Briere  said. 

AAA 

riers  to  offer  ESF  monitoring  on  T-l  lines,  said  the  carrier  must  do  more  in  terms  of 
AT&T  began  using  ESF  to  monitor  T-ls  in  delivering  ESF  data  before  customers  can 
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their  own  regulations,  there  will  be  a  dif¬ 
ferent  set  of  rules  in  every  state  and  the 
District  of  Columbia,  making  nationwide 
provision  of  enhanced  services  almost  im¬ 
possible. 

AT&T  recalls  Tariff  15  offer. 

AT&T  has  withdrawn  a  Tariff  15  deal  it 
filed  for  The  Dun  &  Bradstreet  Corp., 
which  would  have  given  the  firm  a  1 0%  dis¬ 
count  on  Software-Defined  Network  Ex¬ 
panded  Volume  Plan. 

The  deal  would  have  guaranteed  Dun  & 
Bradstreet  that  its  rates  would  not  increase 
during  the  three-year  term  of  the  contract. 
AT&T  had  said  the  offer  was  in  response  to 
a  similar  deal  proposed  by  MCI  Communi¬ 
cations  Corp.  AT&T  did  not  explain  why  it 
withdrew  the  deal.  □ 


Deregulation  theme 
of  Bush  proposal 

continued  from  page  11 
rights  administratively,  the  federal  gov¬ 
ernment  auctioned  them  off  to  the  highest 
bidder  and  permitted  their  sale  and  reas¬ 
signment,  the  flexibility  of  the  telecom¬ 
munications  sector  would  be  increased.” 

The  report  specifically  mentioned  that 
spectrum  allocated  to  the  government 
should  be  sold  when  the  decision  to  sell  it 
to  the  public  sector  is  made. 

The  ideas  in  the  report  are  likely  to  be 
picked  up  and  promulgated  by  agencies 
that  have  some  power  to  act  on  them. 

The  views  on  spectrum,  for  instance, 
were  recently  touched  on  by  officials  from 
the  Department  of  Commerce’s  National 
Telecommunications  and  Information  Ad¬ 
ministration  in  regard  to  legislation  cur¬ 
rently  in  Congress  that  would  take  200 
MHz  of  spectrum  away  from  the  govern¬ 
ment.  □ 


Most  vendors  will  tell  you  how 
easy  networking  is.  But  BBN 
knows  -  and  you  know  -  that 
building  a  mission-critical  net¬ 
work  may  be  the  most  complex 
job  you  ever  undertake. 


After  20-plus  years  of  building 
and  maintaining  data  networks 
worldwide,  BBN  has  learned  a 
lot  about  successful  networking 
-  and  how  to  avoid 

getting  burned. 


1.  Recognize 
the  challenge  of 


Data  networking  is  the  fastest 
growing  area  of  communica¬ 
tions.  And  it’s  especially 
challenging  with  multiple  DP 
vendors  and  compatibility 
issues.  BBN  is  a  specialist  in 
data  networks.  We’ve  built  all 
kinds  of  mission-critical  net¬ 
works,  from  classic  packet 
switching  to  SNA  to  inter¬ 
networking. 


2.  Take  care  of  your 
installed  base. 


Don’t  let  a  vendor  dazzle  you 
with  next  year’s  standards. 
While  standards  are  important, 


your  business  depends  on  the 
MIS  systems  you’ve  already 
installed.  That’s  why  BBN  sup¬ 
ports  a  wide  range  of  standard 
and  vendor  interfaces,  such  as 
async,  bisync,  X.25,  SNA, 
TCP/IP,  DECnef,  Novell  IPX", 
AppleTalk®,  and  emerging 
OSI  standards. 


3.  Look  at  the  services 
behind  the  network. 

A  network  is  more  than  a  set 
of  boxes.  It’s  a  solution  that 
works  for  your  business.  BBN’s 
network  experts  are  among  the 
most  knowledgeable  in  the 
industry.  By  understanding 
your  requirements  first,  we  can 
design  and  deliver  an  end-to- 
end  solution  customized  to 
your  organization. 


4.  Don’t 
underestimate 
the  value  of  experience. 

In  networking,  what  you  don’t 
know  could  hurt  you.  That 
makes  BBN’s  experience  espe¬ 
cially  important.  We  built  the 
first  packet-switching  network 
20  years  ago.  Since  then  we’ve 


built  networks  for  many  of  the 
world’s  leading  government 
and  commercial  organizations. 

There’s  a  lot  more  to  consider 
in  networking.  That’s  why  BBN 
has  put  together  the  “Network¬ 
ing  Knowledge  Series,  ”  a  collec¬ 
tion  of  interviews  and 
articles  from  some  of  the 
leading  experts  in  the  commu¬ 
nications  industry.  The  series 
will  give  you  valuable  insights 
into  the  trends  and  issues  that 
are  shaping  networking  in  the 
1990s.  To  receive  your  free 
set,  please  call  today. 

And  remember,  BBN’s  experi¬ 
ence  could  make  the  difference 
between  a  network  that  goes 
up  on  time,  and  one  that  goes 
up  in  smoke. 


FREE: 

Networking 
Knowledge 
Series 

Receive  all  7  issues! 

CALL  617-873-2678 

i _ 

All  trademarks  are  the  property  of  tlieir  respective  companies. 
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Which  V.32  Modem  Is 
The  Most  Intelligent  Buy? 

Ours  Tops  The  Chart. 


..."Digicom's  9624LE+  offers  above  average 
performance,  good  compatibility.. .plenty  of 
optional  features  and  even  fax  support.:,  pc  week 


PC  WEEK  High-speed  Modem  Product  Review  /  November  19, 1990 
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Analyst  s  Scoreboard 
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Hayes 

Microcomputer 
Products,  Inc. 
Hayes  Ultra  96 

Microcom 

Inc. 

QXJ4232hs 

Multi-Tech 
Systems  Inc. 
MultiModem  V32 

Universal 

Data 

Systems.  Inc. 
FasTalk  9.32/426 

U  S  Robotics 
Inc. 

Courier  V.32 
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5.  Quality  of  Workmanship 
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Fax  available  in  PC, 
Mac  and  Unix  versions 


SATISFACTORY 


O 


NEEDS 

IMPROVEMENT 


►  Quality  and  Value 

It's  true.  Digicom 
Systems  has  improved  on 
its  already  outstanding 
V.32  technology.  Now 
we’ve  designed  our  V.32 
standard  modems  to  run  at 
14.4K  bps  and  V.42bis. 
The  PLUS™  option  avail¬ 
able  now  through  DSI 
enables  you  to  realize  a 
50%  improvement  in 


actual  modem  perform¬ 
ance.  And  that’s  at 
full-duplex. 

Time  is  Money 

Even  at  9600  bps  every 
additional  second  costs 
your  company  in  time 
and  line  charges.  At 
14.4K  bps  it  costs  signifi¬ 
cantly  less!  Especially 
over  a  long  distant  link. 


The  Future  is  Now 

Digicom's  DSP  chip  makes 
add-in  support  for  other 
communication  standards 
easier  than  ever.  Our  PLUS™ 
option  V.32  modem  now 
supports  V.42  and  V.42bis 
with  V.32bis.  And  fax  capa¬ 
bilities  are  also  included! 

Digicom  Systems'  new 
V.32  modem  with  the 
PLUS™  option.  Faster,  more 
efficient  and  cost  effective. 
Ahead  of  the  competition, 
and  staying  there. 


DSI 

Digicom  Systems.  Inc. 

279  Sinclair  Frontage  Rd. 
Milpitas,  CA  95035 
408/262-1277 


tor  more  information  call 

800-833-8900 


DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


<  ( 
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e’re  looking 
for  vendors  to  provide 
information  on  how 
they  will  support 
frame  relay.  It’s  not 
something  we  need 
right  away,  but  it 
definitely  has  some 
advantages  over  what 
we  have  today.” 


Rick  Higgins 

Senior  vice-president  of 
telecommunications  services 
Security  Pacific  Automation 
Company,  Inc. 
Glendale,  Calif. 
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■  Packets 

CLEO  Communications 

last  week  introduced  termi¬ 
nal-emulation  software  that 
lets  a  Unix-based  workstation 
appear  to  an  IBM  host  as  an 
IBM  3278  or  3279  terminal. 

The  Interface  Systems,  Inc. 
division  said  its  3270LINKix 
can  be  loaded  into  memory  on 
CLEO’s  or  IBM’s  advanced  co¬ 
axial  adapter  boards,  which 
reside  in  the  Unix  worksta¬ 
tion.  Either  coaxial  board 
links  the  Unix  workstation  to  a 
local  IBM  3274  or  3174  clus¬ 
ter  controller  via  coaxial  ca¬ 
ble,  while  the  software  can  op¬ 
erate  in  Control  Unit  Terminal 
(CUT)  mode  supporting  a  sin¬ 
gle-emulation  session  or  Dis¬ 
tributed  Function  Terminal 
(DFT)  mode  supporting  five 
concurrent  sessions. 

The  3270LINKLx  software 
also  enables  ASCII  printers  at¬ 
tached  to  the  Unix  workstation 
to  appear  to  the  IBM  host  as  an 
IBM  3287  printer.  It  also  sup¬ 
ports  IBM’s  High-Level  Lan¬ 
guage  Application  Program 
Interface  (HLLAPI)  Version 
3.0.  HLLAPI  enables  program¬ 
mers  to  write  applications  that 
transparently  initiate  termi¬ 
nal-emulation  sessions  when 
host  data  is  needed. 

The  3270LINKLx  software 
with  a  CLEO  coaxial  adapter 
board  supporting  CUT  mode 
costs  $1,495,  while  the  soft¬ 
ware  and  CLEO  coaxial  adapt¬ 
er  board  supporting  DFT  mode 
(continued  on  page  18) 


SNA  dominates  backbone  net  traffic 


Percentage  of  respondents  using: 


SNA 


DECnet 


TCP/IP 


X.25 


OSI 


Other*  or 
don’t  know 


12.9% 


* 


20.5% 


18.2% 

10.4% 

12.9% 

6  9% 

I  7.6% 

1.5% 

2.2% 


73% 


□  Primary 

(259  respondents) 
n  Secondary 

(132  respondents) 


58.3% 


Figures  are  based  on  a  survey  of  259  MIS  managers.  Percentages 
exceed  100  because  of  multiple  responses. 

*  Includes  protocols  such  as  Novell,  Inc.’s  NetWare,  BSC,  asynchronous, 
Ethernet  and  token  ring. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  BUSINESS  RESEARCH  GROUP.  NEWTON,  MASS. 


DRN  to  cut  costs  by  buying 
long-haul  service  from  Visa 

Move  saves  radio  firm  from  maintaining  backbone. 


By  Jim  Brown 

_ Senior  Editor _ 

VIENNA,  Va.  —  Fledgling  local 
exchange  bypass  service  provider 
Digital  Radio  Networks,  Inc. 
(DRN)  recently  said  it  will  ac¬ 
quire  long-haul  transmission  ser¬ 
vices  from  Visa  USA,  Inc.  instead 
of  maintaining  its  existing  X.25 
backbone  network  to  intercon¬ 
nect  its  regional  data  radio  sys¬ 
tems. 

The  agreement  may  lower 
transmission  costs  for  some  users 
that  employ  DRN’s  services  to 
support  on-line  credit  card  autho¬ 
rizations. 

Under  the  agreement,  DRN 
will  link  radio  systems  in  about 
50  metropolitan  areas  across  the 
country  to  Visa’s  VlsaNet  net¬ 
work.  This  eliminates  the  need 
for  DRN  to  maintain  and  expand 
its  existing  backbone  network, 
which  comprises  13  regional 
X.25  packet  switches. 

“We  could  never  support  the 
same  type  of  advanced  backbone 
network  as  Visa  does,”  said  Stew¬ 
art  Dougherty,  DRN’s  executive 
vice-president.  “We’re  now  able 
to  concentrate  on  what  we’re  best 
at,  which  is  providing  local  radio 
service.”  DRN  provides  local  data 
services  using  broadcast  radio 
technology. 

The  agreement  could  be  a 
boon  for  small  and  midsize  mer¬ 
chants  looking  to  lower  the  cost 
of  obtaining  on-line  credit  card 
authorizations.  Dougherty  said 
abandoning  DRN’s  backbone  in 
favor  of  paying  Visa  for  backbone 
services  will  cut  DRN’s  communi¬ 
cations  budget  by  about  40%, 
thus  enabling  it  to  keep  the  cost 


of  its  radio  service  below  the 
price  for  comparable  local  ex¬ 
change  carrier  dial-up  services. 

DRN  supplies  radio  transceiv¬ 
ers  that  use  a  proprietary  proto¬ 
col  to  transmit  at  4.8K  bit/sec 
data  from  merchant’s  credit  card 
reader  terminals  to  a  master  ra¬ 
dio  base  station  within  a  1 5  mile 
radius.  Currently,  that  base  sta¬ 
tion  is  linked  via  9-6K  bit/sec 
leased  lines  to  one  of  DRN’s  13 
X.25  packet  switches.  Those 
switches  are  in  turn  linked  via 
9.6k  or  56K  bit/sec  leased  lines 
to  credit  card  authorization  ser¬ 
vice  providers  including  Visa, 
MasterCard  International,  Inc. 
and  American  Express  Co. 

Because  DRN’s  radio  base  sta¬ 
tion  continuously  polls  remote 
transceivers,  its  radio  system  em¬ 
ulates  a  leased-line  connection. 
Broadcasting  at  928  MHz  or  952 
MHz,  DRN’s  radio  system  enables 
merchants  to  receive  credit  card 
authorizations  in  roughly  six  sec¬ 
onds. 

This  is  as  much  as  four  times 
faster  than  the  24  seconds  it  takes 
to  receive  credit  card  authoriza¬ 
tions  using  dial-up  facilities. 

DRN  services  also  cost  be¬ 
tween  10%  and  50%  less  than  lo¬ 
cal  carrier  dial-up  facilities,  ac¬ 
cording  to  Dougherty. 

While  DRN  will  use  VisaNet  for 
transmission  services,  it  is  free  to 
market  its  radio  system  to  other 
credit  card  authorization  service 
providers  including  Visa  competi¬ 
tors  MasterCard  and  American 
Express.  Those  companies  can 
then  resell  the  service  directly  to 
merchants  or  to  banks  that  in- 
(continued  on  page  18) 


Unisys  tools  provide 
for  co-op  processing 

Products  enable  users  to  split  up  applications, 
run  parts  on  MCP/AS  and  OS/2  or  Unix  systems. 


By  Paul  Desmond 

_ Senior  Editor _ 

BLUE  BELL,  Pa.  —  Unisys 
Corp.  last  week  announced  the 
Cooperative  Computing  Environ¬ 
ment  (CCE),  software  that  lets 
OS/2  and  Unix  workstations  ac¬ 
cess  data  from  network-attached 
A  Series  mainframes  and  aids  us¬ 
ers  in  developing  cooperative 
processing  applications. 

Unisys  also  introduced  the  Un¬ 
isys  Cooperative  Computing  Plat¬ 
form  (CCP),  a  dual-processor 
desktop  system  that  is  the  first 
hardware  platform  approved  to 
run  the  software. 

CCP  has  both  an  A  Series 
mainframe  processor  and  a  33- 
MHz  Intel  Corp.  80386  micropro¬ 
cessor,  so  it  can  run  the  main¬ 
frame  MCP/AS  operating  system 
concurrently  with  either  OS/2  or 
Unix. 

The  combination  of  CCP  and 
the  new  CCE  software  lets  users 
create  and  execute  cooperative 
applications  that  have  one  por¬ 
tion  running  under  MCP/AS  and 
the  other  under  OS/2  or  Unix. 

Unisys  said  there  is  no  techni¬ 
cal  reason  why  the  CCE  software 
can’t  run  on  Unix,  OS/2  and  A  Se¬ 
ries  machines  other  than  the  CCP. 
The  CCP  is  the  only  hardware  for 
which  the  software  has  been  test¬ 
ed  and  approved,  however,  ac¬ 
cording  to  Mark  Feverston,  pro¬ 


gram  marketing  manager  at 
Unisys  here.  Tests  for  other  hard¬ 
ware  platforms  are  under  way. 

The  CCP  is  based  on  a  personal 
computer  AT  bus  that  can  support 
interfaces  for  most  types  of  locat¬ 
or  wide-area  networks.  This 
means  that  even  remote  A  Series 
hosts  as  well  as  Unix  and  OS/2 
machines  can  participate  in  coop¬ 
erative  processing  environments. 

T 

JL  he  combination  of 
CCP  and  CCE  lets  users 

create  and  execute 
cooperative  applications. 

AAA 


Conversely,  the  hardware  and 
software  combination  can  be 
used  simply  to  give  LAN-attached 
Unix  and  OS/2  users  access  to 
files  and  sendees  supported  by 
network-attached  hosts.  The  re¬ 
verse  is  also  true  in  that  A  Series 
users  can  access  OS/2  and  Unix 
resources.  The  OS/2  software 
supplied  by  Unisys  includes  a  fa¬ 
cility  through  which  users  can  ac¬ 
cess  DOS  machines. 

( continued  on  page  20 ) 


Systems  Center,  Fujitsu  to 
link  net  mgmt.  systems 


By  Paul  Desmond 

Senior  Editor 

TOKYO  —  Systems  Center, 
Inc.  and  Fujitsu,  Ltd.  recently  an¬ 
nounced  an  agreement  to  devel¬ 
op  a  link  between  their  integrated 
network  management  systems,  a 
move  that  will  give  Fujitsu’s  sys¬ 
tem  support  for  SNA  networks. 

The  network  management 
link  will  enable  users  with  IBM 
and  Fujitsu  mainframes  to  man¬ 
age  both  environments  from  a 
single  management  system. 

The  project  also  promises  to 
give  Systems  Center’s  Net/Mas- 
ter  control  over  network  re¬ 
sources  supported  under  Fujitsu’s 
Corporate  Network  Management 
System  for  Information  Process¬ 
ing  Subsystem  (COMS-I). 

COMS-I  controls  Fujitsu  main: 
frame  information  processing 


subsystems,  w’hich  are  analogous 
to  CICS  or  TSO  for  IBM  main¬ 
frames.  It  also  includes  COMS-C, 
which  manages  Fujitsu’s  commu¬ 
nications  products. 

Net/Master  is  the  leading  al¬ 
ternative  to  IBM’s  NetView  for 
managing  Systems  Network  Ar¬ 
chitecture  networks. 

Michael  Matthew's,  general 
manager  of  marketing  for  Sys¬ 
tems  Center  in  Sydney,  Australia, 
said  COMS-I  will  support  the 
same  application  program  inter¬ 
face  (API)  that  is  used  for  Net/ 
Master  applications,  which  are 
written  using  the  Network  Con¬ 
trol  Language  (NCL),  a  fourth 
generation  language. 

“All  Net/Master  applications 
are  written  to  an  NCL  API.  We  will 
build  support  in  COMS-I  for  that 
(continued  on  page  18) 
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NETWORKING  FROM  DIGITAL 


A  flicker  of 
light.  Barely  no¬ 
ticeable  in  the 
parched  grass. 

Soon,  the  heat  is 
unbearable.  And 
flames  snap  like 
whips,  destroying  everything  within 
reach.  The  problems  of  managing  your 
network  have  grown  as  you  have.  And 
there’s  no  end  in  sight. 

Now  there’s  a  way  to  keep  them 
from  getting  out  of  control.  Without 
smothering  your  users. 

With  Digital’s  Network  Appli¬ 
cation  Support  (NAS)  and  DEC 
PATHWORKS,™  you  can  transpar¬ 
ently  integrate  all  your  software 


o nrl  PC’* 


Macintosh,®  MS-DOS®  and  OS/2®- 
on  a  single  network.  Wth  populai 
applications  built  right  in.  It  means  PC 
users  can  use  the  systems  they  prefei 
and  still  easily  share  information 
applications,  and  network  resources. 

Our  unique  approach  to  net 
working  also  enables  you  to  go  beyon< 
the  physical  limitations  of  typical  P( 
LANS.  Because  DEC  PATHWORK 
is  an  integral  part  of  DECnet,™  i 
easily  expands  into  a  wide-are 
network.  Growing  as  you  do. 

That  way,  your  users  can  continu 
branching  out.  While  you  have  th 
power  to  control  all  your  network 
however  pervasive  they  become. 

Central  Control.  Local  Freedon 
From  Digital.  Because  when  it  com< 
to  your  networks,  only  you  can  prevei 
forest  fires. 

For  more  information,  call  1-80 
343.4040,  ext.  627.  Or  contact  yoi 
local  Digital  sales  office. 


SDSDDID 


TM 


A 


DATA  COMMUNICATIONS 


DRN  to  cut  costs,  buy 
long  haul  from  Visa 

continued from  page  15 
dude  it  as  part  of  their  credit  card  authori¬ 
zation  services. 

However,  all  credit  card  authorization 
requests  will  first  be  routed  across  VisaNet 
to  a  Visa  switching  center  capable  of  pass¬ 
ing  it  to  a  Visa  host  or  a  competitor’s  net¬ 
work. 

“Other  [credit  card  authorization]  pro¬ 
cessors  can  make  DRN’s  service  available 
to  merchants,”  a  Visa  spokesman  said. 
“But  all  the  transactions  will  be  routed 
across  VisaNet  first.” 

Visa  is  currently  reviewing  technical  op¬ 
tions  for  interconnecting  DRN’s  base  sta¬ 


tions  to  VisaNet  and  hopes  to  have  the  links 
in  place  within  six  to  nine  months. 

Currently,  about  1,200  merchants  na¬ 
tionwide  are  pilot-testing  DRN’s  radio  sys¬ 
tem.  Those  merchants  receive  credit  card 
authorization  services  from  a  mix  of  ven¬ 
dors  including  Visa. 

After  Boston-based  Fidelity  Invest¬ 
ments’  recent  acquisition  of  a  controlling 
interest  in  DRN,  the  company  has  em¬ 
barked  on  a  strategy  to  increase  its  market 
share  in  key  cities  such  as  Baltimore,  Chi¬ 
cago,  Denver,  Orlando,  Fla.,  Miami,  San 
Francisco,  Tampa,  Fla.,  and  Washington, 
D.C.  The  firm  will  later  seek  to  spread  its 
presence  in  other  key  cities  such  as  Atlan¬ 
ta,  Boston,  Dallas/Fort  Worth  and  Los  An¬ 
geles.  □ 


Data  Packets 

continued from  page  15 

costs  $  1,695.  Both  are  available  now. 

AT&T  Computer  Systems  recently 
announced  that  AT&T  France  received  a 
multimillion-dollar  systems  integration 
contract  to  provide  Euro  Disneyland  S.C.  A. 
with  a  hotel  reservation  network. 

AT&T  said  the  contract  is  the  largest 
systems  integration  project  it  has  received 
from  a  foreign  country  but  declined  to  di¬ 
vulge  its  value.  Under  the  contract,  AT&T 
France  will  install  a  pair  of  AT&T  System 
7000  transaction  processors  running  res¬ 
ervation  software  developed  by  Anasazi, 
Inc.  at  Euro  Disneyland’s  central  reserva¬ 


tion  center  in  Marne  La  Vallee,  France. 

Local  client  workstations,  as  well  as  cli¬ 
ents  at  remote  reservation  offices  in 
Frankfurt,  Germany,  and  London,  will  be 
tied  to  the  System  7000s  using  AT&T  com¬ 
munications  software.  France  Telecom 
will  provide  the  circuits  feeding  voice  and 
data  into  the  central  reservation  center, 
which  will  begin  operation  in  March. 

The  network  will  enable  customers  to 
call  into  a  Euro  Disneyland  agent  to  book 
hotels,  campgrounds,  restaurants  and  in¬ 
quire  about  special  events.  Agents  can  also 
tap  into  a  System  7000-resident  data  base 
for  information  about  Euro  Disneyland. 

A  Consultative  Committee  on  Interna¬ 
tional  Telephony  and  Telegraphy  working 
group  met  earlier  this  month  in  Fort  Lau¬ 
derdale,  Fla.,  to  continue  work  on  an  inter¬ 
national  standard  dubbed  V.fast,  which  will 
enable  modems  to  achieve  rates  of  19-2K 
bit/sec  or  higher  over  dial-up  lines. 

The  V.fast  Rapporteur’s  Group  of 
CCITT’s  modem  standard-setting  body, 
Study  Group  XVII,  is  working  to  define 
new  standard  modulation  and  data  encod¬ 
ing  schemes  that  will  support  19-2K  bit/ 
sec  or  higher  rates,  said  Steve  Turner,  a 
CCITT  Study  Group  XVII  committee  mem¬ 
ber  and  manager  of  technical  staff  at  Uni¬ 
versal  Data  Systems,  Inc.  The  Rappor¬ 
teur’s  Group  is  also  working  to  define  a 
suite  of  tests  it  can  use  when  evaluating 
various  techniques  submitted  for  consider¬ 
ation  as  the  basis  for  the  standard. 

IBM/Europe,  Motorola  Information 
Systems,  Racal-Milgo  and  Telebit  Corp. 
have  submitted  technologies  for  the  V.fast 
standard.  Those  technologies  include  an 
advanced  trellis-encoding  technique,  new 
modem  signal-shaping  schemes  and  ad¬ 
vanced  adaptive  channel  equalization. 

V.fast  will  be  an  improvement  on  the  ex¬ 
isting  V.  3  2bis  draft,  which  lets  modems  op¬ 
erate  at  14.4K  bit/sec.  V.32bis  also  in¬ 
cludes  a  speed  adaption  feature,  enabling  a 
V.32bis  modem  that  has  switched  to  a 
slower  operating  speed  to  compensate  for 
degrading  line  conditions  to  increase  its 
speed  once  the  line  condition  improves. 

The  V.fast  Rapporteur’s  Group  will 
meet  again  this  May  in  Geneva.  E3 


Systems  Center, 
Fujitsu  to  link 

continued from  page  1 5 
API,”  Matthews  said.  “So  applications 
written  in  NCL  can  work  on  COMS-I  and  use 
the  facilities  of  COMS-I.” 

Fujitsu  is  the  third  major  systems  ven¬ 
dor  with  which  Systems  Center  has  an¬ 
nounced  an  alliance  since  acquiring  Net/ 
Master  marketing  rights  from  Cincom  Sys¬ 
tems,  Inc.  The  company  also  has  struck  net 
management  alliances  with  Digital  Equip¬ 
ment  Corp.  and  Tandem  Computers,  Inc., 
plus  one  with  AT&T  that  was  forged  by  Cin¬ 
com. 

With  the  new  API,  Net/Master  will  work 
with  Fujitsu  mainframes  running  propri¬ 
etary  Fujitsu  operating  systems  or  the 
company’s  MSP  and  FSP  operating  sys¬ 
tems,  which  are  loosely  analogous  to 
IBM’s  MVS  and  VM,  respectively. 

The  new  software  will  run  on  the  Fujitsu 
mainframe  and  is  expected  to  be  available 
in  Japan  in  the  third  quarter  of  this  year. 
Although  worldwide  availability  dates 
have  not  yet  been  announced,  Matthews 
said  it  will  follow  within  six  to  nine  months 
of  the  Japanese  availability  date.  Pricing 
was  unavailable.  □ 


You’D  Be  Surprised  At  What 
We  Sometimes  Wear  To  Work. 

On  the  morning  of  September  23,  1989,  Hurricane  Hugo 
was  still  battering  the  city  of  Charleston,  South  Carolina.  Yet  the  gale 
force  winds  and  rain  that  pelted  the  city  didn’t  stop  us  from  helping 
First  Union  National  Bank. 

When  Hugo  devastated  the  Carolinas,  other  banks  had 
trouble  getting  money  to  their  customers  for  food  and  supplies  because 
land  line  data  communications  were  in  ruins. 

Not  First  Union  National  Bank.  A  mere  half-hour  after 
Hugo  passed,  GTE  Spacenet  was  already  at  work  realigning  First 
Union’s  antennas.  A  short  time  later,  their  ATM  system  was  operational. 

That’s  what  service  is  all  about.  At  GTE  Spacenet,  we’re 
constantly  anticipating  problems  so  they  don’t  become  problems.  But 
on  the  chance  that  one  occurs,  we  fix  it  fast— 24  hours  a  day,  7  days  a 
week.  No  matter  where  in  the  world  they  happen. 

When  we  set  up  your  business  communications  network, 
you  can  expect  the  best.  But  rest  assured,  we’ve  planned  for  the  worst. 

III-?  Spacenet 

THE  POWER  IS  ON 

©  1991  GTE  Spacenet  Corporation.  For  information,  call  1-800-535-5375 
and  ask  for  GTE  Spacenet  Specialist  Chris  Whittaker. 
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For  a  free  copy 
give  a  call. 


There’s  more  to  being  a 
,  good  network  provider  than  good 
I  Tl  products.  That’s  why  our 
approach  to  the  whole  network¬ 
ing  process  is  so  .  .  .  well,  whole. 

Of  course,  we  want  you  to 
know  we  can  meet  your  Tl  needs. 
From  entry-level  systems  and 

fractional  Tl  to 
sophisticated 
multinodal  con¬ 
figurations.  And 
our  full  line  of 
network  compo¬ 
nents  ranges 
from  analog  and 
digital  access 
products  to  fiber 
optic  systems  and  LAN/WAN 
internetworking  solutions. 

But  product  range  is  hardly 
our  primary  message.  You  see, 
we’re  in  a  unique  position  to  sat¬ 
isfy  your  total  networking  needs. 
To  go  beyond  hardware  to 
provide  the  expertise  to  make 
your  network  a  strategic  corp¬ 
orate  advantage.  From  initial 
analysis  to  integrated  network 
management. 

Flow  did  we  get  to  this 
point?  Over  30  years’  experience 
in  the  network  arena  was  a  good 
start.  Having  the  wherewithal 
of  a  $3  billion  global  company 
doesn’t  hurt  either.  Factor  in 
our  position  as  today’s  leading 
independent  supplier  of  data 


What  Good  Is  A  Tl  Vendor 
If  They  Can’t  Support  The  Rest  Of 
Your  Networking  Needs? 


communications  systems  and 
services,  and  you’ve  got  a  partner 
who’s  there  for  the  long  haul. 

So  the  question  is:  Do  you 
merely  want  to  buy  Tl  products? 
Or  would  you  rather  team  up 


with  a  company  that  can  support 
your  total  networking  needs? 

If  your  answer  is  the  latter, 
call  1-800-RACAL-55  (in 
Florida,  305-846-4811).  Ask 
for  your  free  copy  of  "Business 


Applications  and  Trends  in  Tl 
Technology:  A  Practical  Guide.” 

It  just  might  be  the  start  of 
a  longstanding  relationship 
with  the  company  that’s  reaching 
beyond  today’s  standards. 

INSIDE  AND  OUT.™ 


Epms 

Racal-Milgo® 

©1991  Racal  Data  Communications,  Inc.  All  rights  reserved. 


WE  UNDERSTAND  NETWORKING 


DATA  COMMUNICATIONS 


Tools  enable 
co-op  processing 

continued from  page  15 
“It’s  certainly  an  attractive 
piece  of  technology  because  it’s 
all  in  one  box,”  said  Robert  Kidd, 
an  industry^  analyst  with  Data- 
quest,  Inc.  in  San  Jose,  Calif.  “It’s 
an  automatic  w'ay  of  going  be¬ 
tween  the  A  Series  and  the  Unix 


or  OS/2  system  that’s  almost 
transparent  and  trouble-free.” 

Feverston  said  users  can 
choose  to  load  either  the  OS/2  or 
the  AT&T  Unix  System  V  operat¬ 
ing  system  onto  the  CCP’s  80386 
processor.  The  Single-Chip  A  Se¬ 
ries  Mainframe  Processor 
(SCAMP)  in  the  CCP  runs  Unisys’ 
MCP/AS  operating  system. 

The  AT  bus  provides  the  com¬ 


munications  link  between  the  twro 
operating  systems,  Feverston 
said.  The  bus  also  supports  peri¬ 
pherals  that  can  be  shared  by  the 
operating  systems,  including 
Small  Computer  System  Interface 
tape  or  disk  drives. 

Unisys’  new  CCE  software  is 
what  makes  it  all  possible.  It  pro¬ 
vides  Unisys’  own  remote  proce¬ 
dure  call  (RPC)  technology  to  en¬ 


able  an  application  running 
under  one  of  the  operating  sys¬ 
tems  to  access  the  services  of  an 
application  running  under  anoth¬ 
er  operating  system. 

To  accomplish  that,  Unisys 
will  provide  a  simple  library'  that 
an  application  programmer  can 
use  to  develop  cooperative  appli¬ 
cations,  Feverston  said. 

For  example,  if  an  A  Series 


Put  Novell’s  LANalyzer  up  against  the  Sniffer, 
and  the  result  is  a  technical  knockout. 


When  it  comes  to  reducing 
network  downtime,  Novell’s 
LANalyzer®  network  analyzer 
beats  the  competition  to  the  punch. 

LANalyzer  is  the  quickest 
way  to  address  a  wide  range  of 
problems  whatever  the  protocol 
environment — Ethernet,  Token 
Ring  (4/16  Mbps), TCP/IP,  SNA, 
AppleTalk,  NetWare®  NFS, 
DECnet,  NetBIOS,  XNS,  OSI, 
VINES ... 


The  Winner! 

Easy!  Built-in  expertise. 

Fast!  Built-in  tests  speed 
troubleshooting. 

Effective!  Saves  money  by 
keeping  your  network  running. 


And  because  downtime  is 
so  expensive,  more  users  turn  to 
LANalyzer  than  anything  else. 


But  don’t  take  our  word  for  it 
Judge  for  yourself.  Call  us  today  at 
1-800-243-8526  for  a  free  demo. 
Before  the  cost  of  lost  productivity 
sends  you  down  for  the  count. 


MNOVELL 


The  Past,  Present  and  Future 
of  Network  Computing. 


©1991  Novell,  Inc  All  rights  reserved  Novell,  the  N  design,  NetWare,  and  LANalyzer  are  registered  trademarks  of  Novell,  Inc.,  AppleTalk  is  a  registered  trademark  of  Apple  Computer,  Inc.,  DECnet  is  a  trademark  of  Digital  Equipment 
Corp  ,  NFS  is  a  registered  trademark  of  Sun  Microsystems.  Inc.,  Sniffer  is  o  trademark  of  Network  General  Corporation,  VINES  is  a  registered  trademark  of  Banyan  Systems  Inc.,  and  XNS  is  a  trademark  of  Xerox  Corporation. 


programmer  is  writing  an  appli¬ 
cation  that  needs  to  access  re¬ 
cords  stored  on  an  OS/2  ma¬ 
chine,  he  makes  a  call  to  that 
library'  and  fills  in  the  appropri¬ 
ate  parameters  to  describe  the  re¬ 
cord. 

The  Unisys  software  then  per¬ 
forms  the  conversions  necessary 
to  send  the  request  to  the  target 
operating  system  and  retrieve  the 
record.  The  programmer  is  thus 
spared  from  dealing  with  the 
communications  aspects  of  that 
request. 

The  CCE  library'  includes  calls 
for  many  different  types  of  net¬ 
work  architectures  and  trans¬ 
ports,  including  Systems  Network 
Architecture,  Transmission  Con¬ 
trol  Protocol/Internet  Protocol, 
Open  Systems  Interconnection, 
X.25,  Ethernet  and,  soon,  token 
ring. 


UT 

Xt’s  an  automatic 
way  of  going  between 
the  A  Series  and  the 
Unix  or  OS/2  system 
that’s  transparent  and 
trouble-free.” 

AAA 


Additionally,  Unisys  will  pro¬ 
vide  a  NetWare  Requestor  Kit  that 
provides  the  application  program 
interfaces  required  to  let  the  CCE 
software  participate  in  a  Novell, 
Inc.  NetWare  LAN. 

An  example  of  how  the  CCE 
and  CCP  products  can  be  used 
would  be  in  an  on-line  transac¬ 
tion  processing  application  that 
typically  runs  on  an  A  Series 
mainframe,  Feverston  said. 

With  the  new  products,  users 
can  strip  the  screen-handling 
portion  of  the  host  application 
and  instead  employ  an  OS/2-  or 
Unix-based  graphical  front  end 
using  the  RPCs  provided  in  CCE  to 
link  the  two  components  of  the 
application. 

Alternatively,  two  existing  ap¬ 
plications  can  be  connected  using 
CCE.  For  example,  a  data  base  on 
a  mainframe  could  be  linked  with 
a  spreadsheet  on  a  personal  com¬ 
puter. 

By  itself,  the  new  CCP  hard¬ 
ware  is  an  alternative  to  the  IBM 
Application  System/400  for  us¬ 
ers  looking  to  upgrade  from  Sys¬ 
tem/36  minicomputers,  accord¬ 
ing  to  Feverston. 

Unisys  is  offering  software 
that  can  automatically  port  Sys- 
tem/36  source  code  to  the  CCP 
and  turn  it  into  A  Series  source 
code.  End  users  see  the  same  ap¬ 
plication  to  which  they  are  accus¬ 
tomed. 

Both  the  CCP  and  CCE  are 
available  now. 

Pricing  for  a  combined 
CCP/CCE  system  begins  at 
$26,750.  □  ' 
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LOCAL  NETWORKING 

PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


‘  ‘  \T 

1  >  ovell  has 
products  to  tie 
NetWare  into  IBM’s 
mainframes.  Stay 
tuned  for 

mid-range  [AS/400] 
connectivity.” 

Darrell  Miller 

Executive  \ice-president  of 
marketing  and  services 
Novell,  Inc. 
Provo,  Utah 

etnotes 

The  Association  for 
Electronic  Communica¬ 
tion,  a  nonprofit  organiza¬ 
tion,  has  created  a  nationwide 
network  to  deliver  mail  faster 
than  the  U.S.  Postal  Service  to 
the  armed  forces  serving  in 
the  Persian  Gulf. 

With  the  MailStorm  Proj¬ 
ect,  messages  are  written  to 
bulletin  board  systems  around 
the  country  and  forwarded  to 
a  central  hub. 

The  hub  then  forwards  the 
messages  to  the  Saudi  Connec¬ 
tion,  a  network  link  between 
California  and  Saudi  Arabia. 
Messages  are  printed  out  in 
Saudi  Arabia  and  forwarded  to 
the  military  post  office. 

The  project  was  initiated  by 
Bruce  Heck,  a  computer  re¬ 
seller  in  Shawnee  Mission, 
Kan.  Heck  is  a  Certified  Net¬ 
Ware  Engineer  and  a  member 
of  the  Local  Area  Network 
Dealers  Association. 

Information  about  the 
MailStorm  Project  can  be  ob¬ 
tained  by  calling  Heck,  Kevin 
Johnson  or  John  Rickey  at 
(913)  236-5199- 

Novell,  Inc.  has  certified 
two  vendors  for  their  tape 
backup  software:  Cheyenne 
Software,  Inc.’s  ARCserve  Net¬ 
Ware  Loadable  Module  (NLM) 
and  Tecmar,  Inc.’s  ProServe 
NLM. 

Novell  also  announced  that 
it  will  include  B/R  Device  In¬ 
terface  with  NetWare  Version 
3.11.  B/R  Device  Interface, 
developed  in  conjunction  with 
Cheyenne  Software,  allows 
Novell’s  Sbackup  server-based 
application  to  work  with  more 
than  50  backup  devices,  ac¬ 
cording  to  Novell  officials. 

( continued  on  page  22 ) 


User  Alliance’s  Bud  Huber 
urges  users  to  be  proactive 

Hughes  exec  offers  advice  in  NetWorld  keynote. 


By  Caryn  Gillooly 

Senior  Editor 

BOSTON  —  In  his  NetWorld 
’91  Boston  keynote  address,  User 
Alliance  for  Open  Systems  Chair¬ 
man  Bud  Huber  rapped  users  for 
not  pushing  for  open  systems  and 
for  failing  to  tackle  issues  of  in¬ 
teroperability  head-on. 

In  his  presentation,  Huber 
criticized  users  for  taking  a  short¬ 
term  view  of  network  strategy 
and  warned  against  complacen¬ 
cy,  explaining  that  users  must 
constantly  redefine  their  net¬ 
work  missions. 


Bud  Huber 


He  said  users  must  not  lose 
sight  of  their  primary  goal,  which 
is  to  “overcome  the  common  bar¬ 
riers  to  achieving  [an  integrated] 
business  information  environ¬ 
ment. 

“There  was  a  time  not  too 
long  ago  when  users  asked  for 
tools  that  would  help  automate. 
Then  they  asked  for  tools  that 
provided  connectivity.  Those 
tools  are  what  they  wanted,  and 
vendors  responded,”  said  Huber, 
staff,  corporate  chief  informa¬ 
tion  officer  at  Hughes  Aircraft  Co. 
“But  users  don’t  really  need  auto¬ 
mation  or  connectivity  without 
interoperability.” 

Most  users,  he  said,  do  not  yet 
understand  the  need  for  real  in¬ 
formation  systems  interoperabil¬ 
ity  and  have  not  pushed  vendors 
for  products  that  support  such  in¬ 
teroperability. 

One  reason  for  this  lack  of  un¬ 
derstanding  stems  from  short¬ 
term  planning,  Huber  said. 
“American  businesses  claim  to 
have  long-range  planning  cycles. 
What  that  really  means  is  getting 
through  the  next  stockholders’ 
meeting  six  or  eight  weeks  down 
the  road,”  he  said. 

Instead  of  looking  at  short- 
( continued  on  page  23 ) 


New  Auspex  SPARC  server 
boasts  high  NFS  throughput 


By  Caryn  Gillooly 

_ Senior  Editor _ 

SANTA  CLARA,  Calif.  —  Au¬ 
spex  Systems,  Inc.  has  unveiled  a 
new  processor  board  for  its  fam¬ 
ily  of  Unix  network  file  super¬ 
servers  it  claims  will  provide  the 
highest  Network  File  System 
(NFS)  throughput  of  any  scalable 
processor  architecture  (SPARC)- 
based  file  server  currently  on  the 
market. 

The  host  processor  board, 
based  on  a  VME  SPARCengine 
from  Sun  Microsystems,  Inc.,  can 
perform  more  than  1 2  million  in¬ 
structions  per  second  (MIPS),  ac¬ 
cording  to  Auspex.  The  existing 
Motorola,  Inc. -based  processor 
boards  in  the  company’s  NS  3000 
and  NS  5000  multiprocessor 
servers  process  two  to  three 
MIPS. 

The  new  board  will  work  in 
conjunction  with  Auspex’s  Func¬ 
tional  Multi-Processor  (FMP)  ar¬ 
chitecture. 

Typically,  servers  have  gener¬ 
al-purpose  processors  that  must 


perform  compute,  NFS  and  other 
functions. 

Auspex’s  FMP  architecture 
separates  the  network,  file  and 
disk  management  functions  typi¬ 
cally  performed  by  a  server’s  CPU 
and  allocates  them  to  specialized 
processors. 

Stepped-up  performance 

While  general-purpose  serv¬ 
ers  can  dramatically  slow  a  de¬ 
manding  application,  the  same 
application  would  run  on  its  own 
processor  in  an  Auspex  server 
while  NFS  requests  would  be  sup¬ 
ported  by  another  processor, 
thereby  increasing  network  per¬ 
formance,  Auspex  said. 

The  new  board  will  combine 
the  FMP  architecture  that  custom¬ 
ers  are  currently  using  with  a  fast 
host  processor,  said  John  Dun¬ 
ham,  product  manager  at  Auspex, 
based  here. 

The  SPARC  enhancement  will 
also  give  Auspex  servers  com¬ 
plete  compatibility  with  SPARC 
( continued  on  page  23 ) 


Ethernet  adapter  management  architecture 

Roll  Call  product  sees  adapter  cards  without  SNMP  agents 


]  Foreground  or 

1  background 
operation 


Routable  stack  for 
communicating  to 
other  SNMP 
management 
stations  (available 
in  Version  2.0) 

NP600  captures 
all  packet  traffic 
for  segment  and 
disassembles 
statistics  for  all 
Ethernet  cards 

IPX  =  Internetwork  Packet  Exchange  SPX  =Sequenced  Packet  Exchange 

SNMP  =  Simple  Network  Management  Protocol  UDP  =User  datagram  protocol 

The  first  version  of  Roll  Call  supports  Racal  InterLan  and  Novell,  Inc. 
NetWare  adapter  cards. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  RACAL  INTERLAN.  BOXBOROUGH,  MASS. 


IPX/SPX  stack  for 
communicating 
NetWare  2.  IX 
Ethernet  cards 


Short  stack  for 
communicating 
with  Roll  Call 
workstations 


Other  applications 

Roll  Call  application 

Microsoft  Corp.  Microsoft 
Windows  3.0  Executive 


* 


SNMP 


Novell’s  UDP 

SPX 

SNMP  Novell’s  IP 

IPX 

802.3  packet  driver 


-»r 


NP600  intelligent  Ethernet 
_  card 


Multivendor  Ethernet 
mgmt.  tool  offered 

Product  can  manage  Ethernet  interfaces  in  SNMP 
and  NetWare  nets,  will  be  upgraded  for  NDIS,  ODI. 


By  Eric  Smalley 

_ Senior  Editor _ 

BOSTON  —  Racal  InterLan, 
Inc.  recently  announced  a  Simple 
Network  Management  Protocol 
(SNMP)-based  net  management 
system  that  can  be  used  to  man¬ 
age  Ethernet  adapter  cards  sup¬ 
porting  Novell,  Inc.’s  NetWare  In¬ 
ternetwork  Packet  Exchange 
(IPX)  protocol  or  Racal  Inter- 
Lan’s  SNMP  agent. 

A  subsequent  version  of  Racal 
InterLan’s  Roll  Call  product  is  ex¬ 
pected  to  manage  Ethernet  cards 
regardless  of  their  manufacturer 
or  whether  they  support  SNMP. 

Workstation  adapters  repre¬ 
sent  90%  of  all  network  devices, 
according  to  Racal  InterLan  Pres¬ 
ident  Randy  Phillips. 

David  Tolwinski,  vice-presi¬ 
dent  of  marketing,  said  the  new 
Roll  Call  product  “will  drive  man¬ 
agement  down  to  the  desktop.” 

Roll  Call  is  a  Microsoft  Corp. 
Microsoft  Windows  3-0-based  ap¬ 
plication  that  allows  network 
managers  to  control  personal 
computer  nets  using  a  graphical 
user  interface.  The  product  is  de¬ 
signed  to  create  event  logs  and  to 
allow  network  managers  to  view 
device  status  and  network  statis¬ 
tics  in  real  time  by  clicking  on  an 
icon,  according  to  Mark  Bennett, 
personal  computer  product  line 
director  for  Racal  InterLan. 

Roll  Call’s  network  map  lets 
network  managers  view  the  net¬ 
work  as  a  whole  or  focus  on  a  par¬ 
ticular  segment.  When  viewing  a 
segment,  network  managers  can 
click  on  the  icon  of  a  specific 


node  to  view  statistics. 

Roll  Call  runs  on  a  personal 
computer  equipped  with  Racal  In¬ 
terLan’s  NP600  intelligent  Ether¬ 
net  processor,  which  captures 
and  disassembles  Ethernet  pack¬ 
ets  on  net  segments.  The  NP600 
forwards  statistics  to  the  Roll  Call 
application. 

Version  1 .0  of  Roll  Call  will  in¬ 
clude  a  dual-protocol  stack  run¬ 
ning  over  a  special  Racal  Inter¬ 
Lan  driver  on  the  NP600.  One 
stack  supports  an  SNMP  agent 
specific  to  Racal  InterLan  Ether¬ 
net  adapter  cards;  the  other  sup- 

Roll  Call’s  map  lets 
net  managers  view  the 
net  as  a  whole  or  focus 
on  a  particular  segment. 

AAA 


ports  Novell’s  IPX/Sequenced 
Packet  Exchange  (SPX). 

The  SNMP  stack  allows  Roll 
Call  to  manage  personal  comput¬ 
ers  equipped  with  Racal  InterLan 
adapter  cards,  while  the  IPX  stack 
lets  Roll  Call  control  the  network 
interfaces  in  personal  computers 
in  NetWare  environments. 

NetWare  device  drivers  cannot 
be  linked  to  a  multiprotocol 
agent,  according  to  Bennett.  To 
overcome  this,  Racal  InterLan 
/ continued  on  page  23 ) 
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Novell,  Microsoft  battle 
over  net  operating  systems 

Firms  offer  pros,  cons  of  NetWare,  LAN  Manager. 


By  Caryn  Gillooly 

_ Senior  Editor _ 

BOSTON  —  Representatives 
from  Microsoft  Corp.  and  Novell, 
Inc.  dragged  each  other’s  operat¬ 
ing  systems  through  the  mud  dur¬ 
ing  a  session  at  the  recent 
NetWorld  ’91  Boston  conference. 

The  session,  sponsored  by  the 
Local  Area  Network  Dealers’  As¬ 
sociation,  featured  product  man¬ 
agers  and  engineers  representing 
both  Novell’s  NetWare  and  Micro¬ 
soft’s  LAN  Manager. 

Each  group  began  by  talking 
about  the  advantages  of  their  own 
operating  system.  Novell  touted 
its  newfound  connectivity  with 
Apple  Computer,  Inc.,  IBM  and 
Sun  Microsystems,  Inc.  environ¬ 
ments,  while  Microsoft  praised  its 
ease  of  use  and  its  Microsoft  Win¬ 
dows  graphical  user  interface. 

The  session  quickly  digressed, 
however,  into  the  familiar  scrap 
about  the  speed  and  security  of 
the  respective  operating  systems. 

The  discussion  was  sparked  by 
Brian  Valentine,  director  of  engi¬ 


neering  at  Microsoft,  when  he 
claimed  that  LAN  Manager  386 
was  just  as  fast  as  NetWare  3  XX 
but  offered  a  more  protected,  se¬ 
cure  environment. 

Valentine  was  talking  about 
the  ongoing  criticism  of  Novell 
for  its  decision  to  write  NetWare 
386  as  a  protected-mode  operat¬ 
ing  system;  it  is  not  based  on  a 
general-purpose  operating  sys¬ 
tem.  LAN  Manager,  however,  is 
based  on  OS/2. 

Bill  Redman,  vice-president  of 
Gartner  Group,  Inc.  in  Stamford, 
Conn.,  explained  it  as  the  classic 
Ring  0  vs.  Ring  3  debate. 

The  Intel  Corp.  80386  and 
80486  architectures  contain  dif¬ 
ferent  memory  management  and 
protection  layers,  called  rings. 
Ring  0  is  the  most  privileged 
mode,  generally  where  server- 
based  applications  are  support¬ 
ed,  while  Ring  3  describes  a  hard¬ 
ware  protected  mode,  generally 
where  client  applications  are  run. 

LAN  Manager,  for  example,  is 
written  to  Ring  3  of  the  Intel  ar¬ 


chitecture,  which  relies  on  the 
hardware  to  protect  data  integri¬ 
ty,  operating  system  calls  and  so 
on.  Novell’s  NetWare  386,  on  the 
other  hand,  is  written  to  Ring  0. 
This  means  it  was  written  as  a 
protected-mode  operating  sys¬ 
tem,  so  Ring  3  protection  has 
been  written  into  the  software. 

Because  the  386  version  of 
NetWare  was  written  at  Ring  0,  it 
gives  the  applications  running 
under  NetWare  Ring  0  privileges, 


T 

X.  he  session  quickly 
digressed  into  the 
familiar  scrap  about 
speed  and  security. 


with  the  primary  advantage  being 
performance.  According  to  ana¬ 
lysts,  a  network  operating  system 
written  at  Ring  1  will  be  faster 
than  one  written  at  Ring  3- 
The  primary  disadvantage, 
however,  is  the  sacrifice  of  server 
integrity.  For  example,  because 
the  application  in  LAN  Manager 
has  only  Ring  3  access,  it  will  not 


jeopardize  server-based  applica¬ 
tions  if  a  problem  occurs.  Perfor¬ 
mance  is  slowed  because  the  pro¬ 
cessor  has  to  reach  across  rings 
to  perform  tasks. 

In  NetWare,  because  applica¬ 
tions  have  access  to  Ring  0,  a 
problem  with  an  application  at 
the  user  workstation  can  conflict 
or  cause  a  problem  with  a  differ¬ 
ent  server-based  application.  If 
the  client  application  crashes,  the 
server  could  crash  as  well. 

“If  an  application  doesn’t  be¬ 
have,  it  could  crash  the  whole  sys¬ 
tem,”  said  Lee  Doyle,  an  analyst 
at  International  Data  Corp.  in 
Framingham,  Mass. 

Analysts  agreed,  however, 
that  this  is  a  religious  argument. 
“This  is  like  taking  a  stance  of 
Coke  against  Pepsi,”  Doyle  said, 
with  Microsoft  claiming  it  is  just 
as  fast  and  Novell  claiming  it  is 
just  as  protected. 

Analysts  also  agreed  that  this 
issue  should  in  no  way  affect  us¬ 
ers’  purchasing  decisions.  “Mi¬ 
crosoft  says  the  [NetWare  Load¬ 
able  Modules]  running  at  Ring  0 
are  unprotected  —  [and]  that’s 
certainly  true  —  but  the  potential 
for  disaster  has  been  blown  far 
out  of  proportion,”  Gartner 
Group’s  Redman  said.  “OS/2  and 
LAN  Manager  can  crash  too,  even 
with  hardware  protection.”  □ 


Netnotes 

continued from  page  21 

Novell  is  also  licensing  client 
agents  from  Cheyenne  Software 
that  allow  Sbackup  to  back  up 
data  from  DOS,  Microsoft  Corp.’s 
Microsoft  Windows,  OS/2  and 
Unix  client  systems. 

Alcom  Corp.  has  released 
software  that  lets  users  send  fac¬ 
similes  from  Microsoft  Corp.’s 
Microsoft  Windows  3-0  applica¬ 
tions  via  LAN-based  fax  systems. 
The  LanFax  Redirector  for  Win¬ 
dows  redirects  print  output  from 
Microsoft  Windows  applications, 
converts  the  output  to  fax  format 
and  sends  it  from  any  fax  on  the 
network. 

LanFax  Redirector  for  Win¬ 
dows  is  managed  by  an  applica¬ 
tion  called  Fax  Manager. 

Client  systems  on  the  network 
access  incoming  messages  from 
the  fax  server,  which  maintains  a 
log  of  received  faxes. 

In  addition,  LanFax  Redirec¬ 
tor  for  Windows  is  compatible 
with  fax  cards  that  support  the 
Communicating  Application  Spe¬ 
cification. 

'  The  software  is  available  in 
eight-,  25-  and  unlimited-user  li¬ 
censes. 

Pricing  starts  at  $995.  □ 


It  s  never  met  a  pr 


3Com®  terminal  servers  support  every  major 
protocol  on  your  network  with  remarkable 
flexibility:  XNS,  TCP/IP,  OSI  and  concurrent 
TCP/IP-LAT. 

In  fact,  it  supports  more  protocols  than  any 
other  terminal  server  you  can  buy 

This  flexibility  is  good,  of  course.  But  there’s 
more. 

A  menu- driven  interface  lets  you  get  your 
3Com  CS  terminal  server  up  and  running  simply. 


And  if  you  want  to  use  command  lines  later  on, 
you’ll  find  those  included,  too. 

You’ll  find  power  in  conditional  macros  to 
automate  even  complex  command  sequences,  as 


©1991  3Com  Corporation,  5400  Bay  front  Plaza,  Santa  Clara,  CA  95052.  Telephone  (408)  764-5000.  3Com  and  the  3Com  tagline  a 
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Huber  urges 
user  proactivity 

continued  from  page  21 
term  acquisition  costs,  as  is  the 
norm  today,  users  should  focus 
on  long-term  costs  and  benefits, 
and  how  much  closer  a  particular 
solution  will  bring  the  user  to  in¬ 
teroperability. 

Because  of  the  short-term  fo¬ 
cus  on  product  cost,  Huber  said, 
vendors  get  the  wrong  impres¬ 


sion  about  what  is  most  impor¬ 
tant  to  users.  They  work  hard  to 
bring  down  prices  but  do  not  pro¬ 
vide  the  interoperability  users 
really  need. 

“The  single  biggest  shortcom¬ 
ing  that  I  see  in  our  movement  to¬ 
ward  open  systems  technology 
rests  with  users,  not  vendors,” 
Huber  said.  “Vendors,  for  the 


most  part,  get  their  product  de¬ 
velopment  strategies  through  the 
feedback  of  purchase  orders.” 

Anti-single  vendor 

Huber  was  harsh  on  single¬ 
vendor  shops.  “For  those  who  be¬ 
lieve  that  by  being  a  single  vendor 
environment  they  have  shielded 
themselves  or  provided  the  requi¬ 
site  interoperability  .  .  .  you’re 
absolutely  kidding  yourself,”  he 
said. 


Huber  stressed  that  even  if  a 
single  vendor  could  provide  the 
interoperability,  “you  jeopardize 
a  strategic  company  resource  by 
setting  data  up  as  a  hostage  to 
one  vendor.  Is  that  what  you  call 
good  business?  I  call  that  ‘risk’ 
management. 

“The  mistaken  belief  [in]  suc¬ 
cess  through  isolation  to  a  single 


vendor  can  only  result  in  leading 
a  company  down  a  primrose  path 
toward  rigor  mortis,”  he  said. 

Huber  urged  users  to  work  to¬ 
ward  a  modular  information  sys¬ 
tems  environment,  in  which  in¬ 
teroperable  components  can  be 
swapped  out  without  major  up¬ 
grades.  “Such  an  approach  en¬ 
ables  [users]  to  protect  their  huge 
installed  base  of  information  sys¬ 
tems,  to  upgrade  components  in  a 
reasonably  safe  manner  and  to 
add  new  functionality  as  chang¬ 
ing  requirements  dicate,”  he 
said. 

Huber  said  vendors  must  sup¬ 
port  standards  in  order  to  play  in 
this  modular  environment. 

He  urged  users  to  take  an  ac¬ 
tive  role  not  only  in  implement¬ 
ing  change  within  their  own  envi¬ 
ronments  but  in  supporting  the 
overall  mission  of  the  networking 
community.  He  suggested  that  us¬ 
ers  and  vendors  become  involved 
in  groups  such  as  the  Corporation 
for  Open  Systems  and  X/Open, 
which  focus  on  interoperability 
and  standardization. 

Huber  concluded  by  saying 
that  simply  talking  about  imple¬ 
menting  interoperable,  stan- 
dards-based  networks  and  be¬ 
coming  a  part  of  the  overall  push 
is  not  enough.  “Like  the  Nike  ad 
says:  ‘Just  do  it.’  ”  □ 


Ethernet  mgmt. 

continued  from  page  21 

added  the  IPX/SPX  support  to  the 
Roll  Call  driver  rather  than  re¬ 
writing  the  NetWare  driver. 

Instead  of  supporting  SNMP 
agents  for  every  vendor’s  Ether¬ 
net  adapter  cards,  Racal  InterLan 
will  support  cards  that  conform 
to  the  Network  Driver  Interface 
Specification  (NDIS)  and  Open 
Data  Link  Interface  (ODI). 

Version  2.0  of  Roll  Call  will 
add  support  for  NDIS  and  ODI. 

The  Roll  Call  package  includes 
the  NP600,  the  Microsoft  Win- 


Server  boasts 
high  throughput 

continued  from  page  21 
workstation  environments  for 
the  first  time,  according  to  the 
company. 

Dick  Bush,  Auspex’s  vice-pres¬ 
ident  of  marketing,  explained 
that  in  a  financial  analysis  envi¬ 
ronment,  for  example,  “you  may 
have  stock  traders  running  appli¬ 
cations  on  a  SPARC  workstation 
in  the  front  room  and  software 
developers  writing  new  SPARC- 
based  applications  in  the  back 
room. 

“A  centralized  Auspex  net- 


tool  offered 


dows-based  interface  and  an 
SNMP  agent.  Version  1 .0  of  Roll 
Call  will  be  available  in  April  for 
$995.  Users  can  upgrade  to  Ver¬ 
sion  2.0  free  of  charge. 

Roll  Call  requires  an  Intel 
Corp.  80386-based  personal 
computer,  Microsoft  Windows 
3.0,  4M  bytes  of  random-access 
memory  and  a  hard  drive. 

For  more  information,  contact 
Racal  InterLan  at  155  Swanson 
Road,  Boxborough,  Mass.  01719, 
or  call  (508)  263-9929- □ 


work  server  gives  the  traders  the 
high  I/O  speed  they  demand,”  he 
continued,  “while  SPARC  com¬ 
patibility  lets  the  developers 
mimic  the  traders’  environment 
to  test  new  programs,  interfaces 
and  so  on.” 

SPARC-based  Auspex  servers, 
which  will  begin  beta-testing  next 
month,  are  scheduled  to  be  avail¬ 
able  in  May. 

Server  prices  with  the  SPARC 
board  installed  will  be  set  at 
$99,900  for  the  NS  3000  and 
$  1 24,900  for  the  NS  5000.  Prices 
are  $10,000  less  for  the  same 
models  with  the  Motorola-based 
board.  □ 
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he  single  biggest  shortcoming  that  I  see  in 
our  movement  toward  open  systems  technology 
rests  with  users,  not  vendors,”  said  Hughes 
Aircraft’s  Bud  Huber. 

▲  ▲A 


by  user,  time  of  day,  location  and  resource. 

If  it  sounds  remarkable,  it  is.  But  why  not 
call  l-800-NET-3Com  and  ask  for  Dept.  D6559. 
You’ll  find  something  you  and  your  network  are 
sure  to  like. 


well  as  tailor  resource  connection  options  for  the 
user  and  offer  them  on  a  menu. 

What’s  more,  you  have  the  option  to  design 
the  level  of  network  security  and  restrict  access 


3Com 

We  network  more  types  of  systems 
to  more  types  of  systems.™ 


►ademarks  of  3Com  Corporation.  XNS  is  a  trademark  of  Xerox  Corporation.  LAT  is  a  trademark  of  Digital  Equipment  Corporation. 
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Network  World  and  Digital  Consulting,  Inc.  present 


Financial 

Networks 


The  First  in  a  Series  of 
Vertical  Industry  Network 
Conferences. 
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May  8-9, 1991  •  New  York  City  \  . 
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Held  in  conjunction  with  the  Communications 
Managers  Association  (CM A)  and  the  Wall 
Street  Telecommunications  Association 
iWSTA).  CM  A  and  WSTA  members  receive 
a  special  discount.  Call  (508)  470-3880 
for  details. 
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Gain  the  Insights  and  Information 
You  Need 

Financial  network  executives  face  unique 
problems  and  challenges.  The  Financial 
Networks  Conference  was  designed  by  users 
for  users  to  address  those  specific  problems 
and  challenges  head-on.  This  conference 
provides  you  with  a  diverse  mix  of  viewpoints 
on  the  management  concerns  and  technol¬ 
ogy  issues  shaping  the  financial  networks 
world.  Over  20  top  network  executives,  ■ 
consultants  and  analysis  from  the  financial 
industry  will  tell  you  about  their  real-world 
experiences  and  give  you  the  practical, 
how-to  advice  you  need  to  compete  in 
the  1990s. 

The  Issues  are  HOT... 

*  How  to  develop  winning  long-term  financial 
network  strategies 

Benefits  of  financial  network  partnerships 
Does  outsourcing  your  network  make  sense? 
How  to  negotiate  custom  network  contracts 
Ways  you  can  control  market  data  feed  costs 
How  to  build  integrated  financial  network 
platforms 

How  to  implement  effective  international 
networks 

■  How  to  prepar  e  for  24-hour  trading  and 
automated  trading 

■  Disaster  planning  and  recovery  strategies 

■  How  to  get  an  iron  grip  on  costs 

To  register  or  to  receive  a  complete 
brochure  call  Digital  Consulting  at 
(508)  470-3880. 


: 

The  Product  Showcase 
at  The  Financial  Networks 
Conference  gives  you  the 
opportunity  to  interact  with 
top  networking  vendors  to 
gain  the  product  education 
and  information  you  need 
to  make  key  product  pur¬ 
chasing  decisions.  Exhibitors 
you  can  expect  to  see 
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3Com  Corporation 
A+  Networking  Solutions 
Amtrak  fiber  Express 
Cabletron  Systems  Inc 
Chipcom  Corporation 
Data  Net  Inc 
representing  Network 
General  Corp. 

Digicom  Systems 
Incorporated 

GTE  Spacenet  Corporation 
Netrix  Corporation 
Network  Systems 
Corporation 

Newbridge  Networks  Inc 
Primary  Access 
Corporation 

Spectrum  Concepts  Inc 
StratCom.  Inc 
Sungard  Recovery 
Services  Inc 
SynOptics 

Communications  Inc 
Teleos  Communications 
Teleport  Communications 
Group 

And  Many  More! 


Interested  in  Exhibiting? 

Call  Tom  Reding  at  <508)  470-3870 
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MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USER  GROUPS  AND  ASSOCIATIONS 
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Do  you  think  Transmis¬ 
sion  Control  Protocol/In¬ 
ternet  Protocol  repre¬ 
sents  a  real  threat  to  the 
development  of  open  net¬ 
works  based  on  Open 
Systems  Interconnection 
protocols? 


■  ■  “No.  I  think  many  users 
view  TCP/IP  as  a  stepping- 
stone  to  OSI. 

“It’ll  be  a  few  years  before 
we  have  a  mature  implementa¬ 
tion  of  OSI  that  embraces  the 
world.  In  the  meantime, 

TCP/IP  has  become  something 
of  a  de  facto  standard  that  a  lot 
of  users  see  as  their  transition 
path  to  the  OSI  model.” 

Rick  Barron 
Principal 

McDonnell  Douglas  Corp. 

St.  Louis 


■  ■  “Yes,  at  least  in  university 
and  government  markets,  be¬ 
cause  TCP/IP  is  firmly  en¬ 
trenched  in  both  and  it’s  rea¬ 
sonably  well  supported  by 
vendors. 

“We  use  TCP/IP  extensively 
and  have  a  massive  investment 
in  it,  so  we’re  not  likely  to 
migrate  to  OSI  any  time  soon. 
As  a  matter  of  fact,  our  use  of 
TCP/IP  is  growing  rapidly.” 

Greg  Scott 
Computing  services  manager 
College  of  Business 
Oregon  State  University 
Corvallis 


kk  “Yes,  OSI  will  certainly 
develop  much  more  slowly  than 
it  would  have  if  TCP/IP  never 
existed  because  it’s  hard  to 
justify  changing  that  large  a 
base  of  networks  and  equip¬ 
ment. 

“I  think  OSI  will  become  the 
standard  eventually.  IBM  has 
given  OSI  its  blessing  and  that 
helps,  but  it’ll  be  a  long  time 
before  there  is  grand-scale  us¬ 
age  of  OSI  in  user  networks.” 

Gary  Henkel 
Director  of  telecommunications 
Time  Customer  Service,  Inc. 

Tampa,  Fla. 

U  “Yes.  TCP/IP  has  become 
a  de  facto  standard  for  multi¬ 
vendor  interconnection,  and  us¬ 
ers  may  be  reluctant  to  alter 
their  net  and  system  architec¬ 
tures  for  OSI  despite  the  long¬ 
term  advantages  of  doing  so.” 

Walter  Sing 
Assistant  vice-president  of 
information  services 
Technology  planning 
The  First  Boston  Corp. 

New  York,  N.Y. 


On-line  order  entry  system 
gives  parts  maker  an  edge 

FACT  system  is  a  boon  for  Land  Rover  Parts. 


By  Maureen  Molloy 

_ Staff  Writer _ 

BIRMINGHAM,  England  — 
Land  Rover  Parts,  Ltd.,  an  auto¬ 
motive  parts  distributor,  has 
achieved  a  real  competitive  ad¬ 
vantage  by  providing  its  custom¬ 
ers  with  a  quicker  and  less  expen¬ 
sive  way  to  order  parts. 

The  company’s  Fast  Action 
Computer  Terminal  (FACT)  sys¬ 
tem  is  an  alternative  to  other  sup¬ 
pliers’  on-line  order-entry  sys¬ 
tems,  but  FACT  has  been  tuned  to 
enable  dealers  to  place  orders 
and  access  information  twice  as 
quickly  and  at  a  lower  cost. 

FACT,  which  allows  dealers  to 
tap  into  Land  Rover’s  host  via  a 
personal  computer,  helps  the 
company  outsell  rivals  pitching 
what  are  essentially  similar  prod¬ 
ucts,  according  to  Alan  Simpson, 
Land  Rover’s  managing  director. 

“Frankly,  there  isn’t  a  lot  to 
promote  in  our  product  since  a 
clutch  is  a  clutch.  You  can’t  put  a 
lot  of  energy  into  saying  my 
clutch  is  better  than  theirs,” 
Simpson  said.  “Our  distribution 


effort  was  the  platform  we  used 
to  establish  a  competitive  edge, 
and  communications  technology 
was  an  essential  ingredient  of  our 
strategy.” 

FACT  is  a  CICS  application  re¬ 
siding  on  Land  Rover’s  IBM  4381 
mainframe.  It  processes  more 
than  150,000  orders  monthly 
from  at  least  150  dealers.  Auto 
dealers  access  FACT  from  per¬ 
sonal  computers  to  place  orders 
and  determine  order  status,  parts 
availability  and  account  status. 

In  a  typical  transaction,  a 
dealer’s  computer  system  will 
download  a  request  for  a  part  into 
a  personal  computer.  The  inven¬ 
tory  request  is  then  transmitted 
to  Land  Rover’s  system.  Dealers 
also  submit  multiple-item  orders 
in  one  transaction. 

Forty  dial-up  ports  are  dedi¬ 
cated  to  dealer  communications, 
and  order  information  is  deliv¬ 
ered  using  an  X.  2  5  packet-switch¬ 
ing  network  from  Mercury  Data 
Network  Services,  Ltd. 

Dealers  use  Simware,  Inc.’s 
( continued  on  page  28 ) 


GUIDELINES 


BY  ERIC  SCHMALL 

Net  mgrs.  should  donate 
skills  for  community  good 

There  is  a  time-honored  tradition  among  many  profession¬ 
al  groups  of  contributing  members’  expertise  and  time  to 
needy  individuals  or  worthy  community  groups. 

Attorneys,  for  example,  do  “pro  bono”  work  in  which  they 
provide  free  legal  service  to  individuals  who  can’t  afford  it.  Pro 
bono,  short  for  the  Latin  phrase  pro  bono  publico,  means  “for 
the  public  good.”  Also,  physicians  frequently  offer  their  services 
to  needy  individuals  or  in  emergency  situations  without 
worrying  about  monetary  compensation. 

Like  physicians  and  lawyers,  network  managers  possess 
special  skills  that  they  should  consider  donating  to  needy 
causes  within  their  community.  Net  managers  can  easily  offer 
groups  advice  about  communications  equipment  and  services,  or 
help  install  a  new  system. 

Consider  a  small  community  group  that  wants  to  set  up  a 
special  office  to  collect  clothing,  support  the  homeless  or 
provide  special  counseling  to  the  indigent.  Network  managers 
can  help  such  organizations  analyze  their  communications 
needs,  identify  potential  vendors,  select  the  best  system  and 
negotiate  a  good  price.  Even  larger,  established  charities  may 
need  assistance  implementing  such  items  as  an  800  service,  an 
automatic  call  distributor  or  a  voice  mail  system. 

This  kind  of  assistance  can  be  invaluable  to  many  groups 
that  do  not  have  the  money  to  hire  a  professional  consultant.  It 
also  allows  them  to  allocate  more  of  their  limited  funds  directly 
to  charitable  work. 

( continued  on  page  28 ) 

Schmall  is  a  network  systems  manager  for  an  insurance 
holding  company. 


Surviving  in  today’s  tough  job  market 


Advice  for  those  currently  employed: 

O  Understand  where  you  stand  in  the  company  and  how  top 
management  perceives  your  position. 

O  Don't  assume  that  longevity  or  good  reviews  guarantee  your  job. 
C  Maintain  a  close  network  of  contacts  within  the  industry. 

G  Develop  skills  the  company  will  need  to  fulfill  its  corporate 
objectives. 


Advice  for  the  unemployed: 

O  Keep  meticulous  records  of  all  job-related  phone  calls, 
conversations  and  letters. 

C  Develop  a  resume  that  is  action-oriented  and  based  on 
accomplishments,  not  a  rehashing  of  old  job  descriptions. 

G  If  possible,  conduct  your  job  search  from  an  office,  not  your  house. 

O  Apply  the  principles  of  project  management  to  your  job  search. 

G  Be  willing  to  relocate. 

O  Use  all  possible  contacts:  friends,  colleagues, 
business  acquaintances^vendors  and  recruiters. 

Seek  their  help, 
but  don’t  ask  them 
for  a  job. 


SOURCE:  FRANK  SCHOFF.  MANAGEMENT  RECRUITERS  OF  HENDERSONVILLE.  INC..  HENDERSONVILLE.  N.C. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Net  execs  face  harsh 
reality  of  joblessness 

Victims  of  downsizing,  outsourcing  struggle  to 
find  new  opportunities  in  a  tightening  economy. 


By  Wayne  Eckerson 

Senior  Editor 

As  a  result  of  outsourcing,  cor¬ 
porate  downsizing  and  a  souring 
economy,  a  significant  number  of 
mid-  to  high-level  network  man¬ 
agers  have  found  themselves  out 
of  work  and  struggling  emotion¬ 
ally  as  well  as  materially  to  make 
ends  meet. 

These  days,  it  is  not  uncom¬ 
mon  to  hear  about  network  exec¬ 
utives  with  10  to  20  years  of  expe¬ 
rience  who  are  drawing  unem¬ 
ployment  and  unable  to  find  a 
new  job. 

Some  net  managers  are  with¬ 
out  work  for  a  year  or  more  — 
despite  mailing  hundreds  of  let¬ 
ters  to  recruiters  and  prospective 
employers,  and  expressing  a  will¬ 
ingness  to  relocate. 

“I  went  through  two  or  three 
months  of  deep  depression,  and  it 
really  shook  my  confidence,” 
said  Jack  Sobish,  a  senior  net¬ 
work  analyst  who  was  laid  off 
from  office  furniture  maker 
Hayworth,  Inc.  last  April  in  a  cor¬ 
porate  downsizing  program. 

Sobish,  who  has  11  years  of 
communications  experience,  was 
given  four  months  notice  as  well 
as  four  months  severance  pay. 
Unfortunately,  it  took  him  a  full 
year  to  land  another  job. 

“Around  June,  with  my  sever¬ 
ance  pay  running  out,  1  had  to 
confront  the  possibility  that  I 
would  have  to  go  on  unemploy¬ 
ment,  sell  my  house,  and  move 
my  wife,  four  kids  and  a  dog  into 


an  apartment,”  Sobish  said. 
“Emotionally,  it  was  very  diffi¬ 
cult.” 

Luckily,  Sobish  landed  a  three- 
month  consulting  job  to  tide  him 
over  during  the  summer.  Shortly 
thereafter,  he  received  a  job  offer 
from  Dow  Corning  Corp.  in  Mid¬ 
land,  Mich. ,  where  he  is  now  a  net 
analyst  helping  to  build  a  world¬ 
wide  network. 


Despite  1 7  years  of 
experience,  Martin  has 
been  out  of  work  for 
more  than  a  year. 

AAA 


Neil  Martin  lost  his  job  as  cor¬ 
porate  telecommunications  man¬ 
ager  at  an  information  systems 
subsidiary  of  an  international 
manufacturing  company  in  1989 
when  his  employer  was  acquired 
by  an  outsourcing  firm. 

Despite  17  years  of  experi¬ 
ence,  Martin  has  been  out  of  work 
for  more  than  a  year.  He  was  re¬ 
ceiving  unemployment  benefits 
for  2 o  weeks  until  they  ran  out, 
and  he  has  also  done  some  free¬ 
lance  consulting. 

“I  thought  it  would  take  me 
three  months  to  find  a  job,”  Mar- 
( continued  on  page  28) 
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©  1990  AT&T 


tant  because  aliens  from  Andromeda  are 


At  this  point  I’m  put  on  hold.  And  it  is  my  hope  that  if 


not  currently  suffering  the  indignity  of  the  hold  button. 


AT&T  AUDIX  SYSTEM  is  compatible  with  other  major  PBX  systems  and  Centrex.  It  features  Caller-Routing,  Personal  Mailing  Lists,  and  a  host  of  other  features  you’ll  find  in 
TOE  AT&T  CATALOG—  For  more  information  or  a  free  catalog  call  1  800  247-1212,  Ext.  111.  In  Canada  call  1  800  387-6100. 


up  satellites  like  flowers  to  strangers.  On  one  we 
electronic  greeting  card  and  addressed  it  to  infinity, 
occurs  to  me,  what  if  the  people  who  might  get 
signal  from  planet  Earth  arent  around  when  it 
What  if  they  re  in  a  meeting?  And  the  only 
thinking  this  is  because  Im  on  the  tenth  ring  of  the 
this  supplier  when  someone  finally  answers  the 
the  ringing  noise  is  ruining  his  lunch.  He  says, 
message?”  And  Isay,  “ Tell  Ray  he  needs  to  work for  a 
AUDIX  System  from  AT&T.  Tell  him  75%  of  all 
reach  their  intended party  on  the  first  try.  But  with 
missed.  Tell  him  AUDIX  features  outcalling  that  can 
important  messages  are  waiting.  And  this  is  impor- 
trying  to  reach  him  and  they  may  not  call  back ....” 
there  is  intelligent  life  somewhere  in  the  universe,  it  is 

jj^AT&T 

The  right  choice. 


L 
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MANAGEMENT  STRATEGIES 


On-line  order  entry 
system  gives  edge 

continued from  page  25 
SimPC  personal  computer-to-mainframe 
connectivity  and  3270  emulation  soft¬ 
ware.  Alan  Stedall,  Land  Rover’s  informa¬ 
tion  systems  director,  said  SimPC  runs 
help  screens  off-line  on  the  dealer’s  per¬ 
sonal  computer,  saving  on  connect  time. 

The  system  was  optimized  using  Sim- 
ware’s  SplitSecond  software,  which  cuts 
overall  response  time  to  less  than  five  sec¬ 
onds,  a  60%  reduction. 

“Our  closest  competitor’s  fastest  re¬ 
sponse  time  is  1 1  seconds,  so  dealers  not 
only  order  parts  more  quickly  from  us  but 
save  a  significant  amount  on  connect 


costs,”  Stedall  said. 

Since  implementing  the  software  last 
year,  Stedall  said,  the  company  has  seen  a 
$30  million  increase  in  sales. 

“Our  distribution  system  wasn’t  solely 
responsible  for  our  higher  sales  this  year, 
but  it  has  been  one  of  the  main  reasons,” 
he  said. 

According  to  Stedall,  reduced  session 
time  saves  dealers  an  average  of  $6,000 
annually  on  network  costs. 

Simpson  said  the  FACT  system  also  en¬ 
hances  the  company’s  competitive  edge 
because  it  is  easy  for  dealers  to  use. 

“Dealers  have  high  personnel  turn¬ 
over,  so  if  a  system  is  difficult  to  use,  peo¬ 
ple  won't  take  the  time  to  learn  to  use  it 
and  it  will  end  up  sitting  idle,”  he  said.  □ 


Net  execs  face  harsh 
reality  of  joblessness 

continued from  page  25 

tin  said.  “I  never  thought  it  would  take  this 

long.” 

Martin,  who  does  not  wish  to  relocate 
from  Chicago,  said  he  has  written  to  more 
than  400  recruiters  and  Chicago-based 
companies  but  has  only  had  one  interview. 

At  this  point,  Martin  has  abandoned  his 
job  search  and  is  working  full  time  to  es¬ 
tablish  a  five-person  consulting  firm  called 
Cameron  Associates  International.  He  said 
consulting  will  make  better  use  of  his 
skills,  which  include  installing  fiber  and 
microwave  networks  and  managing  inte¬ 
grated  voice  and  data  communications. 


Washington,  D.C. 
Hosts  ECF91 


ECF91  Chairman 


■■■■■  Lawrence^  T.  Babbio 


ECF91  Chairman  Lawrence  Babbio  invites  you  to 
attend  our  industry’s  top  regional  education  event. 
The  best  people  in  telecommunications  and 
computers  —  speakers  and  participants  —  will 
meet  in  Washington  fora  dynamic  exchange  of 
information. 


April  29 -May  1,1991 
Crystal  Gateway  Marriott 


Increase  your  value  in  today’s  leaner  corporate 
environment  while  broadening  your  professional 
education  through  advanced  seminars  in  your 
field,  or  learn  the  basics  in  a  new  area. 


The  nonprofit  National  Engineering  Consortium  proudly 
presents  the  1991  Eastern  Communications  Forum. 


ECF91  serves  information  industry  professionals  in  a 
noncommercial  environment  with  88  seminars  covering: 


•  Business  and  Marketing 

•  New  Technologies 

•  Information  Systems 

•  International  Issues 

•  Telco  Operations 

•  Personal  Communications 


•  Federal  Government 

•  Quality  and  Reliability 

•  Digital  Switching 

•  Lightwave 

•  Networks 


Join  your  colleagues  and  over  350  speakers  from 
telephone  companies,  end  users,  manufacturers, 
universities  and  government. 


Call  today  for  a  catalog! 

3120300500 


Information 
Industry  Banquet 

April  29  Guest  Speaker 

Janice  Obuchowski 

Assistant  Secretary 
Communications  and  Information 
U.S.  Department  of  Commerce 
and  Administrator  of  the  National 
Telecommunications  and 
Information  Administration 


Communications 

Forum 

303  East  Wacker  Drive 
Suite  740 
Chicago,  Illinois  60601 


Frank  Schoff,  president  of  Management 
Recruiters  of  Hendersonville,  Inc.,  a  Hen¬ 
dersonville,  N.C.,  search  firm  specializing 
in  networking,  said  there  has  been  an  in¬ 
crease  in  the  number  of  displaced  mid-  to 
high-level  network  managers  since  the 
third  quarter  of  last  year. 

He  attributes  this  trend  to  the  growing 
interest  in  outsourcing,  the  move  to  pare 
down  management  layers  and  general  belt 
tightening  due  to  the  economy. 

Moreover,  Schoff  said  it  is  more  difficult 
than  ever  for  net  managers  to  reenter  the 
job  market  because  most  companies  today 
prefer  to  hire  individuals  with  expertise  in 
specific  technical  areas,  rather  than  gener¬ 
alists. 

“Network  managers  are  having  a  diffi¬ 
cult  time  repositioning  themselves  as  tech¬ 
nical  specialists,”  Schoff  said. 

Moreover,  there  is  greater  competition 
for  the  few  managerial  positions  that  be¬ 
come  available. 

Sobish,  for  example,  said  he  faced  com¬ 
petition  from  a  host  of  network  profes¬ 
sionals  who  were  laid  off  from  AT&T, 
Drexel  Burnham  Lambert,  Inc.  and  North¬ 
ern  Telecom,  Inc.  when  he  was  searching 
for  a  job. 

Silver  lining 

Despite  the  emotional  shock  that  comes 
with  a  pink  slip,  some  network  administra¬ 
tors  manage  to  see  a  bright  side  in  losing  in 
their  jobs. 

“It’s  given  me  a  new  opportunity  in  the 
middle  of  my  career.  Actually,  it’s  been 
kind  of  fun,”  said  one  manager  of  commu¬ 
nications  services  at  a  Fortune  50  manu¬ 
facturing  firm  who  requested  anonymity. 

The  manager,  who  headed  a  seven- 
member  staff,  was  notified  six  weeks  ago 
that  his  job  was  being  eliminated  as  part  of 
a  corporate  reorganization.  His  staff,  how¬ 
ever,  was  retained. 

The  manager  said  he  hasn’t  been  entire¬ 
ly  happy  in  his  present  position  and  looks 
forward  to  landing  “a  fun  job.”  He  is  cur¬ 
rently  negotiating  positions  at  several 
companies. 

Despite  his  positive  outlook,  the  man¬ 
ager  did  say  he  was  caught  off-guard  when 
he  was  told  his  position  was  being  elimi¬ 
nated. 

“I  hadn’t  put  together  a  resume  in  23 
years,  and  I  suppose  I  took  my  job  for 
granted,”  he  said.  “There  is  no  longer  such 
a  thing  as  job  security  in  a  large  corpora¬ 
tion.”  □ 


Net  mgrs.  should 
donate  skills 

continued from  page  25 

Net  managers  should  maintain  contacts 
with  community  leaders  and  alert  mem¬ 
bers  of  their  networking  staff  when  volun¬ 
teer  work  is  needed. 

It  is  also  important  for  net  managers  to 
set  a  good  example  for  employees  by 
showing  their  own  willingness  to  lend  time 
and  expertise  to  community  work. 

However,  it  goes  without  saying  that 
network  managers  should  not  make  a 
practice  of  letting  volunteer  work  interfere 
with  business  activities.  In  addition,  man¬ 
agers  shouldn’t  require  staffers  to  volun¬ 
teer  or  dictate  what  constitutes  a  worthy 
cause. 

Overall,  net  managers  who  encourage 
participation  in  community  service  activi¬ 
ties  can  add  a  rewarding  dimension  to  net¬ 
work  professionals’  careers  and  inspire 
them  to  do  even  better  work  on  the  job.  □ 
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orld 

News 


AT&T  last  week  began  of¬ 
fering  its  International  Ac- 
cunet  Digital  Service  —  its  fi¬ 
ber-optic  private-line  offering 
—  between  the  U.S.  and  South 
Korea  via  undersea  cables 
connecting  the  U.S.  to  Japan, 
and  via  the  H-J-K  cable,  which 
connects  Japan  to  Korea. 

The  service  supports  trans¬ 
mission  speeds  of  56K,  64K, 
128K,  256K,  512K,  768K  and 
1.544M  bit/sec.  Service  is 
available  from  27  AT&T  inter¬ 
national  points  of  presence, 
including  Los  Angeles,  New 
York,  San  Francisco  and  Wash¬ 
ington,  D.C.  The  price  of  the 
service  varies  depending  on 
transmission  speed,  gateway 
and  contract  terms. 

Codetel,  the  main  tele¬ 
phone  service  provider  in  the 
Dominican  Republic,  last 
week  said  it  has  agreed  to  pur¬ 
chase  digital  switching  equip¬ 
ment  supporting  as  many  as 
100,000  lines  from  AT&T  Net¬ 
work  Systems  Group  during 
the  next  three  years. 

The  $20  million  contract 
calls  for  AT&T  to  provide  five 
5ESS  digital  central  office 
switches  and  installation  ser¬ 
vices.  The  switches  will  initial¬ 
ly  support  30,000  lines  by 
year  end,  with  the  remainder 
expected  to  be  in  service  by 
1993.  The  project  is  part  of 
CodeteTs  network  moderniza¬ 
tion  and  expansion  program 
and  calls  for  the  switches  to  be 
installed  at  central  offices  in 
Herrera,  the  30  de  Marzo 
Complex,  the  Duarte  Com¬ 
plex,  Playa  Dorado/Puerto 
Plata  and  in  a  new  complex  in 
the  eastern  part  of  the  capitol 
city.  □ 


MOHamSHH 


Europe’s  growing  cellular  market 


Handsets  shipped:  528,100 


Handsets  shipped:  3.9  million 


Benelux  countries  include  Belgium,  Luxembourg  and  the  Netherlands. 
Figures  are  rounded  and  may  not  add  up  to  100  percent. 


SOURCE;  MARKET  INTELLIGENCE  RESEARCH  CORP..  MOUNTAIN  VIEW.  CALIF. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Cellular  firms  poised  to 
compete  with  PTTs  abroad 

Declining  service  costs  threaten  European  PTTs. 


By  Barton  Crockett 

_ Senior  Editor _ 

As  the  movement  toward  a 
more  liberal  regulatory  environ¬ 
ment  in  Europe  gains  momen¬ 
tum,  cellular  service  providers 
are  likely  to  emerge  as  leading 
competitors  to  the  continent’s 
monopoly  carriers,  observers 
predict. 

Analysts  say  that  during  the 
next  decade,  cellular  service 
prices  will  decline  significantly. 
Also,  European  regulators  have 
so  far  been  fairly  lenient  about  al¬ 
lowing  private  cellular  service 
providers  to  compete  against  mo¬ 
nopoly  post,  telegraph  and  tele¬ 
phone  administrations. 

This  contrasts  with  most  other 
service  markets  in  Europe,  where 
competition  is  extremely  limited. 

“Cellular  radio  is  the  first  al¬ 
ternative  in  Europe  with  its  own 
infrastructure,”  said  Derek  Nich¬ 
olas,  European  affairs  manager 
in  London  with  the  International 
Telecommunications  Users 
Group.  “It  attacks  the  very  base 
of  the  PTTs’  monopoly,  which  is 


voice  telephony.” 

Nicholas  is  also  vice-president 
for  international  telecommuni¬ 
cations  at  Citicorp. 

Much  of  the  optimism  about 
the  future  prospects  of  cellular 
providers  stems  from  predictions 
about  the  rapid  decline  in  service 


“f 

VJellular  radio  is 
the  first  alternative  in 
Europe  with  its  own 
infrastructure.” 

▲  ▲A 


and  equipment  prices  in  the  years 
ahead  —  a  decline  that  is  expect¬ 
ed  to  fuel  a  dramatic  increase  in 
business. 

For  example,  the  average 
price  for  a  mobile  telephone  set 
in  Europe  is  expected  to  fall  from 
( continued  on  page  30 ) 


Soviet  satellite  group 
may  join  INTELSAT 

Merger  would  benefit  Eastern  Bloc  nations,  but 
some  fear  INTELSAT-INTERSPUTNIK  dominance. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  A  So¬ 
viet  satellite  consortium  may 
merge  with  INTELSAT,  the  U.S.- 
led  international  satellite  consor¬ 
tium,  said  the  top-ranking  official 
of  the  Soviet  organization  at  a  re¬ 
cent  conference  here. 

Users  of  international  satellite 
services  expressed  support  for 
the  proposed  merger,  saying  it 
would  bring  better  services  to 
Eastern  Bloc  countries.  But  some 
also  expressed  reservations  that 
such  a  union  could  create  a  pow¬ 
erful  consortium  that  might 
thwart  competition  for  satellite 
services. 

Boris  Chirkov,  INTERSPUT¬ 
NIK  director  general,  and  John 
Hampton,  International  Tele¬ 
communications  Satellite  Orga¬ 
nization  deputy  director  general, 
confirmed  that  discussions  are 
under  way  that  may  lead  to  a 
merger  of  the  two  satellite  con¬ 
sortiums. 

George  McKendrick,  executive 
director  of  the  International 
Telecommunications  Users 
Group  (INTUG),  said  a  merger 
would  bring  increased  commer¬ 
cial  satellite  communications  be¬ 
tween  the  Eastern  Bloc  and  the 
rest  of  the  world. 

But  McKendrick  added,  “IN- 
TUG  hopes  the  strong  consortium 
that  may  emerge  will  not  use  its 
muscle  to  inhibit  competition  in 
the  satellite  field.”  He  also  said 
the  development  of  competition 
to  INTELSAT  and  INTERSPUTNIK 
is  essential  to  users. 

In  the  noncommunist  world, 
the  120-member  INTELSAT  cur¬ 
rently  maintains  a  monopoly  on 
international  public  switched  sat¬ 


ellite  service.  However,  the  con¬ 
sortium  in  recent  years  has  eased 
its  policy  and  allowed  Pan  Ameri¬ 
can  Satellite  Corp.  to  carry  pri¬ 
vate  traffic,  and  it  is  considering 
further  liberalization  (“FCC 
urged  to  postpone  rule  about  sat¬ 
ellite  competition,”  NW,  Feb. 
18). 

In  communist  countries,  the 
15-member  INTERSPUTNIK  also 
operates  as  a  monopoly,  provid¬ 
ing  services  to  Cuba  and  other  na¬ 
tions. 

But  as  the  Cold  War  has  melted 
away,  so  too  has  the  line  between 
communist  and  noncommunist 
countries. 

Last  October,  a  united  Germa¬ 
ny  joined  INTERSPUTNIK,  Chir¬ 
kov  said.  Germany  is  also  a  mem¬ 
ber  of  INTELSAT.  And  last  month, 
Romania  joined  INTELSAT, 
Hampton  said,  adding  that  Po¬ 
land  and  Hungary,  moving  to¬ 
ward  free-market  economies, 
also  want  to  join  the  group  in  or¬ 
der  to  increase  its  ties  to  the  West. 

The  merger  discussions  initi¬ 
ated  by  the  Soviets  have  been 
conducted  for  about  a  year, 
Hampton  said.  He  added  that  IN¬ 
TELSAT  has  about  120,000  cir¬ 
cuits,  while  INTERSPUTNIK  has 
around  1,000. 

As  to  the  current  Soviet  views 
on  a  merger,  Chirkov  would  only 
say,  “The  door  is  not  closed,  [but] 
it’s  not  completely  open.” 

Most  observers  say  the  merg¬ 
er  would  reap  greater  benefits  for 
INTERSPUTNIK  than  INTELSAT. 
The  U.S.-built  INTELSAT  satel¬ 
lites  are  widely  regarded  as  supe¬ 
rior  to  those  of  INTERSPUTNIK. 

Participation  in  INTELSAT 
would  give  the  Soviets  greater  ac- 
(continued  on  page  30) 
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Take  on 
the  tough 
circuits." 


—A/Prekeris, 

VP  Engineering 

World  Communications.  Inc. 


Part  of  being  a  top  interna¬ 
tional  carrier  is  taking  on  the 
jobs  other  carriers  can’t — or 
won't— handle. 

We've  performed  our 
share  of  small  miracles  at 
WorldCom.  Like  not  just 
serving  as  international  car¬ 
rier  for  a  European  company, 
but  reconfiguring  their  net¬ 
work  as  many  as  two  times  a 
week  as  their  changing 
needs  dictate,  and  obtaining 
type  approval  for  special 
equipment. 


WorldCom  can  also  take 
you  to  places  where  others 
fear  to  tread.  Our  knowledge 
of  (and  relationship  with) 
PTTs  and  other  agencies  in 
developing  countries  enables 
us  to  get  you  circuits  others 
might  not  get  so  easily.  We'll 
also  train  your  personnel  to 
operate  your  network 
properly. 

Finally,  we'll  take  on  the 

WorldCom 


tough  job  of  managing  your 
network  at  the  distant  end — 
saving  you  the  costs  of  staff¬ 
ing  it  yourself.  It's  the  kind  of 
responsibility  other  carriers 
shy  away  from — and  we 
actually  look  for. 

At  WorldCom,  it's  my  job 
to  help  our  engineers  rise  to 
your  international  network 
challenge.  Put  us  to  the  test. 
Call  800-733-3755  for  more 
information. 
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Soviet  satellite  group 
may  join  INTELSAT 

continued  from  page  29 
cess  to  U.S.  satellite  technology,  said  Ran¬ 
dall  Kroszner,  assistant  professor  of  eco¬ 
nomics  at  the  University  of  Chicago  who 
has  studied  both  consortia. 

Neither  consortium  has  publicly  de¬ 
fined  the  terms  or  framework  for  the  merg¬ 
er.  But  some  observers  suggest  that  a 
merger  would  give  the  Soviets  an  inexpen¬ 
sive  membership  in  INTELSAT. 

“Instead  of  putting  up  cash,  they’ll  put 
up  satellites,”  said  one  source  who  re¬ 
quested  anonymity. 

A  merger  could  also  result  in  greater 
hard  currency  revenue  for  members  of  IN¬ 


TERSPUTNIK.  Last  month,  INTERSPUTNIK 
shifted  from  a  payment  system  based  on 
nonconvertible  rubles  to  one  based  on 
hard  currency,  such  as  U.S.  dollars  and 
Swiss  francs. 

The  hard  currency  crunch  in  the  USSR  is 
so  severe  that  the  Soviet  Ministry  of  Com¬ 
munications  has  asked  AT&T  to  lease  cir¬ 
cuits  on  INTERSPUTNIK  to  help  alleviate 
the  country’s  hard  currency  shortage.  But 
because  of  both  INTELSAT  and  U.S.  gov¬ 
ernment  policies,  AT&T  is  required  to  seek 
special  permission  from  the  U.S.  Depart¬ 
ment  of  State,  INTELSAT  and  the  Federal 
Communications  Commission. 

AT&T  is  currently  required  to  use  IN¬ 
TELSAT  circuits  to  carry  satellite  traffic 
from  the  U.S.  to  the  Soviet  Union,  with 


AT&T  and  the  Soviet  Ministry  of  Communi¬ 
cations  splitting  the  cost  of  leasing  INTEL¬ 
SAT  circuits.  Payment  to  INTELSAT  is  re¬ 
quired  in  hard  currency  under  INTELSAT 
rules. 

Although  they  are  facing  a  traffic  over¬ 
load,  “the  Soviets  don’t  have  sufficient 
hard  currency  to  purchase  further  cir¬ 
cuits,”  explained  Charlie  Meyers,  AT&T’s 
manager  in  international  policy  develop¬ 
ment. 

Last  fall,  the  U.S.  State  Department 
granted  AT&T  permission  for  unlimited 
use  of  INTERSPUTNIK  private  lines  and  as 
many  as  100  switched  circuits  to  handle 
traffic  to  the  Soviet  Union. 

AT&T  still  needs  INTELSAT  and  FCC 
permission  for  that  usage.  □ 


EDUCATION 

DEVELOPMENT 

FOUNDATION 


The  East- West  Education 
Development  Foundation,  a 
not-for-profit  foundation,  is 
seeking  donations  of  surplus 
personal  computers  and 
peripherals  for  placement  in 
educational  institutions  in 
the  USSR  and  Eastern 
Europe.  The  goal  of  the 
Foundation  is  to  introduce 
information  technology  into 
the  educational  system  of 
those  countries  evolving 
toward  a  democratic,  free 
market  society.  By 
educating  the  students  on 
the  power  of  information 
technology,  they  will  be 
better  equipped  to  compete 
in  the  global  market  of 
tomorrow. 


Information  Technology 
Vendors: 

Excess  inventory  donated  to 
the  East- West  Education 
Development  Foundation 
may  earn  an  additional  tax 
deduction*,  as  well  as  build 
market  share  for  your  brand 
in  emerging  markets. 

Corporations: 

As  systems  are  upgraded  to 
new  technology  platforms, 
East-West  Education 
Development  Foundation 
will  place  your  old 
equipment  where  it  will  be 
used  and  valued.  Your 
corporation  may  earn  an 
additional  tax  deduction.* 


Of  special  note: 

The  East- West  Education 
Development  Foundation 
will  match  computer 
donations  to  schools  in  the 
USSR  and  Eastern  Europe 
with  donations  in  the 
United  States. 


For  further  information, 
please  contact: 

The  East- West  Education 
Development  Foundation 

One  Exeter  Plaza,  15th  Floor 
Boston,  MA  02116 
Tel:  (617)  542-1234 
Fax:  (617)  542-3333 


‘Under  IRS  Section  170(e)(3).  corporations  which  donate  their  inventory  (property  sold  in  the  normal  course  of  business)  to  certain 
charitable  educational  organizations,  receive  an  additional  tax  benefit.  The  deduction  will  be  the  total  of  (a)  the  donor’s  tax  basis  in 
the  donated  inventory,  plus  (b)  one-half  of  the  difference  between  the  inventory’s  tax  basis  and  its  fair  market  value,  (c)  any 
incidental  costs  associated  with  donating  the  inventory,  such  as  shipping,  postage  or  warehousing. 


Cellular  firms  poised 
for  PTT  competition 

continued from  page  29 
$l,46l  in  1989  to  $777  in  1996,  accord¬ 
ing  to  Market  Intelligence  Research  Corp. 
in  Mountain  View,  Calif. 

This  decline  will  be  fueled  by  the  emer¬ 
gence  of  handsets  that  employ  the  new 
Cordless  Telephone  2  digital  telepoint 
technology. 

Telepoint,  often  called  the  “poor 
man’s”  cellular  telephone,  is  a  new  tech¬ 
nology  that  allows  users  to  purchase  low- 
cost  telephones  enabling  them  to  place 
outgoing  calls  within  close  range  of  a  tele¬ 
point  transceiver. 

Cellular  service  prices  are  also  expect¬ 
ed  to  decline,  according  to  Nicholas.  Cur¬ 
rently,  cellular  services  are  about  three  to 
four  times  more  expensive  than  terrestrial 
network  services.  He  predicts  that  within 
10  years,  cellular  service  will  be  compara¬ 
ble  in  price  to  the  fixed  services  available 
from  the  PTTs. 

Regulatory  freedom 

In  addition,  cellular  telephone  opera¬ 
tors  are  enjoying  a  liberalization  of  the 
regulatory  regime  in  Europe.  For  example, 
France  currently  allows  a  consortium  of 
private  companies,  including  Alcatel  N.V., 
to  operate  a  mobile  telephone  network  in 
competition  with  France  Telecom’s  cellu¬ 
lar  telephone  service,  Radiocom  2000. 
This  represents  the  only  voice  service 
competition  France  Telecom  faces. 

Both  France  and  Germany  are  licensing 
consortiums  of  private  companies  to  build 
new  digital  cellular  networks  that  will  pro¬ 
vide  mobile  telephone  services  in  competi¬ 
tion  with  government-owned  carriers.  And 
the  U.K.  already  allows  four  separate  cellu¬ 
lar  telephone  systems  and  a  handful  of 
telepoint  operators  to  compete  in  that 
country. 

“The  economics  of  mobile  telephony 
will  be  such  that  in  subsequent  years,  it  will 
be  quite  competitive  in  price  with  fixed  ser¬ 
vices,”  said  Bryan  Carsberg,  director  of 
the  Office  of  Telecommunications,  the 
U.K.’s  principal  regulatory  agency. 

Competition  in  the  U.K. 

As  part  of  a  major  regulatory  reform 
package  now  being  debated,  the  U.K.’s  De¬ 
partment  of  Trade  and  Industry  has  pro¬ 
posed  that  cellular  and  telepoint  operators 
be  allowed  to  compete  fully  with  dominant 
carrier  British  Telecommunications  PLC 
and  rival  Mercury  Communications,  Ltd. 

Currently,  British  cellular  and  telepoint 
service  providers  must  route  traffic  over 
British  Telecom’s  or  Mercury’s  terrestrial 
facilities  to  complete  most  calls.  Under  the 
new  proposals,  cellular  and  telepoint  op¬ 
erators  would  be  able  to  build  their  own 
terrestrial  networks. 

EC  joins  fray 

Cornelius  Berben,  who  heads  up  the  Eu¬ 
ropean  Commission’s  network  access  reg¬ 
ulation  division,  said  that  over  the  next  few 
years,  commission  officials  will  likely  be¬ 
gin  discussing  new  regulations  that  would 
force  all  1 2  Common  Market  countries  to 
allow  competition  in  the  cellular  market. 

But  even  though  greater  competition 
appears  imminent,  Nicholas  warned  that 
regulators  may  eventually  attempt  to  pull 
back. 

“You  will  see  howls  and  screams  from 
the  fixed  service  providers  as  they  try  to 
scratch  and  clawback  [their  monopoly  sta¬ 
tus],’’  he  said.  □ 
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irst  Look 


Xerox  fax  machine 
doubles  as  fax  server 

Xerox  Corp.  recently  an¬ 
nounced  the  LAN/Fax  Ex¬ 
press  21,  a  plain  paper  fac¬ 
simile  machine  that  doubles  as 
a  local-area  network  fax  serv¬ 
er  for  Novell,  Inc.  NetWare 
LANs. 

Combining  the  Xerox  Tele¬ 
copier  7021  and  its  LAN/ 
Fax  Express  hardware  and 
software,  the  LAN/Fax  Ex¬ 
press  21  enables  personal 
computers  in  LAN  environ¬ 
ments  to  generate  faxes  using 
pop-up  windows  from  within 
existing  applications. 

Incoming  faxes  can  be 
printed  on  the  7021,  output  to 
an  optional  dedicated  laser 
printer  or  stored  electronical¬ 
ly  in  the  the  network  file  serv¬ 
er.  Faxes  can  also  be  sent  di¬ 
rectly  to  private  mailboxes 
using  push-button  codes.  LAN 
users  can  access  a  list  of  faxes 
in  their  mailboxes  and  then 
view,  print,  save,  route,  refax 
or  delete  them. 

LAN/Fax  Express  32  also 
enables  users  to  scan  docu¬ 
ments  into  the  net  for  storage 
in  PCX  graphics  format. 

The  LAN/Fax  Express  32 
costs  $6,995.  Customers  with 
a  Xerox  7020  or  7021  fax  ma¬ 
chine  can  upgrade  their  ma¬ 
chine  for  $2,995. 

Xerox  Corp.  Xerox 
Square,  Rochester,  N.  Y, 
14644;  ( 800)832-6979 . 


UB  enhances  twisted-pair 
network  interface 

Ungermann-Bass,  Inc.  re¬ 
cently  announced  an  en¬ 
hanced  version  of  its  NIUpc/ 
Ethernet  on  twisted  pair  (NIU- 
pc/EOTP)  network  interface, 
a  half-slot  card  that  combines 
features  such  as  on-board  RJ- 
45  and  attachment  unit  inter¬ 
face  ports  and  lOBaseT  com¬ 
patibility  with  the  original 
benefits  of  the  NIUpc/EOTP. 

The  card  offers  an  active 
network  management  agent 
that  provides  the  ability  to  ex¬ 
tend  network  management  to 
the  workstation.  It  also  has 
protocol  processor  functions 
that  off-load  network  tasks  to 
the  card’s  processor. 

The  card  is  expected  to  be 
available  in  March  for  $895. 

Ungermann-Bass,  Inc., 
3900  Freedom  Circle,  Santa 
Clara,  Calif.  95052;  (800) 
873-6381.  U 


DG  offers  LAN-based 
office  automation 

New  Open  Systems  Office  wares  enable  users  to 
create  enterprise  work  groups  of  Unix  servers,  PCs 


VMX  voice 
system  talks 
with  DBMSs 

SAN  JOSE,  Calif.  —  VMX,  Inc. 
recently  unveiled  the  VMX  300,  a 
mid-range  voice  processing  sys¬ 
tem  that  bundles  call  processing 
and  voice  messaging  with  the 
ability  to  interact  with  data  base 
management  systems. 

VMX  is  positioning  the  device 
as  a  mid-range  model  in  its  line  of 
voice  processors,  bracketed  on 
the  low  end  by  the  company’s 
VMX  100  and  VMX  Dial  systems 
and  on  the  high  end  by  VMX  5000. 

VMX  officials  said  the  new 
model  fills  a  gap  between  the 
VMX  Dial  and  VMX  5000  systems, 
offering  users  configurations  that 
cost  as  much  as  25%  less  than 
similarly  packaged  VMX  5000 
systems. 

The  VMX  300  supports  200  to 
2,000  users,  is  expandable  from 
four  to  32  ports  and  offers  as 
many  as  350  hours  of  voice  stor¬ 
age. 

By  contrast,  the  company’s 
VMX  Dial  system  supports  25  to 
750  users,  is  expandable  from 
two  to  16  ports  and  offers  up  to 
44  hours  of  voice  storage.  The 
VMX  5000  serves  from  750  to 
5,000  users,  is  expandable  from 
eight  to  64  ports  and  offers  up  to 
258  hours  of  voice  storage. 

According  to  David  Ladd,  ex¬ 
ecutive  vice-president  of  product 
development  at  the  company,  the 
VMX  300  comes  in  configurations 
with  18,  24  or  26  ports. 

The  VMX  300  can  be  used  as  a 
single  system  integrated  with  a 
private  branch  exchange  or  Cen¬ 
trex  telephone  system,  or  it  can 
be  linked  to  other  VMX  systems  to 
form  a  multilocation  voice  pro- 


SANTA  CLARA,  Calif.  —  Syn- 
Optics  Communications,  Inc.  re¬ 
cently  announced  a  low-end, 
managed  lOBaseT  Ethernet  con¬ 
centrator  that  costs  less  than 
$200  per  port. 

The  Model  2810  Managed 
lOBaseT  Workgroup  Concentra¬ 
tor,  used  in  local-area  networks 
wired  in  a  star  configuration,  has 
1 2  ports  for  unshielded  twisted¬ 
pair  wire  links  to  workstations  at 
distances  up  to  360  feet. 

Each  concentrator  also  has 
one  attachment  unit  interface 
port  that  can  be  used  to  link  the 
device  to  other  2810s  via  a  vari¬ 
ety  of  media. 


cessing  network. 

The  VMX  300  supports  VMX- 
works,  an  application  program 
interface  that  lets  users  integrate 
the  VMX  300’s  call  processing 
and  voice-messaging  features 
with  local  and  remote  data  base 
information. 

The  device  also  offers  a  range 
of  call  and  message  processing 
options,  including  Personal  As¬ 
sistance,  which  enables  a  user  to 
forward  a  phone  to  another  ex¬ 
tension  for  personal  call  cover¬ 
age;  Adaptive  Integration,  which 
provides  callers  with  information 
about  the  dialed  party  and  also 
offers  a  list  of  options;  and  First- 
In,  First-Out  Queuing,  which  puts 
multiple  callers  on  hold  for  the 
next  available  operator  and  in¬ 
forms  them  where  they  stand  in 
the  queue. 

Susan  Huntoon,  an  office  as¬ 
sistant  supervisor  at  The  Human 
Services  Agency  of  Merced  Coun¬ 
ty,  Calif.,  and  an  early  user  of  the 
VMX  300,  said  her  company  cut 
over  to  the  new  voice  system  in  a 
single  weekend.  “It  happened  so 
smoothly,  our  employees  hardly 
noticed,”  she  said.  “And  because 
the  VMX  300  uses  the  same  com¬ 
mands  as  the  VMX  Dial  system  we 
previously  used,  we  didn’t  have  to 
retrain  employees  or  explain  the 
system  to  callers.” 

She  said  that  about  half  of  the 
agency’s  callers  are  now  using 
the  VMS  300  to  direct  incoming 
calls,  significantly  reducing  the 
need  for  clerks  to  take  messages. 

Pricing  for  the  VMX 
300  ranges  from  $50,000  to 
$395,000,  depending  on  the 
number  of  ports,  as  well  as  disk 
storage  and  software  options. 
The  product  is  scheduled  for  gen¬ 
eral  availability  in  the  second 
quarter  of  this  year. 

For  more  information,  contact 
VMX  at  2115  O’Nel  Drive,  San 
Jose,  Calif.  95131,  or  call  (408) 
441-1144.  □ 


The  2810  can  be  configured 
with  an  optional  local  load  fea¬ 
ture.  It  comes  with  a  Simple  Net¬ 
work  Management  Protocol 
(SNMP)  agent,  meaning  it  can  be 
managed  from  any  station  run¬ 
ning  SynOptics’  LattisNet  Basic 
Network  Management  Software 
or  any  other  third-party  SNMP 
management  station. 

The  device  costs  $2,395  —  or 
$2,595  with  the  local  load  option 
—  and  will  be  available  within  90 
days,  the  company  said. 

Contact  SynOptics  at  4401 
Great  America  Pkwy.,  P.O.  Box 
58185,  Santa  Clara,  Calif.  95052; 
or  call  (408)  988-2400.  □ 


By  Charles  Bruno 

Assistant  Managing  Editor 

BOSTON  —  Data  General 
Corp.  recently  took  the  wraps  off 
a  new  office  automation  package 
that  will  enable  DG  users  to  mi¬ 
grate  from  proprietary  environ¬ 
ments  to  industry-standard  local- 
area  networks. 

DG’s  Open  Systems  Office 
(OSO)/pc.DAA  should  lay  to  rest 
user  concerns  that  the  company’s 
flagship  Comprehensive  Elec¬ 
tronic  Office  (CEO)  office  auto¬ 
mation  software  forced  users  into 
strictly  using  DG’s  proprietary 
equipment. 

OSO/pc.DAA,  by  contrast,  en¬ 
ables  users  to  support  DOS-based 
personal  computers  attached  to 
DG’s  Aviion  Unix-based  servers 
running  Novell,  Inc.’s  Portable 
NetWare.  Users  can  access  data 
on  the  NetWare  servers  or  the 
company’s  older  MV  minicomput¬ 
ers  running  DG’s  CEO  software. 

OSO/pc.DAA  is  based  on  DG’s 
Distributed  Applications  Archi¬ 
tecture  and  provides  users  with 
electronic  mail,  file  and  print  ser¬ 
vices,  as  well  as  application  inte¬ 
gration,  according  to  Jerry  Go- 
guen,  DG’s  manager  of  office 
systems. 

“We’re  giving  users  the  ability 
to  create  enterprisewide  work 
groups  that  transcend  traditional 
departmental  boundaries,”  Go- 
guen  said.  “The  software  enables 
a  network  administrator  to  classi¬ 
fy  certain  users  as  part  of  a  work 
group  and  designate  to  them  LAN 
service  privileges.” 

OSO/pc.DAA  is  an  MS-DOS 
software  package  based  on  Micro¬ 
soft  Corp.’s  Microsoft  Windows 
3.0  graphical  user  interface.  The 
software  also  supports  Hewlett- 
Packard  Co.’s  NewWave  soft¬ 
ware,  enabling  it  to  manipulate 
data  and  applications. 

For  sharing  resources  such  as 
file  servers  and  printers,  OSO/ 
pc.DAA  uses  DG’s  NetWare  for 
Aviion  and  Message  Handling 
System  (MHS)  software. 

Users  install  a  client  portion  of 
the  software  on  their  LAN  work¬ 
stations  and  a  server  module  on 
the  Aviion  servers. 

The  client  code  is  basically  a 
NetWare  DOS  requestor  module 
coupled  with  MHS,  Microsoft  Win¬ 
dows  and  NewWave,  issuing  file 
and  data  requests  across  a  Net¬ 
Ware  LAN  to  a  local  server.  The 
server  component  runs  on  DG's 
scalable  line  of  Aviion  comput¬ 
ers. 


The  server  comes  with  option¬ 
al  gateways  to  give  DOS  users  ac¬ 
cess  to  CEO  files  on  proprietary 
MV  minicomputers. 

According  to  John  Rymer,  a 
senior  consultant  with  Patricia 
Seybold  Office  Computing  Group 
in  Boston,  OSO/pc.DAA  will  pri¬ 
marily  appeal  to  DG’s  CEO  cur¬ 
rent  users. 

“The  move  is  on  to  LANs,  and 
CEO  locked  up  users  in  propri¬ 
etary  minis,”  Rymer  said.  “This 
is  a  product  that  will  let  PC  users 
on  a  LAN  bridge  a  NetWare  and 
CEO  environment.” 

Rymer  said  DG  previously  of¬ 
fered  CEO  Object  Office,  a  tempo¬ 
rary  fix  that  gave  personal  com- 


X  his  is  a  product 
that  will  let  PC  users 
on  a  LAN  bridge 
a  NetWare  and  CEO 
environment,” 
Rymer  said. 
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puter  users  access  to  data  within  a 
CEO  environment.  That  gave 
only  DG  terminal  and  worksta¬ 
tion  users  access  to  CEO  files. 

While  OSO/pc.DAA  is  not  like¬ 
ly  to  win  any  new  customers  for 
DG,  Rymer  said  the  announce¬ 
ment  was  a  bold  move  because 
the  software  backs  NetWare.  Oth¬ 
er  LAN-based  office  automation 
software  —  including  NCR 
Corp.’s  Cooperation,  IBM’s  Of- 
ficeVision/2  and  others  —  sup¬ 
ports  Microsoft’s  LAN  Manager. 

One  improvement  of  OSO/ 
pc.DAA  over  CEO  Object  Office  is 
that  users’  machines  need  no 
longer  emulate  DG  terminals  to 
access  CEO  data. 

OSO/pc.DAA  is  scheduled  to 
ship  in  May.  Pricing  for  configu¬ 
rations  without  Microsoft  Win¬ 
dows  3-0  range  from  $420  for  a 
single-user  license  to  $20,800 
for  up  to  64  users.  Packages  that 
include  Microsoft  Windows  soft¬ 
ware  cost  from  $550  for  a  single 
user  to  $28,800  for  a  64-user  li¬ 
cense. 

For  more  information,  contact 
DG  at  4400  Computer  Drive, 
Westborough,  Mass.  01580,  or 
call  (800)  343-8842.  □ 
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OPINIONS 


BY  NATHAN  MULLER 

The  role  of 
chaos  in  coping 
with  change 

Change  within  the  communications  industry  is  multidimen¬ 
sional:  It  is  sudden,  fast-paced  and  omnidirectional.  Yet  if 
industry’  leaders  are  to  respond  effectively  to  the  forces  of 
change  rather  than  be  swept  along  by  them,  they  must 
understand  the  essence  of  change  and  the  impact  it  has  on 
organizational  structure  and  performance.  The  emerging  study 
of  chaos  theory  may  facilitate  this  understanding. 

Chaos  theory  offers  new  insights  into  the  role  of  complexity 
in  nature.  Specifically,  it  is  a  way  of  seeing  pattern  and  order 
where  formerly  only  the  random,  the  erratic  and  the  unpredict¬ 
able  had  been  observed.  It  can  aid  in  understanding  such 
natural  phenomena  as  the  turbulence  of  wind  and  the  flow  of 
water.  In  addition,  it  is  being  used  to  discover  patterns  in  vast 
amounts  of  economic  data,  which  is  helping  to  spot  trends  that 
previously  escaped  notice  through  conventional  analytic  meth¬ 
ods. 

When  applied  to  the  development  and  implementation  of 
business  strategies,  the  science  of  chaos  may  yield  compelling 
insights.  For  example,  one  of  the  lessons  of  chaos  theory  is  that 
as  the  external  environment  becomes  increasingly  turbulent, 
chance  plays  a  larger  role.  Applying  this  lesson  to  the  business 
environment  poses  a  challenge  to  managers  —  how  to  position 
the  enterprise  to  take  advantage  of  unexpected  change.  Meeting 
this  challenge  involves  three  steps: 

■  The  company  must  find  a  way  to  detect  that  a  change 
in  the  external  environment  has  occurred.  This  can  be 
accomplished  by  formalizing  the  data  collection  process  through 
such  primary  sources  as  salespeople,  field  technicians,  new 
hires,  outside  consultants,  user  groups,  suppliers  and  informal 
contacts  with  competitors  at  association  meetings,  standards 
organizations  and  ad  hoc  industry  groups. 

■  The  company  must  set  up  a  procedure  to  filter, 
process  and  distribute  the  information  in  a  timely 
manner.  The  compilers  of  the  information  must  be  careful  not 
to  flavor  it  with  their  own  personal  biases,  which  would  make  it 
less  useful.  This  requires  people  with  a  rare  blend  of  skills  and 
experience. 

The  intuitive  person  knows  how  to  process  vast  amounts  of 
information  by  separating  what’s  important  from  what’s  unim¬ 
portant  based  on  feel.  The  systematic  person  uses  linear  search 
methods  and  relies  on  logic  to  discover  trends.  Both  types  of 
people  must  be  able  to  add  value  to  the  information  based  on 
their  experience  and  expertise,  and  to  recommend  an  appropri¬ 
ate  course  of  action. 

■  The  organization  must  take  effective  action.  Because  it 
encourages  omnidirectional  communications,  a  flat  organiza¬ 
tional  structure  is  more  conducive  to  the  success  of  this  project. 
By  speeding  the  information  flow  in  this  way,  the  organization 
increases  its  capacity  to  respond  to  change. 

Another  lesson  that  the  science  of  chaos  teaches  is  that 
external  pressures  carry  more  weight  and  begin  to  impinge  on 
established  structures  in  completely  new  ways.  Once  these 
pressures  are  identified,  the  challenge  for  business  is  to  respond 
appropriately.  The  organization  must  be  flexible,  which  permits 
it  to  establish  priorities  and  quickly  reorganize  resources  to 
support  new  objectives. 

At  times,  a  hierarchical,  top-down  approach  will  be  appropri¬ 
ate.  Sometimes  a  flatter,  decentralized  approach  will  be  needed. 
Conceivably,  the  same  organization  may  even  alternate  between 
the  two  as  changing  circumstances  dictate.  Departments  may 
blend  together  in  support  of  a  specific  goal  and  then  separate 
and  recombine  with  other  operating  units  of  the  organization  in 

( continued  on  page  40) 
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EDITORIAL 


NW  expands  its 
network  test  series 


Network  World  has  always 
been  proud  of  its  objective  ex¬ 
amination  of  networking  prod¬ 
ucts,  with  the  goal  of  helping 
readers  make  more  informed 
purchasing  decisions.  We  ac¬ 
complish  this  through  product 
coverage,  our  ongoing  series  of 
Buyer’s  Guides  and  product  test¬ 
ing  articles. 

We  have  found  that  testing  is 
of  particular  importance  to  our 
readers.  Therefore,  we  are  par¬ 
ticularly  proud  to  announce  the 
expansion  of  our  Local-Area 
Network  Test  Series  to  include 
products  that  work  with  net¬ 
works  other  than  LANs.  We  are 
also  pleased  to  announce  that 
we  have  selected  Business  Sys¬ 
tems  Group,  Inc.  (BSG)  of  Hous¬ 
ton  to  conduct  performance 
testing  for  us  in  1991. 

In  keeping  with  the  expan¬ 
sion  of  its  subject  matter,  the 
test  series  has  been  renamed  the 
Network  World  Network  Test 
Series.  The  series  will  also  be 


more  sharply  focused  on  how  for  multivendor  networking, 
networking  products  work  in  Product  testing  for  the  first 
conditions  similar  to  typical  article  of  the  1991  series,  multi¬ 
business  environments.  protocol  local  and  remote  rout- 

This  task  sounds  sim-  t  d  d  *  ers,  is  already  under  way. 


pie,  but  actually  many  ^ 
published  product  V 
tests  deliver  raw  • 
throughput  figures 
without  examining  r*' 
the  performance  of  the  ^ 


\V \tn/ 


The  test  results  will  be 
published  in  the  fea- 
•  tures  section  in  March 
eg.  or  early  April. 

Future  test  series 
subjects  will  include 


U1V  VI  WIV  ^  Wilt  111V1UUX. 

products  as  they  are  gen-  V/l  „p.hS>v  client/server  data  base 
erally  used  in  an  enterprise  ™  i.an  simpr- 


systems,  LAN  super¬ 


network. 

BSG  is  a  rapidly  growing  sys¬ 
tems  integrator  that  specializes 
in  helping  users  build  enter¬ 
prisewide  networks.  It  has  con¬ 
ducted  thorough  product  and  in¬ 
teroperability  tests  of  network 
products  for  many  Fortune  500 
companies. 

Testing  for  the  series  will  be 
conducted  in  the  laboratories  of 
BSG’s  Enterprise  Technology 
Center.  In  addition  to  having 
state-of-the-art  testing  facilities, 
the  center  serv  es  as  a  showcase 


servers  and  the  interoperability 
of  1  OBaseT  products. 

We  are  committed  to  making 
the  Network  Test  Series  a  sim¬ 
ple,  critical,  objective  and  highly 
useful  guide  to  product  perfor¬ 
mance. 

BSG  shares  these  aims.  In¬ 
deed,  BSG  President  Steve  Pa- 
permaster  succinctly  summa¬ 
rizes  the  test  series’  goal  as 
being  “to  help  managers  make 
hard  choices  about  building  and 
maintaining  enterprise  net¬ 
works.”  □ 
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MACROSCOPE 


BY  JAMES  KOBIELUS 


Virtual  reality  may  transform 
future  multimedia  interfaces 


Participants  in  a  multimedia 
conference  can  see  and  speak 
with  one  another,  exchange  fac¬ 
simile  and  electronic  mail  mes¬ 
sages,  and  jointly  create  graph¬ 
ics  and  edit  documents  on 
shared  computer  screens. 

Taken  to  its  logical  extreme, 
multimedia  technology  can 
serve  as  the  basis  for  “virtual  re¬ 
ality,”  a  concept  pioneered  by 
the  Massachusetts  Institute  of 
Technology’s  Media  Laboratory 
and  other  research  groups. 

Virtual  reality  architectures 
almost  literally  invite  users  to 
step  into  the  world  defined  by 
the  system.  Sophisticated  I/O 
devices,  such  as  touch  screens, 
goggles,  heads-up  displays  and 
data  gloves,  enable  users  to  view 
and  manipulate  electronic  infor¬ 
mation  and  images  in  three  di¬ 
mensions.  These  technologies 
allow  engineers,  for  example,  to 
redesign,  rotate  and  juxtapose 
computer-aided  design  models 
on  computer  displays  as  if  the 
models  were  physical  objects. 

Virtual  reality  technologies 
take  metaphorical  expressions 
that  systems  professionals  use 
every  day  —  such  as  “environ¬ 
ment”  and  “object”  —  and 
transform  them  into  quasi-liter¬ 
al  descriptions. 

The  electronic  environment 
merges  with  the  user’s  day-to- 
day  environment,  and  the  elec¬ 
tronic  object  behaves  more  and 
more  like  a  material  object.  The 
distinction  between  information 
technology  and  the  physical 
world  we  inhabit  begins  to  dis¬ 
solve.  Used  appropriately  and 
not  just  as  a  gimmick,  these 
technologies  can  truly  redefine 
what  it  means  for  a  network  in¬ 
terface  to  be  transparent. 

Imagine  extending  an  out¬ 
stretched  arm  across  a  video 
map  of  the  U.S.,  directing  the 

Kobielus,  a  contributing 
editor  to  Network  World,  is  a 
telecommunications  analyst 
with  Fairfax,  Va.-based  Net¬ 
work  Management,  Inc.,  one 
of  the  largest  local-area  and 
wide-area  network  systems 
integrators  in  the  U  S. 


system  to  zoom  in  on  Southern 
California  and  then  pointing  at 
the  image  of  your  company’s 
headquarters  in  Anaheim.  This 
last  action  causes  the  system  to 
display  an  organizational  chart 
for  that  site,  with  each  employee 
represented  on  the  tree  by  a 
scanned  photograph.  Point  to  a 
particular  picture  and  a  high- 
definition,  three-dimensional 
videoconferencing  session  with 
that  person  is  established. 

Or  imagine  how  virtual  reali¬ 
ty  can  transform  today’s  graphi¬ 
cal  user  interface,  such  as  Micro¬ 
soft  Corp.’s  Microsoft  Windows, 
NeXt,  Inc.’s  NextStep  or  Apple 


▼  irtual  reality  may  be 
a  bit  too  rich  —  and 
flaky  —  for  the  tastes 
of  most  companies. 
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Computer,  Inc.’s  Macintosh. 

Nature’s  best  pointing  device 
—  the  human  finger  —  takes 
the  place  of  today’s  mouse.  Us¬ 
ers  can  pick  up,  open  and  scan 
on-screen  file  folders  with  the 
same  deft  hand  motions  they  use 
on  paper  files. 

This  on-line  world  could  obey 
the  laws  of  physics  and  optics  in 
which  computerized  objects  di¬ 
minish  in  size  as  they  move  to 
the  background,  cast  shadows 
and  make  noise  when  they  col¬ 
lide  or  brush  up  against  one  an¬ 
other.  Such  a  world  would  feel 
familiar  and  livable  to  even  the 
most  technophobic  user. 

However,  virtual  reality  may 
be  a  bit  too  rich  —  and  flaky  — 
for  the  tastes  of  most  companies 
exploring  multimedia  for  train¬ 
ing,  education,  customer  service 
and  other  applications. 

Most  multimedia  systems  for 
the  foreseeable  future  will  prob¬ 
ably  continue  to  use  the  trusty 
old  human  interface  technol¬ 
ogies:  the  keyboard,  mouse  and 


video  display  terminal. 

One  of  the  drawbacks  of  mul¬ 
timedia  when  accessed  using 
these  traditional  interface  de¬ 
vices  is  the  potential  for  clutter 
as  more  and  more  types  of  infor¬ 
mation  jostle  for  the  user’s  at¬ 
tention. 

Multimedia  systems  tend  to 
overwhelm  users  with  an  embar¬ 
rassment  of  electronic  riches. 
Most  place  textual,  graphical, 
animation  and  audio/visual  ob¬ 
jects  in  overlapping  windows 
that  scatter  users’  attention. 

When  too  much  information 
is  displayed  in  a  tight,  two-di¬ 
mensional  frame,  the  mind 
tends  to  boggle. 

If  not  designed  with  elegance 
and  restraint,  multimedia  appli¬ 
cations  can  resemble  a  bad  art 
film  —  a  bewildering  sequence 
of  apparently  arbitrary  sounds 
and  images. 

Designed  well,  however,  mul¬ 
timedia  applications  can  har¬ 
ness  this  complexity  and  have  a 
stunningly  positive  effect. 

The  most  important  ingredi¬ 
ent  in  multimedia  application 
design  —  when  virtual  reality 
technologies  are  not  available 
—  is  the  ability  to  suggest  the 
third  dimension  in  the  user’s 
mind.  Hypermedia  applications 
often  accomplish  this  by  guiding 
users  through  a  simulated  3-D, 
on-screen  environment,  such  as 
through  a  stack  of  cards  or 
across  a  landscape. 

This  simulated  spatial  inter¬ 
face  becomes  the  conceptual  fo¬ 
cus  of  the  entire  application, 
from  which  complex  informa¬ 
tion  in  assorted  media  may  be 
accessed.  For  example,  a  multi- 
media  electronic  message  may 
present  the  recipient  with  a  sim¬ 
ulated  folding  file  —  each  com¬ 
partment  of  which  may  be  ex¬ 
panded  to  explore  its  varied 
contents. 

The  mind  works  best  in  three 
dimensions.  The  success  of  net¬ 
work  and  stand-alone  multime¬ 
dia  applications  depends  on 
whether  developers  can  create 
an  on-line  environment  that  ap¬ 
pears  solid  and  tangible  to  end 
users.  □ 


LIKE  ALLIGATORS  IN  A  SWAMP,  unforeseen  problems  can  really  put  the  bite  on  a 
communications  operation.  Many  managers  find  themselves  wrestling  with  these  networking 
reptiles  every  day. 

If  you’ve  survived  an  “alligator  attack,”  share  it  with  our  readers  by  calling  Susan  Collins, 
assistant  features  editor,  at  (508)  820-7413  or  fax  your  idea  to  us  at  (508)  820-3467.  Alligators 
should  be  1,200  words  in  length  and  submitted  either  on  disk  or  via  modem. 
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BY  FRANK  AND  TROISE 


Thv>  memo  ssfit  "To  build  O  competitive 
network  our  staff  needs  insight,  courage, 
innovation,  energy  and  dedication*,  „ 
(y&El„  FiZTPpffff,,  tbeSe  peopfe  are  in 
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LETTERS 


Authors  rebut  review 

Your  review  of  LANs  to 
WANs:  Network  Management 
in  the  1990s  (“Book  on  net 
management  short  on  LAN  ad¬ 
vice,”  NW,  Jan.  21)  contained 
statements  that  may  have  con¬ 
fused  readers  about  the  nature 
and  scope  of  our  book. 

The  reviewer,  Eric  Schmall, 
claims  that  only  70  pages  of 
the  text  cover  LANs.  Ignored 
was  a  whole  chapter  describ¬ 
ing  metropolitan-area  net¬ 
works,  Fiber  Distributed  Data 
Interface,  Switched  Multimega¬ 
bit  Digital  Service  and  other 
LAN  extension  methods.  Even 
the  chapter  on  private  branch 
exchanges  includes  a  discus¬ 
sion  of  local-area  networking. 

The  book’s  index  reveals 
that  LANs  are  brought  into 
numerous  other  discussions, 
in  recognition  of  the  fact  that 
there’s  no  longer  a  clean  sep¬ 
aration  between  LANs  and 
WANs. 

The  reviewer  also  claims 
that  the  topic  of  network  man¬ 
agement  receives  little  more 
than  30  pages.  Actually,  net¬ 
work  management  is  covered 
in  every  relevant  chapter  and 


in  terms  most  appropriate  for 
the  device  or  service  under 
discussion:  configuration  man¬ 
agement,  fault  management, 
performance  management,  ac¬ 
counting  management  and  se¬ 
curity. 

For  example,  the  chapter 
on  data  service  unit/channel 
service  units  fully  describes 
network  diagnostics  and  fault 
isolation.  Other  chapters  cov¬ 
er  such  management  topics  as 
static  bandwidth  management 
via  a  digital  access  and  cross- 
connect  system,  network  re- 
storal  and  trunk-group  restor- 
al  methods  planned  for 
AT&T’s  Software-Defined  Data 
Network  service. 

The  book  is  criticized  for 
occasionally  providing  too 
much  detail,  as  in  describing 
(continued  on  page  40) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed  and 
double-spaced.  Mail  them  to 
Editor,  Network  World,  161 
Worcester  Road,  Framing¬ 
ham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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Satellite  networks 


CONTINUED  FROM  PAGE  1 
Gone  are  the  days  when  users 
had  to  have  pockets  deep  enough 
to  own  and  operate  their  own 
master  station.  The  large  manu¬ 
facturers  and  carriers  now  pro¬ 
vide  shared  hub  services  in  addi¬ 
tion  to  equipment  sales.  A  new 
group  of  systems  integrators  has 
entered  the  market,  providing 
shared  hub  services  on  a  regional 
basis  for  smaller  organizations. 

Then  came  1991.  Perhaps 
sensing  new  application  opportu- 

Arst  is  president  of  Commu¬ 
nication  Strategies  Associates, 
Inc.,  a  Cupertino,  Calif.-based 
consultancy  that  specializes  in 
outsourcing,  very  small  aper¬ 
ture  terminal  networks  and 
wireless  personal  networks. 


nities,  vendors  became  aggres¬ 
sive  in  pricing.  The  year  has  start¬ 
ed  out  with  new  products  from  all 
the  major  satellite  network  sup¬ 
pliers.  Both  Hughes  Network  Sys¬ 
tems,  Inc.  and  Scientific-Atlanta, 
Inc.  have  announced  low-cost 
VSAT  units  that  bring  pricing 
down  to  as  little  as  $250  per 
month  per  remote  node  in  quan¬ 
tities  of  1 ,000  units. 

Additionally,  Scientific-Atlan¬ 
ta  has  announced  an  extremely 
small  private  hub  priced  to  com¬ 
pete  with  shared  hub  services. 
Hughes  has  sweetened  its  offer¬ 
ings  with  a  local-area  network  in¬ 
terconnection  service. 

AT&T  Tridom  has  announced 
several  new  product  improve¬ 
ments,  including  a  host  interface 
disaster  recovery  service  that 


provides  complete  backup  of  all 
major  network  components.  It 
may  be  alternately  routed  to  des¬ 
ignated  customer  or  commercial 
disaster  recovery  service  hosts. 

Also,  GTE  Spacenet  Corp.  has 
announced  major  network  man¬ 
agement  augmentations,  includ¬ 
ing  a  user-friendly  graphical  in¬ 
terface  that  runs  on  a  Sun 
Microsystems,  Inc.  workstation. 
And  Contel  ASC  is  offering  a  vir¬ 
tual  hub  service  that  provides  lo¬ 
cal  access  to  its  data  network  ser- 


CHART •  GUIDE 

A  Buyer's  Guide  chart  com¬ 
paring  the  offerings  of  vari¬ 
ous  VSAT  service  providers 
is  on  page  38. 


vice  in  50  metropolitan  areas. 

In  addition,  international  op¬ 
erating  capabilities  have  been 
enhanced.  Companies  can  now 
implement  transborder  services 
to  Canada  and  Mexico.  And  direct 
private  satellite  network  links  to 
South  America  and  portions  of 
Europe  are  also  available. 

With  more  than  35,000  VSATs 
installed,  satellite  transmission 
has  proven  its  reliability.  Now’  its 
vendors  are  concentrating  on 
providing  advanced  capabilities 
and  network  management  op¬ 
tions. 

Data,  video,  image,  voice  and 
audio  applications  are  now  sup¬ 
ported  over  VSAT  facilities.  And 
with  extensive  network  manage¬ 
ment  and  catastrophe  backup  ca¬ 
pabilities  deployed,  VSAT  ser- 
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vices  are  now  positioned  to  serve 
as  a  nonvoice  corporate  informa¬ 
tion  distribution  backbone. 

Outsource  your  network 

Procuring  and  operating  a 
VSAT  network  is  like  outsourcing 
your  defined  set  of  communica¬ 
tions  needs.  You  will  no  longer 
need  to  deal  with  multiple  carri¬ 
ers  and  equipment  providers,  and 
you  don’t  need  to  become  a  do-it- 
yourself  expert  in  still  another 
technology  in  order  to  enjoy  its 
benefits.  Instead,  the  shared  hub 
industry  vendors  offer  a  single 
source  for  the  design,  equipment, 
maintenance  and  full  operation 
of  your  private  network. 

With  VSAT  sendees  now'  wide¬ 
ly  available  from  carriers  and 
sendee  providers,  what  should 


you  look  for  when  evaluating 
them? 

Typically,  smaller  networks 
—  comprising  10  to  50  nodes  — 
are  handled  by  the  smaller  re¬ 
gional  vendors,  which  are  orga¬ 
nized  to  support  these  networks 
and  can  devote  their  time  to  your 
specific  application.  Working 
with  a  vendor  in  your  geographic 
region  can  provide  more  face-to- 
face  support  opportunities  and 
lower  host  link  costs. 

The  large  carriers  and  manu¬ 
facturers  provide  extensive 
software  and  systems  cus-  ^ 
tomization  capabilities. 

Your  choice  can  well  ^ 
be  driven  by  your 
need  for  ven-  ^ 
dor-special 
ized  non 


data  services,  such  as  video,  or 
the  vendor’s  operation  of  multi¬ 
ple  satellites  and  multiple  shared 
hubs  to  meet  your  specific  catas¬ 
trophe  backup  needs. 

As  feature  differences  be¬ 
tween  the  various  equipment 
manufacturers  have  become  nar¬ 
rower,  service  has  become  the  fi¬ 
nal  —  and  most  important  — 
consideration  w'hen  choosing  a 
vendor. 

Choose  your  cost  structure 

One  of  the  most  pleasant  de¬ 
velopments  of  1991 

thus  far  has  been 

the  intro¬ 


duction  of  a  new  generation  of 
low-cost  VSAT  units.  The  vendors 
of  these  products  claim  users  can 
expect  costs  of  as  low  as  $250  per 
month  per  remote  node  when 
purchased  in  quantities  of  1,000 
units. 

Examples  of  these  units  are 
the  recently  announced  Scientif- 
ic-Atlanta  SkylinX  Express  unit 
(“Downsized  VSAT  suited  for  low 
traffic  at  remote  sites,”  NW,  Jan. 
28)  and  the  Hughes  Network  Sys¬ 
tems  model  PES  6000  (“Hughes 
new  PES  VSAT  line  offers  range  of 
models,”  NW,  Dec.  10,  1990). 
They  use  smaller  antennas  (less 
than  1  meter)  than  the  1.8-meter 
antennas  required  by  the  current 
generation  of  VSATs.  Therefore, 
users  can  place  these  units  in 
many  locations  that  might  other- 
^  wise  be  visually  objectionable, 
such  as  on  buildings  in  ur¬ 
ban  areas. 

But  small  size  can 
^  be  costly  in  per¬ 
formance.  For 
(page  36) 
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( continued  front  page  35 ) 
example,  the  Hughes  PES  6000  unit  runs  at 
lower  channel  data  rates  than  its  big  broth¬ 
er,  Hughes’  PES  8000.  In  addition,  the  PES 
6000  cannot  support  video  or  voice  appli¬ 
cations. 

Support  of  these  nondata  applications, 
high  data  throughputs  and  forthcoming 
image  transfers  can  best  be  obtained  from 
the  high-performance  units  currently  sup¬ 
plied  by  all  major  VSAT  manufacturers. 
And  fortunately  for  users,  the  prices  of 
high-performance  units  have  gradually  de¬ 
creased  to  a  current  level  of  $350  to  $450 
per  month  for  quantities  of  1 ,000. 

But  users  should  beware  of  other  cost 
factors.  These  typical  price  levels  can  be 
increased  by  the  need  for  additional  inter¬ 
faces  for  video,  multiple  data  services  or 
high-volume  data  transfers. 

Response  time  requirements  are  also 
an  important  cost  factor.  System  costs  can 
be  increased  10%  to  20%  by  the  need  for 
additional  satellite  bandwidth,  host  link 
ports  and  host  link  circuits  in  order  to  meet 
users’  stringent  response  time  require¬ 
ments. 

Catastrophe  backup  requirements  can 
also  add  considerably  to  these  base  system 
costs.  For  example,  an  alternate  host  link 
to  a  second  hub,  network  support  by  multi¬ 
ple  satellites  or  autodial  backup  for  failed 
remote  offices  will  all  add  to  the  above  cost 
structures. 
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The  key  point  to  keep  in  mind  is  that 
these  classes  of  nondata  services,  re¬ 
sponse  time  and  catastrophe  backup  capa¬ 
bilities  would  also  add  considerably  to  the 
cost  of  terrestrial  solutions. 

Users  should  perform  an  apples-to-ap- 
ples  comparison  of  equivalent  capabilities 
when  evaluating  VSATs  vs.  terrestrial  nets, 
as  well  as  low-performance  vs.  high-per¬ 
formance  VSATs. 

Video  comes  of  age 

Broadcast  video  has  become  a  particu¬ 
larly  attractive  option  for  VSATs.  Video  re¬ 
ception  is  virtually  free  when  piggybacked 
on  top  of  VSAT  data  service. 

For  as  little  as  an  additional  $10  per 
month  per  remote  node,  you  can  add  video 
reception  capabilities.  Private  training  ses¬ 
sions  can  then  be  conducted  on  an  ongoing 
basis,  resulting  in  travel  cost  savings. 

An  example  of  this  trend  is  the  imple¬ 
mentation  of  video  capabilities  by  Chrysler 
Corp.,  General  Motors  Corp.  and  several 
foreign  automobile  manufacturers.  More 
than  1 5,000  dealers  will  have  the  facilities 
to  receive  product  announcements,  sales 
and  service  training,  as  wrell  as  other  pro¬ 
grams,  directly  from  the  auto  manufactur¬ 
ers. 

The  dealers  may  also  sign  up  for  an  in¬ 
dependent  private  video  service  that  sup¬ 
plies  special  auto  industry  programming. 
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Specialized  programming  for  financial, 
law  enforcement,  security  and  other  in¬ 
dustries  are  also  available  and  can  be  a  ma¬ 


jor  additional  benefit  for  video-equipped 
VSAT  networks. 

For  many  companies,  the  cost  of  being 


out  of  service  —  in  terms  of  lost  business 
revenue  —  even  for  a  short  period  is  unac¬ 
ceptable.  A  key  strength  of  the  VSAT  ap¬ 


proach  is  that  backup  can  be  built  into  the 
network  for  many  configurations  at  a  con¬ 
siderably  lower  cost  than  a  diversely  rout¬ 


ed  terrestrial  approach. 

Backup  for  equipment  or  satellite  out¬ 
ages,  weather  conditions  or  natural  catas¬ 
trophes  can  be  available  on  an  immediate 
or  a  delayed  basis.  The  quicker  the  re¬ 
quired  service  restoral,  the  higher  the  cost. 
Backup  performance  and  cost  depend  on 
which  solution  is  chosen  for  failures  to  the 
three  major  components  of  the  VSAT  net¬ 
work,  which  are: 

■  Individual  remote  office.  Backup 
can  be  provided  via  an  optional  dial-up 
modem  running  on  the  switched  telephone 
network.  The  major  planning  issue  associ¬ 
ated  with  modem  use  is  deciding  whether 
to  use  the  vendor’s  shared  hub  or  your  host 
processor  for  support.  While  using  your 
own  host  adds  a  level  of  backup  security,  it 


A 

11  key  strength  of  VSAT  is  that  backup  can  be  built 
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You  don’t  have  to  be  big  to  use 
satellite  communications. 


lust  smart 


In  this  fast-breaking  business  world,  efficiency  and 
reliability  count  for  a  whole  lot  more  than  size. 

So  just  because  you’re  not  the  biggest  player  on 

the  court  doesn’t  mean  you 
can’t  be  in  the  game. 

Today,  whether 
you’re  in  the  Fortune  500  or 
still  shooting  for  the  Fortune 
5000,  VSATs  are  a  practical 


HUGHES 
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The  winning  edge  in 
communications  worldwide. 


solution  if  your  business  requires  multi-point 
transmission  of  data  and  voice,  as  well  as 
broadcast  video. 

For  growing  firms  in  retailing,  energy, 
hospitality,  financial  services,  insurance  and  manu¬ 
facturing,  satellite  communication  offers  an 
affordable  alternative  to  conventional  phone  links 
that  often  mean  multiple  providers,  inefficient  rate 
structures  and  less-than-dependable  service. 
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may  require  VSAT  support  of  a  second  pro¬ 
tocol  if  the  main  network  has  been  doing 
protocol  conversion  on  your  primary  traf¬ 
fic. 

■  Shared  hub.  All  equipment  in  VSAT 
shared  hubs  is  fully  redundant,  and  out¬ 
ages  are  rare.  However,  in  the  event  of  an 
earthquake  or  other  major  catastrophe, 
most  vendors  will  have  a  designated  back¬ 
up  hub  available. 

The  major  issue  in  catastrophe  backup 
is  your  sendee  restoral  time.  Unless 
pinned  down,  it  can  take  as  long  as  a 
month  for  a  vendor  to  implement  “guaran¬ 
teed"  backup  sendee.  Depending  on  how 
much  the  user  is  willing  to  pay,  vendors 
can  provide  guarantees  of  much  shorter 
sendee  restoral  times,  ranging  from  20 


minutes  to  several  hours  or  several  days. 

■  Satellite.  There  have  been  no  known 
failures  of  commercial  satellites  once  they 


are  placed  into  sendee.  However,  this  does 
not  obviate  the  need  for  you  to  check  the 
backup  for  your  satellite  service.  Does  the 


vendor  own  or  lease  space  on  multiple 
transponders  on  multiple  satellites  in  or¬ 
der  to  back  up  single  or  total  failures?  What 


sendee  restoral  time,  at  what  cost,  does 
your  vendor  offer?  Can  other  organiza¬ 
tions  preempt  your  sendee  or  restoral  time 


because  your  vendor  has  committed  a 
higher  level  of  sendee  to  them? 

Network  management 

All  VSAT  providers  offer  integrated  net¬ 
work  management  facilities.  Control  and 
monitoring  capabilities  for  the  entire  VSAT 
sendee  enable  on-line  traffic  analysis  and 
resource  changes  to  meet  operational 
needs.  Remote  failure  analysis  permits  on¬ 
line  correction  of  many  problems  and  rap¬ 
id  dispatch  of  sendee  personnel  for  the  re¬ 
mainder. 

These  facilities  are  usually  operated  by 
the  shared  hub  vendors  as  a  part  of  their 
sendees.  Some  provide  network  manage¬ 
ment  consoles,  which  may  be  remotely  lo¬ 
cated  in  your  facility.  These  remote  net 
management  consoles  can  provide  you 
with  monitoring  and,  in  some  cases,  basic 
operational  control  of  your  network,  even 
though  it  is  running  on  a  shared  hub. 

The  industry  has  moved  beyond  net¬ 
work  management  basics,  and  most  ven¬ 
dors  now  provide  interfaces  to  IBM’s  Net- 
View  or  AT&T’s  Unified  Network  Manage¬ 
ment  Architecture.  This  is  a  step  toward 
integration  of  all  of  the  different  network 
facilities. 

International  capabilities 

International  borders  are  slowly  open¬ 
ing  up  to  private  VSAT  networking.  Both 
Canada  and  Mexico  have  executed  bilateral 


Don  ’t  plan  an  extensive 
network  serving  all 
countries  just  yet.  Each 
country  imposes  some 
unique  restrictions. 
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transborder  sendee  agreements  with  the 
U.S.  But  don't  plan  an  extensive  network 
serving  all  countries  just  yet.  Each  country 
imposes  some  unique  restrictions. 

Canadian  law  prohibits  transmission  of 
all  but  incidental  two-way  sendees  — 
meaning  less  than  10  sites  —  across  the 
border.  Another  problem  is  that  the  foot¬ 
prints  of  most  U.S.  satellites  do  not  cover 
the  northern  Canadian  provinces  or  if  they 
do,  3 -7-meter  deicer-equipped  antennas 
may  be  required. 

An  alternate  transborder  approach  is  to 
send  data  via  a  land  line  to  a  Canadian 
VSAT  carrier,  which  will  handle  your  traf¬ 
fic  via  the  Canadian  Anik  satellite. 

Privately  owned  networks  may  be  im¬ 
plemented  between  Mexico  and  the  south¬ 
ern  portion  of  the  U.S.  using  the  Morelos 
satellite.  Private  network  links  to  Mexico 
from  northern  states  may  be  established 
through  international  teleports. 

Private  satellite  network  sendees  to 
Central  America,  South  America  and  Eu¬ 
rope  are  now  available.  Many  of  the  major 
U.S.-based  VSAT  service  suppliers,  in  addi¬ 
tion  to  suppliers  specializing  in  interna¬ 
tional  private  networks  exclusively,  pro¬ 
vide  these  sendees.  The  key  issue  in  these 
private  services  to  and  within  foreign 
countries  is  the  vendor's  resident  support 
in  each  country  served. 

(continued  on  page  40) 
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And  by  utilizing  shared  hub  services, 
mid-sized  firms  can  realize  the  benefits  and 
dependability  of  satellite  solutions  without 
incurring  big-league  capital  costs. 

When  companies  (large  and  not  so  large) 
turn  to  satellite  solutions,  more  turn  to  Fiughes 
Network  Systems  than  any  other  company  in  the 
world.  We’ve  installed  7  out  of  10  Ku-band  VSATs 
in  use  today.  Not  because  we’re  the  biggest.  But 


because,  just  like  you,  we’ve  never  stopped  com¬ 
peting  to  be  the  best. 

If  you  would  like  to  learn  more  about  satellite 

solutions  for  your  growing  _ 

business,  call  Hughes  Network 
Systems  at  (301)  428-5500, 

ext.  3751,  or  write  us  at  11717  _ 

Exploration  Lane,  German-  subsidiary  of 

town,  MD  20876,  USA.  GM  Hughes  Electronics 


HUGHES 
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VJontrol  and  monitoring  capabilities  for  the  entire 
VSAT  service  enable  on-line  traffic  analysis. 
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VSAT  service  providers 


Company 

Service 

Shared  hub 
locations 

Disaster 
recovery 
backup  hub 
locations 

Single 

vendor 

turn¬ 

key 

service 

Remote 

network 

manage¬ 

ment 

console 

NetView 

interface 

Video 

uplink 

Supplier  of 

VSAT 

hardware 

Private  hub 
conversion 
option 

Satellite  support 

Satellite 
frequency 
band  used 

Data  Protocols 
supported 

Special  services 

AT&T  Tridom 

Atlanta 

(404)  426-4261 

AT&T  Skynet 
Clearlink 

Atlanta,  Los 
Angeles  and 
New  York 

Atlanta  (2),  Los 
Angeles  and 
New  York 

Yes 

Control, 

monitor 

Yes 

Yes 

AT&T  Tridom 

Yes 

Provided  via 
multiple  transpon¬ 
ders  with  inter¬ 
satellite  protection 

Ku,  C 

Asynchronous,  SDLC, 
X.25,  X.3,  X.28, 
SCADA,  others  via 
external  PAD 

Full  turnkey  VSAT  and 
terrestrial  networks; 

SCADA;  video  services; 
electronic  mail 

AvData  Systems, 

Inc. 

Atlanta 

(404)  523-2848 

AvData 

Atlanta  and 
Dallas 

Birmingham, 

Ala. 

Yes 

Control, 

monitor 

No 

Yes 

NEC 

America,  Inc. 

Yes 

Provided  via  leased 
transponder 

Ku 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
HDLC,  Burroughs 

Full  service  design  and 
operation  of  private  data 
networks;  Mexican  trans- 
border  networks 

Canadian  Satellite 
Communications, 

Inc. 

Mississauga,  Ont. 
(416)  272-4960 

SatlinkA/SAT 

Mississauga, 

Ont. 

Planned 

Yes 

Control, 

monitor 

No 

Yes 

Satellite 

Technology 

Management 

Yes 

Provided  via 
special  procure¬ 
ment  with  inter¬ 
satellite  protection 

Ku 

Asynchronous,  SDLC, 
X.25,  X.3,  X.28,  HDLC, 
PARS,  DDCMP,  Asyn¬ 
chronous  Poll/Select 

Mobile,  point-to-point; 
business  television; 
disaster  recovery;  cross- 
border  service 

Computer 

Power,  Inc. 
Jacksonville,  Fla. 
(904)  350-0270 

CPI  Datanet 

Jacksonville, 

Fla. 

Carlstadt,  N.J. 
(Comdisco, 

Inc.) 

Yes 

Control, 

monitor 

Yes 

No 

Hughes 
Network 
Systems,  Inc. 

Yes 

Provided  via  leased 
transponder  with 
inter-satellite 
protection 

Ku 

Asynchronous,  SDLC, 
BSC  3270,  X.25, 
HDLC,  Burroughs, 
HASP,  DDCMP 

Extensive  disaster  recovery 
support;  management  tools 
for  hybrid  networks;  data 
processing  services 

Contel  ASC 

Rockville,  Md. 

(800)  533-3891 

Data 

Messenger 

Network 

Mountain 
View,  Calif. 

Multiple 

Yes 

Planned 

No 

No 

Contel  ASC 

Yes 

Provided  via 
multiple  leased 
transponders  with 
inter-satellite 
protection 

C 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
X.28,  PARS, 

Burroughs,  DDCMP, 
SCADA 

End-to-end  data  communi¬ 
cations  service;  in-house 
field  services;  virtual  hub 
services  from  over  50 
cities 

Cylix 

Communications 

Corp. 

Memphis,  Tenn. 

(901)  761-1177 

Micro-Hub 

Memphis, 

Tenn. 

Memphis, 

Tenn. 

Yes 

Monitor 

Planned 

No 

Comstream 

Corp. 

Yes 

Provided  via  leased 
transponder 

Ku,  C 

SDLC 

Micro-Hub  with  network 
status  terminal;  hybrid 

VSAT  and  terrestrial 
networks 

GTE  Spacenet  Corp. 
McLean,  Va. 

(703)  848-1317 

Skystar 

Chicago, 
Houston, 
Minneapolis 
and  New 

York 

Chicago  and 
New  York 

Yes 

Control, 

monitor 

Yes 

Yes 

NEC 

Yes 

Provided  via 
multiple  owned 
satellites  with  inter¬ 
satellite  protection 

Ku,  C 

Asynchronous,  SDLC, 
BSC3270,  X.25,  X.3, 
X.28,  Burroughs, 
SCADA,  8A1 

Full  service  design, 
implementation  and 
management  of  private 
data,  video  and  audio 
networks 

Hughes  Network 
Systems,  Inc. 
Germantown,  Md. 
(301)  428-5840 

Integrated 

Satellite 

Business 

Network 

Los  Angeles, 
Minneapolis 
and  New 

York 

Germantown, 

Md. 

Yes 

Control, 

monitor 

Yes 

No 

Hughes 

Network 

Systems 

Yes 

Provided  via 
multiple  owned 
satellites  with  inter¬ 
satellite  protection 

Ku,  C 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
X.28,  HDLC,  PARS, 
Burroughs,  DDCMP, 
SCADA,  Tinet 

Interactive  voice;  “hoot  ’n’ 
holler”voice;  SCADA 
support;  retail  point-of-sale 
networks;  broadcast  video 

JFL 

Communications, 

Inc. 

Stafford,  Texas 
(713)  261-0708 

JFL 

Denver, 
Houston  and 
Anchorage, 
Alaska 

Transportable 

hub 

Yes 

Control, 

monitor 

No 

No 

Components 
assembled 
by  JFL  Com¬ 
munications 

Yes 

Provided  via 
multiple  leased 
satellites  with  inter¬ 
satellite  protection 

Ku,  C 

Provides  circuit- 
switched  channels;  no 
inherent  protocol 
conversion 

Oil  drilling  industry  service; 
emergency  communica¬ 
tions  restoration 

Nova-Net 

Communications, 

Inc. 

Englewood,  Colo. 
(303)  799-0990 

National  VSAT 
Network 

Denver; 
Houston; 
Mountain 
View,  Calif.; 
San 

Francisco; 
and  Wash¬ 
ington,  DC. 

Denver  and 
Washington, 
DC. 

Yes 

Control, 

monitor 

Planned 

Yes 

Contel,  NEC 

Yes 

Provided  via 
multiple  transpond¬ 
ers  with  inter¬ 
satellite  protection 

Ku,  C 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
X.28,  HDLC, 

Burroughs,  SCADA 

Full  service  SCADA 
network  provider;  24-hour 
management  of  hybrid 

VSAT  and  terrestrial 
networks 

Pittsburgh 

International 

Teleport 

Pittsburgh 
(412)  337-1888 

Flex-net 

Pittsburgh 

Planned 

Yes 

Control, 

monitor 

Planned 

Yes 

Hughes 

Network 

Systems 

Yes 

Provided  via  leased 
transponder  with 
inter-satellite 
protection 

Ku 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
X.28,  HDLC,  PARS, 
Burroughs,  HASP, 
DDCMP,  SCADA 

Video  turnkey;  full  network 
management;  full  service 
satellite  networks 

Racal-Milgo 
SkyNetworks,  Inc. 
Charlotte,  N.C. 

(800)  377-2232 

SkyNetworks 

Chartotte, 
N.C.;  Dallas; 
Duncan, 

S.C.; 

Delaware, 

Ohio; 

Omaha, 

Neb.;  and 
Syracuse, 
N.Y. 

Charlotte,  N.C. 

Yes 

None 

No 

No 

NEC 

Yes 

Provided  via 
multiple  leased 
transponders 

Ku 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
Burroughs 

Management  of  hybrid 

VSAT  and  terrestrial 
networks 

Scientific-Atlanta, 

Inc. 

Melbourne,  Fla. 

(407)  255-3146 

SkylinX.25 

Atlanta, 
Detroit,  Los 
Angeles  and 
Melbourne, 
Fla. 

Altanta  and 
Melbourne,  Fla. 

Yes 

Control, 

monitor 

Planned 

Yes  (in 
Detroit) 

Scientific- 

Atlanta 

Yes 

Provided  via 
multiple  transpond¬ 
ers  with  inter¬ 
satellite  protection 

Ku,  C 

Asynchronous,  SDLC, 
X.25,  X.3,  X.28,  HDLC, 
SCADA,  X.25  PAD 
support 

Virtual  subnetwork 
services;  backup  system 
for  remote  dial  recovery; 
automotive  industry 
service 

Satellite  Technology 
Management,  Inc. 
Costa  Mesa,  Calif. 
(714)  557-2400 

X-Star 

Costa  Mesa, 
Calif. 

None 

Yes 

Control, 

monitor 

No 

No 

Satellite 

Technology 

Management 

Yes 

Provided  via  single 
transponder 

Ku,  C 

Asynchronous,  SDLC, 
X.25,  X.3,  X.28,  HDLC, 
PARS,  DDCMP,  Asyn¬ 
chronous  Poll/Select 

Customized  protocols  and 
applications;  full-size  and 
micro-hub  systems 
available 

Telesat,  Canada 
Ottawa,  Ont. 

(613)  748-0123 

Anikom  200 
VSAT 

Toronto, 

Montreal 

Planned 

Yes 

Planned 

Planned 

Yes 

Hughes 

Network 

Systems 

Yes 

Provided  via  single- 
owned  satellite 
with  inter-satellite 
protection 

Ku 

Asynchronous,  SDLC, 
BSC  3270,  X.25,  X.3, 
X.28,  HDLC, 

Burroughs,  HASP, 
DDCMP,  SCADA 

Customized  networks 
designed  to  user 
applications;  cross-border 
services;  single  contact 
point 

Disaster  recovery  backup  hub  location  =  For  each  city  named,  backup  service  is  offered  only  from  that  location.  Backup  and  recovery  time  and  pricing  vary  widely. 

Single  vendor  turnkey  service  =  Provide  systems  design,  installation,  maintenance  and  space  segment  under  separate  order  or  from  a  single  source  on  a  turnkey  basis. 

Remote  network  management  console  =  Monitor  capability  lets  shared  hub  customers  monitor  their  traffic  via  a  remote  display  console.  Control  capabilities,  if  provided,  permit  system  reconfiguration  and  other  network 

management  functions. 

Video  uplink  service  =  Permits  VSAT s  to  receive  video  broadcast  via  the  same  satellite  that  supplies  data  services.  Vendors  offering  this  service  provide  it  from  their  shared  hub.  Vendors  not  offering  this  service 
use  a  different  hub  for  video. 

Satellite  support  =  Some  vendors  supply  satellite  capacity  via  a  single  transponder,  multiple  owned  transponders  or  whole  satellites.  Others  supply  capacity  under  long-term  bulk  service  lease  or  lease 
capacity  on  special  order. 

Special  services  =  Vendors' special  capabilities. 

"Hoot  'n'  holler”  voice  =  A  multipoint  voice  conferencing  channel,  used  primarily  by  stockbrokers. 

DDCMP  —  Digital  Data  Communcations  Message  Protocol  SCADA  =  Supervisory  Control  and  Data  Acquisition 

PARS  —  Programmed  Airlines  Reservation  System 

This  chart  includes  a  representative  selection  of  VSAT  service  providers.  Many  vendors  not  included  may  offer  competitive  products. 

SOURCE:  COMMUNICATION  STRATEGIES  ASSOCIATES.  INC. ,  CUPERTINO,  CALIF. 
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On  April  26, 
an  awesome  fight 
will  end  in  a  technz* 


Okay,  so  it  won't  exactly  be  Tyson-Holyfield,  See  who  ends  up  on  the  ropes  first.  See  who  beats 

but  The  Computer  Museum's  3rd  Annual  Computer  whom  to  the  punch.  But,  most  important,  see  who's 

Bowl  still  promises  to  be  one  of  the  most  exciting  left  standing  when  all  is  said  and  done.  The  place: 

quiz  games  you'll  ever  witness.  Join  us  ringside  for  The  San  Jose  Convention  Center,  San  Jose,  CA. 

round  after  round  of  mind-boggling  action  as  the  With  live  broadcast  via  satellite  to  The  Computer 

finest  minds  in  the  East  and  West  go  head  to  head.  Museum  in  Boston.  Don  King,  eat  your  heart  out. 


Presented  by 


The  Association  for  Computing  Machinery 


EAST  COAST  TEAM 

WEST  COAST  TEAM 

Pamela  McCorduck, 

Heidi  Roizen, 

Captain 

Captain 

Author 

T/Maker  Company 

Dr.  John  A.  Armstrong 

Dave  House 

International  Business 

Intel  Corporation 

Machines  Corporation 

Ed  Juge 

James  E.  Clark 

Radio  Shack 

AT&T  Computer 

Philippe  Kahn 

Systems 

Borland  International 

Samuel  H.  Fuller 

Inc. 

Digital  Equipment 

David  E.  Liddle 

Corporation 

Metaphor  Computer 

John  Markoff 

The  New  York  Times 

Systems 

The  Computer  Bowl  is  a  project  to  benefit  the  educational  programs 
of  The  Computer  Museum,  300  Congress  Street,  Boston,  MA  02210. 


Founders 

Pat  Collins  Nelson  and 
Dr.  Dave  Nelson 

Underwriter 

Apple  Computer,  Inc. 

"The  Examiner" 

Bill  Gates 

Microsoft  Corporation 

Judges 

L.  John  Doerr 
Kleiner  Perkins  Caufield 
&  Byers 

Patrick  J.  McGovern 
International  Data  Group 

Tickets 

For  tickets  and  sponsorship 
information  (617)  426-2800 
x346. 

Creative:  PARTNERS  &  Simons 
Typography:  Arrow  Comp. 
Engraving:  H.K.  Graphics 


Official  Sponsors 

AT&T 

The  Networked 
Computer  Company 
Andersen  Consulting 
The  Systems  Integrator 
Bank  of  Boston 

The  Bank 

BASF  Information 

Systems 
The  Diskette 
Digital  Eg ui pment 
Corporation 
The  Open  Systems 
Company 
Intel  Corporation 
The  Microprocessor 
Company 
Kubota  Pacific 

Computer  Inc. 

The  Graphics  Super¬ 
computer  Company 
Merrill  Pickard 
Anderson  &  Eyre 
The  Venture  Capital  Firm 


Metaphor  Computer 
Systems 
The  End-User 
Computing  Company 
Price  Waterhouse 
The  Accounting  Firm 
Robertson,  Stephens 
&Co. 

The  Investment  Bank 

Stratus  Computer,  Inc. 
The  Transaction 
Processor 

Visix  Software  Inc, 

The  High  Performance 
Workstation  Software 
Company 


Satellite 
nets  take  off 

continued  from  page  3  7 

For  companies  that  outsource 
their  communications  needs  to  a 
shared  hub  vendor,  the  procure¬ 
ment  contract  is  critically  impor¬ 
tant. 

The  vendor’s  willingness  to 
modify  its  standard  contract  to 
meet  your  requirements  is  the  fi¬ 
nal  and  possibly  most  important 
consideration  of  your  procure¬ 
ment  process.  Vendor  perfor¬ 
mance,  service  and  reliability 
claims  will  be  of  little  benefit  to 
you  if  you  cannot  obtain  and  veri¬ 
fy  a  specific  meaningful  descrip¬ 
tion  of  all  required  operational 


specifications  for  your  individual 
network,  testing  methods  and 
remedies  if  their  service  falls  be¬ 
low' required  levels. 

Obtaining  five-year  contractu¬ 
al  price  protection  and  service 
guarantees  will  be  of  little  benefit 
if  the  contract  for  satellite  service 
is  full  of  specialized,  technical 
loopholes  permitting  exceptions 
to  pricing  and  service  levels,  or 
levying  additional  charges. 

Be  sure  to  set  aside  significant 
time  for  the  contract  analysis  and 
negotiation  process  —  in  many 
cases,  more  time  than  was  spent 
preparing  the  request  for  propos¬ 
al  and  vendor  evaluation.  This  is 
not  a  task  that  you  can  easily  rele¬ 
gate  to  attorneys  because  they 


have  no  understanding  of  your 
technical  and  operational  issues. 
Specialized,  satellite-related 
technical,  business  and  opera¬ 
tional  skills,  plus  a  final  legal  re¬ 
view,  are  required  to  close  this  fi¬ 
nal  step  of  long-term  network 
procurement. 

The  trade-offs  involved  in  im¬ 
plementing  VSAT  networks  have 


become  more  complex  in  recent 
months,  and  users  must  balance 
the  need  for  bandwidth  on  de¬ 
mand,  quick  response  and  net¬ 
work  reliability  against  the  costs 
of  the  options  now  available  to 
them. 

Nevertheless,  VSATs  have 
passed  the  test  of  applicability  for 
use  by  businesses.  Now  the  ser¬ 


vice  reliability,  performance  and 
pricing  options  they  provide  — 
and  the  capability  to  outsource 
user  needs  for  five  or  more  years 
—  have  further  increased  the  ap¬ 
peal  of  this  service.  As  we  move 
into  the  demanding  multiple  in¬ 
formation  forms  of  the  1990s 
and  their  application  needs,  the 
solution  may  be  a  VSAT  net.  □ 


Mexican  and  South  American 

VSAT  service  providers 

Company 

Service 

Description 

Alpha  Lyracom 

Pan  American  Satellite 
Greenwich,  Conn. 

(203)  622-6664 

PanAmSat 

International  private 
network  carrier 

Vitacom  Communications  Co. 
Mountain  View,  Calif. 

(415)  969-6800 

Vitacom 

International  equipment 
supplier  and  systems 
integrator 

SOURCE:  COMMUNICATIONS  STRATEGIES  ASSOCIATES,  INC.,  CUPERTINO,  CALIF. 
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Shared  hub  VSATs  coast  to  coast 


Mississauga, 

Ontario 

/  (  ~~~  - - “1 - 

T - 'V 

,  \  Toronto 

r  ^ - \ 

\  Montreal 

San  FranciscoN 

Mountain  View,  ; 
Calif. 


Los  Angeles 
Costa  Mesa, 
Calif. 


T3 


Syracuse,  N.Y. 
—Spring  Creek,  N.Y. 


___  Omaha, \  Chica9°  New  York  City 

0  Neb.  Delaware,  Ohio '  ^.Pittsburgh 

Washington,  D.C. 


j,-  a— - Charlotte,  N.C. 

0 - —  Duncan,  S.C. 


°  7  Atlanta 


Memphis,  Tenn. 

Birmingham,  Ala. 


?  Jacksonville,  Fla. 

^  V 

V  Melbourne,  Fla. 

V) 


Shared  hubs  located  nationwide  enable  multiple  users  to  share  VSAT  services  and  costs. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  COMMUNICATIONS  STRATEGIES  ASSOCIATES,  INC..  CUPERTINO,  CALIF. 


Letters 

continued  from  page  33 

Northern  Telecom,  Inc.’s  SL-1 
implementation  of  Integrated 
Services  Digital  Network  Primary 
Rate  Interface.  The  reviewer  hap¬ 
pened  to  zero  in  on  a  section  that 
deserved  this  kind  of  detail  —  the 
comparison  of  specific  vendor 
implementations  of  ISDN  PRI. 

As  to  the  reviewer’s  charge 
that  our  book  does  not  live  up  to 
its  title,  Network  World  readers 
are  invited  to  judge  for  them¬ 
selves.  If  the  book  fails  to  live  up 
to  its  claims,  buyers  may  return  it 
to  Artech  House  for  a  full  refund. 

Robert  Davidson 
Nathan  Muller 
Authors 

LANs  to  WANs:  Network 
Management  in  the  1990s 

National  security 

While  reading  Ken  Foley’s  ar¬ 
ticle  “A  hawk’s  eye  watches  De¬ 
sert  Storm”  (NW,  Jan.  28),  I  was 
shocked  to  see  him  name  the  ship 
that  controls  communications  for 
our  Persian  Gulf  war  effort.  He 
apparently  gained  knowledge  of 
this  through  his  work  with  the 
U.S.  Navy  and  through  his  infor¬ 
mal  Navy  contacts.  I  am  quite 
sure  that  he  has  violated  not  only 
the  trust  of  these  individuals,  but 
also  any  nondisclosure  agree¬ 
ments  he  made  with  the  Navy. 

More  importantly,  Mr.  Foley 
has  violated  the  rights  of  the  U.S. 
military  personnel  who  must  rely 
on  these  vital  communications 
links  for  their  lives.  The  families 
of  these  brave  men  and  women 
now  have  one  more  thing  to  wor¬ 
ry  about. 

Finally,  I  am  surprised  that  the 
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editors  of  Network  World  did 
not  perform  their  duties  in  a 
more  responsible  manner.  The 
American  people  can  only  hope 
that  Saddam  Hussein  and  his 
henchmen  are  not  readers  of 
your  publication. 

Thomas  Maxson 
White  Plains,  N.Y. 

Editor’s  reply: 

We  share  your  concerns 
about  the  safety  of  our  forces  in 
Operation  Desert  Storm.  How¬ 
ever,  the  name  of  the  command 
ship  is  public  information  and 
has  appeared  in  other  publica¬ 
tions. 

Telecom  licensing  ideas 

James  Carlini’s  opinion  col¬ 
umn  “When  did  communications 
consultants  become  plumbers?” 
(NW,  Jan.  28)  seems  to  imply 
that  given  a  set  of  consultants, 
those  without  engineering  li¬ 
censes  will  perform  much  better 
than  those  with  them. 

Passing  the  professional  engi¬ 
neer  (PE)  exams  ensures  that  the 
engineer  has  at  least  some  under¬ 
standing  of  other  related  engi¬ 
neering  fields  —  including 
plumbing.  While  a  license  does 
not  guarantee  high  professional 
performance,  those  who  don’t 
live  up  to  the  standards  can  lose 
it. 

The  real  issues  to  be  addressed 
are  not  whether  to  require  li¬ 
censes,  but  how  to  establish  a  fair 
working  process.  Here  are  some 
ideas: 

Instead  of  requiring  a  PE  li¬ 
cense,  telecommunications  pro¬ 
fessionals  may  have  their  own  set 
of  requirements,  as  do  structural 
engineers.  Years  of  experience 


may  substitute  for  formal  educa¬ 
tion. 

Two  types  of  licenses  may  ex¬ 
ist:  state  and  interstate.  The  latter 
may  require  more  extensive  qual¬ 
ifications  before  it  is  accepted  by 
all  the  states. 

In  a  society  where  food  is  cer¬ 
tified  by  the  Food  and  Drug  Ad¬ 
ministration,  illnesses  are  treat¬ 
ed  by  licensed  physicians  and 
vehicles  are  controlled  for  the 
amount  of  pollution  they  add  to 
the  atmosphere,  even  plumbers 
understand  that  licensing  en¬ 
hances  professionalism  and  user 
protection. 

This  being  the  case,  it  is 
time  for  telecommunications 
professionals  to  get  certified  as 
well. 

Victoria  Fineberg 
Ocean,  N.J. 


The  role  of  chaos 

continued  from  page  32 

support  of  another  goal.  Person¬ 
nel  and  specialized  work  units 
may  be  shifted  throughout  the  or¬ 
ganization  to  complement  the  re¬ 
sources  of  other  departments  or 
work  groups.  And  with  communi¬ 
cations  networks,  it  is  no  longer 
necessary  to  physically  move 
personnel,  hardware  and  other 
resources  to  achieve  new  organi¬ 
zational  structures.  Such  changes 
need  only  occur  on  a  logical 
plane. 

Instead  of  physically  allocat¬ 
ing  resources  to  such  endeavors, 
including  office  space  and  sup¬ 
port  staff,  resources  would  be 
logically  allocated  and  protected 
with  appropriate  security  mea¬ 
sures,  enabling  much  of  the  de- 


People 
&  Positions 

continued  from  page  9 
chairman  of  AT&T  Communica¬ 
tions,  Inc.  The  position  of  chief  fi¬ 
nancial  officer  will  be  filled  at  a 
later  time,  AT&T  said. 

George  Heilmeier,  current¬ 
ly  senior  vice-president  and  chief 
technical  officer  at  Texas  Instru¬ 
ments,  Inc.,  was  named  president 
and  chief  executive  officer  of  Bell 
Communications  Research,  a 
position  he  will  assume  March  1 . 
The  Bellcore  board  of  directors 
also  announced  that  it  has  desig¬ 
nated  Bellcore’s  current  presi¬ 
dent,  Rocco  Marano,  as  chair¬ 
man  of  the  board,  a  position  he 
will  hold  until  his  retirement  on 
May  1.  Marano,  63,  has  headed 


in  change 

velopment  to  be  done  over  the  ex¬ 
isting  network  without  sacrificing 
the  integrity  of  the  project. 

One  final  lesson  of  chaos  sci¬ 
ence  is  that  appropriate  respons¬ 
es  to  external  pressures  create  a 
positive  feedback  loop  that  be¬ 
comes  self-sustaining  —  a  snow¬ 
ball  effect. 

For  example,  the  commitment 
of  resources  to  fund  a  new  busi¬ 
ness  venture  by  an  employee  who 
has  discovered  an  unaddressed 
customer  need  can  lead  to  in¬ 
creased  funding,  which  in  turn 
ensures  the  successful  marketing 
of  the  product,  leading  to  higher 
sales. 

Higher  sales  increases  the  suc¬ 
cess  of  the  business  venture, 


Bellcore  since  its  formation  in 
1 984  after  the  breakup  of  the  Bell 
system.  Bellcore  provides  re¬ 
search  and  technical  support  to 
the  seven  units  created  by  the 
court’s  divestiture  of  AT&T. 

Bridgewater,  N.J.-based  Inte¬ 
grated  Network  Corp.  recent¬ 
ly  announced  that  Gregory 
Langford,  formerly  the  assis¬ 
tant  vice-president  of  product 
marketing  at  Timeplex,  Inc.,  has 
been  named  vice-president  of 
marketing. 

Langford  will  oversee  product 
management  and  marketing  ac¬ 
tivities,  as  well  as  corporate  mar¬ 
keting  and  communications.  He 
replaces  Craig  Bender,  who  was 
named  vice-president  of  strategic 
planning  and  new  business  devel¬ 
opment.  □ 


which  may  take  on  the  status  of  a 
subsidiary  with  its  own  operating 
budget. 

Conceivably,  this  status  could 
enable  it  to  engage  in  strategic  al¬ 
liances  with  other  firms,  provid¬ 
ing  the  foundation  for  further 
product  development  to  eventu¬ 
ally  enhance  profits  and  competi¬ 
tive  position. 

The  1990s  promise  to  bring 
major  change,  from  which  the 
world  will  emerge  a  much  differ¬ 
ent  place. 

In  order  for  corporations  to 
survive,  they  must  view  change  as 
opportunity.  Those  that  under¬ 
stand  the  nature  of  change  and 
can  adapt  quickly  to  seize  the  op¬ 
portunities  it  exposes  will  survive 
and  grow.  Those  that  can’t  adapt, 
for  whatever  reason,  face  the 
possibility  of  extinction.  □ 
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Best  Service 


When  it  comes  to 

diagnosing  Pro  ' 

terns  and  re- 

■ » 

without  peer.say 
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Overall  Satisfaction 

AT&T  _ 

Six  years  after  di¬ 
vesture,  AT&T  is 
still  tops  among 
users  of  long-dis¬ 
tance  carriers. 
When  asked  to 

__ _ judge  Overall 

Satisfaction,  DATA  COMMUNICA¬ 
TIONS  readers  ranked  AT&T  ahead  of 
Sprint,  MCI,  and  any  other  carrier. 
The  company  was  the  hands-down 
winner  in  switched  services  and  edged 
out  the  rest  of  the  pack  for  private 
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We  won  the  poll. 
But  you  get  the  prize. 


Here’s  where  we  came  out  on  top  in  quality  in  the  August  1990  Data  Communications  User’s  Poll. 


In  Switched  Services: 

Best  planning  assistance. 

Best  circuit  quality— voice. 

Best  circuit  quality— bit  error  rate. 

Best  circuit  quality— network  synchronization. 
Best  circuit  uptime/month. 

Best  call  set-up  speeds. 

Best  problem  diagnosis/response  time. 

Best  billing  accuracy 
Best  overall  satisfaction. 


In  Private  Line  Services: 

Best  circuit  quality— data. 

Best  circuit  quality— bit  error  rate. 

Best  circuit  quality— network  synchronization. 
Best  circuit  uptime/month. 

Best  call  set-up  speeds. 

Best  problem  diagnosis/response  time. 

Best  billing  accuracy 
Best  overall  satisfaction. 


But  what’s  really  satisfying  to  us  isn’t  winning.  It’s  knowing  that  whatever  your  communications  needs  are,  for  home,  business, 

domestic  and  international,  you  win.  When  you  choose  AT&T 


Quality.  Another  Al&l  advantage. 


AT&T 

The  right  choice. 


AcUonCenter 


FEBRUARY 


T1  CSU 


ARTIC  COMMUNICATIONS  SOFTWARE 


If  you’re  paying  more  than 


for  your 

ESF/D4T1  CSU 


T1  ESF  CSU’s 


Anderson  Jacobson 

5981 

$995 

Digital  Link 

DL55K 

$2495 

Kentrox 

T-SMART 

$2550 

Larse 

TCSU-0100-05B 

$2545 

Verilink 

551VST  List  2 

$3250 

All  prices  provided  by  respective  manufacturers. 


You  are  paying  too  much! 

Anderson  Jacobson’s  5981  is  a  cost  effective  and  convenient  solution 
for  single  T1  line  termination. 

AT&T  CERTIFIED. 


Call  now 

for  the  name 
of  your  local  distributor. 

1-800-537-5762 
Extension  263 


ANDERSON 


-  A  CXR  Company  - 

521  Charcot  Avenue 
San  Jose,  CA  95131 
FAX  (408)  435-1276 


Circle  Reader  Service  No.  30 


“UniHorn  SNA  is  the  #1  Solution 
to  RAM  CRAM!”  -  Ron  Carson,  IBM 

UniHorn  offloads  all  SNA  communications  support 
onto  the  IBM  ARTIC  card. 


UniHorn  SNA: 

19.2  &  56  KB  Data  Transfer 

Allows  users  to  offload 
Communication  Applications 

Uses  no  System  Resources 
Primary  &  Secondary  SDLC 
Supports  3270  and  APPC 

Supports  PU  2.0/2. 1  and 
LU  Types  0,  1 , 2,  3,  4,  7,  6.2 

DOS,  OS/2,  AIX, 

QNX,  and  IBM  4680 

UniHorn 

(408)  655-1117 
FAX  (408)  646-0620 


UniHorn  S*iA  AH«  'C  System  Architecture 


KKi,  Q&K,  AtX.  QNX.  IBM  4 mi  F*»OS 
Oporfltu  y  System 


Circle  Reader  Service  No.  31 


BALUNS 


ATTENTION 
CABLE  INSTALLERS! 

High  quality,  U.S.  manufactured 
coax  and  twinax  baluns. 

*  EXTREMELY  LOW  PRICES! 

*  IMMEDIATE  AVAILABILITY 

CALL  TOLL-FREE  TODAY  1  -800-327-0232 

FREE  CATALOG 

HARRIS 


ADACOM 


10409  West  84th  Terrace 
Lenexa,  KS  6621 4 
FAX:  (913)888-4103 


Circle  Reader  Service  No.  34 


X.25  PC  CONNECTIVITY 


up  to  15  (DOS) 
terminals  or 
remote  PCs 


Give  Your  Remote  PC  Users  LAN 
Connectivity  Via  X.25 


All  names  are  trademarks  of  their  manufacturers 


Now  your  remote  PC  users  can  take 
advantage  of  LAN  connectivity  via  X.25, 
X.2 1 ,  &  ISDN.  OST  provides  a  much 
needed  solution  for  LAN  to  WAN 
interconnection  with  its  new  LanXpand 
product  line. 

LanXpand  In 

If  your  requirement  is  to  allow  remote  to 
LAN  connectivity  via  one  or  more 
WANs,  then  OST’s  LanXpand  In 
gateway  is  just  what  you  need.  Most  PC 
users  want  full  capability  and  speed 
when  accessing  their  company  LAN. 
With  LanXpand  In,  users  can  link  to 
3+Open™  and  Lan  Manager  based 
LANs  with  full  transparency.  The 
remote  PC  user  then  has  access  to  all 
the  functions  available  to  the 
workstations  on  the  LAN. 

LanXpand  Inter 

When  you  need  to  connect  multiple 
LANs  through  one  or  more  WANs, 

Circle  Reader  Service  No.  35 


LanXpand  Inter  is  the  gateway 
solution.  LanXpand  Inter  allows  one 
workstation  on  a  LAN  to  communicate 
with  another  workstation  whether  it  is 
on  the  same  LAN  or  a  remote  LAN. 

Plus  LanXpand  Inter  allows  the  WAN 
connection  to  be  activated  only  upon 
user  demand,  thereby  reducing  connect 
time  and  costs. 

Give  OST  a  call  today  to  find  out  more 
about  our  LanXpand  products,  along 
with  our  entire  line  of  communications 
products.  OST’s  products  fulfill  the 
needs  of  all  segments  of  the  data 
communications  market  ranging  from 
the  smallest  concentrator  to  the  most 
sophisticated  X.25  switching  devices. 
CALL  OST  TODAY  —  703-817-0400! 


LanXpand  In  Features: 

•  Remote  User  to  LAN  Connectivity 
(Lan  Manager,  3+Open) 


•  Full  User  Capability  from  Remote 

•  X.25,  X.21  and  ISDN  Support 

•  Available  on  Both  the  PC  SNET  and 
PC  XNET  Expansion  Cards 

LanXpand  Inter  Features: 

•  TCP/IP  Router  via  X.25,  X21  and 
ISDN 

•  WAN  Connection  Activated 
Dynamically  upon  User  Demand 

•  Available  on  Both  the  PC  SNET  and 
PC  XNET  Expansion  Cards 


Networking  Intelligence 
OST.  Inc. 

14225  Sullyfield  Circle 
Chantilly.  VA  22021 
Ph:  703-817-0400,  FAX:  703-817-0402 
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Action  Center 


FEBRUARY 


CLIENT/SERVER  FORUM 


DIAGNOSTIC  TEST  EQUIPMENT 


Architecting  the  Client/Server  Revolution 
Challenges  and  Changes 


April  15  -17. 1991 

Westin  St.  Francis 
San  Francisco.  CA 


April  29  -  May  1. 1991 

Hotel  Macklowe 
New  York,  NY 


META  Group's  Desktop  Computing  and  Mid-Range  Systems 
Strategies  services  are  pleased  to  host  the  first  client/server 
forum  to  go  beyond  vendor  rhetoric  and  explore  the  architectural, 
technology,  and  asset  management  issues  confronting  users. 


•  •  • 


META  Group  is  the  world’s  fastest-growing  market  assessment 
and  strategic  consulting  company  serving  the  user  community. 
Please  join  industry  analysts  and  your  peers  for  this  unique  forum. 


META 


GROUP 


19  Ludlow  Road  •  Westport,  CT  06880  •  (203)  226-6882 

Circle  Reader  Service  No.  32 


DON'T  LEAVE  YOUR  NETWORK'S 
PERFORMANCE  TO  CHANCE. 
TEST  IT  WITH  THE  BEST! 


INTERVIEW®  6800,  7200, 
7700  TURBO  Series 


Fastest,  Most  Powerful 
and  Easiest  to  Use 
Protocol  Analyzers 

•  Test  networks  at  speeds  over  4(X)  Kbps 

•  NEW  EASY-VIEW'"  Menu  System 

•  44  MB  hard  disk  standard 

•  Record  to  disk  at  speeds  up  to 
384  Kbps 

•  Built-in  library  of  application  programs 
to  test  virtually  any  protocol. 

Automatic  Protocol  Analyzers 

•  Automatic  set-up  and  operation 

•  Monitor  and  emulate 

•  Speeds  to  2.048  Mbps 

•  80  Mbyte  hard  disk 

•  Unattended  remote  control 

•  Load  and  run  application  program 
library 


[elenex 

I  [corporation 


ydR  Diagnostic  Products 

7401  Boston  Boulevard 
Springfield,  VA  22153 
FAX:  (703)  644-901 1 


Call  or  write 
today  for  more 
information: 
1-800-368-3261 


INTERVIEW  5700  Series 


AR...We  Make  Networks  Work 
Circle  Reader  Service  No.  23 


DATACOMM  MATRIX  SWITCH 


DISASTER  RECOVERY 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500 

MTRX-4000 

MTRX-8000 


512  Ports 
40%  Ports 
8192  Ports 


BEN  EH  IS 


’Largest  Non-Blocked  Port  Capacity. ..8192  PORTS 
•Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 
*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 
•LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 
•Multi-tasking  (VM-386)  Universal  Workstation 
•Integral  BERG/BERT  and  S.A.M.  Test  Functions 
•Non-Proprietary  Database,  dBASE  III  PLUS/TV 
•Supports  Data  Rates  To  2.048MBPS 


MTRX 

YES 

YES 

YES 

YES 

YES 

YES 

YES 

YES 


OTHERS 

NO 

NO 

NO 

NO 

NO 

NO 

NO 

SOME 


Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


KlP 


Datacomm 
Management 
Sciences  lnc. 


"The  Responsive  Ones " 
Circle  Reader  Service  No.  25 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 

dBASE  III  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 


DISASTER  RECOVERY 

FOR  DIGITAL  DATA  CIRCUITS 

Automatic  Backup  For 
T-1  Fractional  T-1  DDS 


ds 


TOT 


D 


170  Coolidge  Avenue  /  Englewood,  NJ  01631 
Phone:  (201 )  569-6464  Fax:  (201 )  894-0939 


Circle  Reader  Service  No.  33 


DIAGNOSTIC  TEST  EQUIPMENT 


Get  your  hands  on  the  most 
comprehensive  Token  Ring  cable  tester 
for  only1 1495. 


Introducing  the  Bytex  RingOut  cable  tester— the 
first  designed  specifically  for  Token  Ring.  And  the 
easiest-to-use.  ■  Tests  4  and  16  Mbps  STP  and 
UTP  LANs.  ■  Detects  damaged  or  improperly 
installed  cables  or  connectors.  ■  Confirms  cor¬ 
rect  operation  of  MSAU.  ■  Detects  and  isolates 
beaconing  nodes.  ■  Works  on  live  LANs— no 
shutdown  required.  Find  our  about :  our 
30-day  money  back  guarantee. 

Call  1-800- 2 3 -BYTEX  for  details  now. 


Bytex  is  a  registered  trademark  of  Bytex  Corp. 


Bytex 


Circle  Reader  Service  No.  24 


Network  World  ' s  Direct  Response  Card 
Decks  can  be  your  trump  card  for  generating 
quality  leads  and  boosting  your  sales.  When  you 
advertise  in  our  decks,  your  message  reaches 
audited  buyers,  for  just  pennies  a  contact.  And 
with  your  advertising  message  on  one  side  and 
your  company  name  and  address  on  the  other, 
we  make  it  easy  for  our  readers  -  your  custom¬ 
ers  -  to  respond  to  your  message. 

For  information  on  issue  dates,  closings  and 
rates,  call: 


Joan  Bayon  Pinsky 
Sales  Director/ 

Product  Classified  Advertising 
1-800-622-1108 
(or  in  MA  508-875-6400) 


Clare  O’Brien 
Account  Executive 
1-800-622-1108 
(or  in  MA  508-875-6400) 
(Mountain  and  Pacific 


time  zone  advertisers) 

Your  marketing  success  is  in  the  cards  — 
Network  World's  Direct  Response  Cards. 


NETWORK  WORLD  •  FEBRUARY  25,  1991  43 


Action  Center - * 


FEBRUARY 


ETHERNET  NETWORK  MONITORING  SYSTEM 


MEMORY  UPGRADE 


P 


The  Network  Professor* 


•  Multi-Segment  Ethernet/IEEE  802.3  LAN  Monitoring  System. 

•  Global  Network  Monitoring  and  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  all 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error 
conditions,  resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise  Management. 

•  Industry  proven  since  1989.  (CALL  NOW  for  Fortune  500 
references.) 

.  .only  fully  functional  LAN  Monitoring  System. 

Bill  Hancock 

For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

Look  for  our  NEW  4  port  Local  Bridge! 

Circle  Reader  Service  No.  22 


ETHERNET  TERMINAL  SERVERS 


Drive  48  ports  at  38.4  Kbps 
simultaneously! 

Only  $125  per  port  —  'A  less  than 
DEC’S  DS200/300  per-port  cost 
Mount  24  or  48  ports  in  3.5"  —  V*  the 
space  required  by  DECserver  300 
Enhanced  command  set  cuts 
keystrokes 

LAT-compatible  (TCP/IP  available  G2'91) 


Hot  New  Benchmark 
for  Ethernet  Terminal  Servers 

The  Equinox  ELS-48  rewrites  the  book  on 
terminal  server  performance.  Small  in 
size  but  big  on  throughput,  it  gives  you 
DECserver™  compatibility,  crisp  screen 
refresh,  and  keeps  fast  printers  busy 
without  penalizing  keyboard  response. 

•  High  throughput  design  —  ideal  for  file 
transfers  and  foreign  host  connections 

•  Full  range  of  wiring  options,  control 
signals,  RS-423  extended  distance 
interface 

•  Thinwire  or  standard  Ethernet 
connections 

•  Three  Year  Warranty 


EQUINOX 


Equinox  Systems,  Inc.  •  14260  S.W.  119  Avenue  •  Miami,  Florida  33186 
800/328-2729  •  305/255-3500  •  FAX  305/253-0003 

Circle  Reader  Service  No.  27 


MEMORY  UPGRADES 

From  The  Memory  Specialists 


Sigma  Data  Delivers... 

13  Knowledgeable  Sales  &  Service 
Ef  Immediate  Shipping 
EJ  Excellent  Value 

Ef  5  -Year  Warranty  with  24-Hour  Replacement  Service 

Bf  A  Supplier  of  Memory 

for  IBM,  Compaq,  Toshiba,  Apple,  HP,  AST, Dell,  DEC, 
Epson,  NEC,  Zenith,  Sun,  AT&T,  and  other  CPU's. 


2 


Sigma  Data 

P.O.  Box  1790  •  New  London,  NH  03257 
NH  (603)  526-6909  FAX  (603)  526-6915 


UPGRADE  TODAY!!!  CALL... 

1  -800-446-4525 

PROFIT  FROM  10  YEARS  OF  EXPERIENCE 


Circle  Reader  Service  No.  29 


MULTIPLEXERS 


3270  MULTIPLEXERS 


Harris  Adacom  is  the  IBM™  3270  multiplexing  expert,  offering  up  to  128  port 
solutions  as  alternatives  to  the  exorbitant  expense  of  coax  or  fiberoptic  ca¬ 
bling,  as  well  as  IBM  3299  and  3299-032  compatible  units. 


IBM  COMPATIBILITY 
LOW  COST 
EASY  INSTALLATION 


COAX/FIBEROPTIC/TP  SUPPORT 
LOW  POWER  CONSUMPTION 
COMPACT  SIZE 


CALL  TOLL-FREE  TODAY  1-800-327-0232 

FREE  CATALOG 
1 0409  West  84th  Terrace 
Lenexa,  KS  66214 
FAX:  (913)  888-4103 


HARRIS 

ADACOM 


Circle  Reader  Service  No.  28 


Send  For  Free  Info 


Free  product  and  service  information 
is  right  at  your  fingertips! 


NW  Feb  91 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Cpmpany _ 

Phone  (  ) 

Street  _ 

City _ 

State  _ 

NW  Feb  91 


Zip 


Expires  5/31/91 

123456789 
10  11  12  13  14  15  16  17 
18  19  20  21  22  23  24  25 
26  27  28  29  30  31  32  33 
34  35  36  37  38  39  40  41 
42  43  44  45  46  47  48  49 
50  51  52  53  54  55  56  57 


Network  World’s  ActionCenter  makes  it  easy  for  you  to  get 
the  free  information  you  need  on  products  and  services  that 
can  make  a  difference  to  your  organization. 

*  Use  the  Reader  Service  coupon  in  Network  World. 

*  Circle  the  Reader  Service  numbers  that  correspond  to  the 

advertisements  in  ActionCenter. 

*  Fill  out  the  coupon  and  send  it  to: 

Network  World 

P.O.  Box  5090,  Pittsfield,  MA  01203 

And  the  information  you  want  will  soon  be  on  its  way  to 
you! 

The  sooner  you  return  the  coupon,  the  sooner  you’ll  have 
the  information  you  need  to  make  informed  purchase  deci¬ 
sions. 
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ActkmCenter 


FEBRUARY 


NETWORK  MANAGEMENT  SOFTWARE 


SOFTWARE 


SnapNET  Makes  WAN  and  LAN 
Management  A  Snap! 

SnapNET  is  a  user  friendly  software  tool  that  allows 
a  network  manager  to  build,  display,  track,  and  modify 
WAN/LAN  topological  layouts,  and  create  network 
databases/directories  and  graphic  presentations. 

SnapNET's  major  advantage  is  its  ease-of-use.  It  takes  advantage  of  MS- 
Windows  3.0's  point-and-click,  multi-windows,  and  toolbox/toolkit  functions. 

Please  call  for  a  FREE  demo  disk. 


NETWORK  MONITORING,  INC. 

2365  Paragon  Drive,  Unit  B 
San  Jose,  CA  951 31 


Place  a  node  or  link 
simply  by  pointing 
and  clicking.  WAN 
and  LAN  reports  will 
give  you  complete 
summaries. 

Use  the  toolkit  to 
create  and  config¬ 
ure  your  local  area 
network.  You  may  select  from  a  variety  of  hardware 
icons  (e.g.,  PC,  printer,  mainframe,  fileserver,  etc.). 


ififl - " - — . —  £ 

a 

Phone: 

Fax: 


(408)  453-6430 
(408)  453-1210 


Circle  Reader  Service  No.  36 


OSI  PRODUCT  ANALYSIS 


OSI  and  GOSIP 

'Product  Analysis  and  Planning  Guide  1990  -1993  ' 

A  New  Network  World  /  Mier  Communications  Special  Report 
Detailed  OSI  and  GOSIP  product  summaries  and  strategies  for  over  two  dozen  top 
vendors,  including:  DEC,  HP,  IBM,  AT&T,  NCR,  Sun,  Unisys,  Tandem,  many  others 

This  138-page  analysis  provides  you  with: 

*  Summary  matrix  of  vendors’  OSI  interoperability 

*  Platform,  operating  environments  supported 

*  GOSIP  compliance  status  of  each  product 

*  Highlights  of  X.400  and  FTAM  support 

*  Product  pricing,  and  OSI  price-trend  projections 

*  Details  on  program  access,  software  interfaces 

*  Complete  vendor/product  listing  for  RFIs 

*  Glossary  of  OSI  terms,  acronyms,  buzzwords 

To  place  your  order  call: 

Mier  Communications,  Inc. 

OR  gg  Hightstown  Road 

Princeton  Jet.,  NJ  08550 


Cheryl  Tynan  at  Network  World, 
Special  Reports;  1-800-622-1108; 
or  in  Mass.  508-875-6400 


Single  copy  price  $695 
Visa,  Master  Card  accepted 

Circle  Reader  Service  No.  37 


609-275-7311  FAX:  609-275-8813 


Now,  display  and  document  your 
network  from  Atlanta  to  Zurich... and  more 


Grafnet  Plus  is  a 
powerful  presentation 


system  for  displaying  networks  spanning  the 
world.  The  system  provides  comprehensive  data 
logging  capability  for  documenting  network 
parameters.  GrafNet  Plus  also  maintains  com¬ 
prehensive  data  storage  capability  of  network 
parameters  presented  as  formatted  reports.  The 
network  graphs  and  reports  may  be  displayed 
on  the  screen  or  sent  to  a  printer. 

The  UL°r  defines  nodes  via  area  codes  and 
prefix  numbers  or  through  Latitude  and 
Longitude.  Extensive  options  exist  for  customiz¬ 
ing  the  displays  and  print-outs.  The  user  can 
Circle  Reader  Service  No.  20 


Significantly  enhanced  features  se|ec,  screen  colo(s 
and  expanded  functions  node  symbols  and 
colors,  line  styles  and  colors.  The  user  can 
specify  the  complete  page  layout  and 
format  for  printing  the  displays. 

Price:  $750  to  $1000 
Call  (408)  446-9598  today  for 
information  and  a  free  demo  disk. 


N 


D 


Network 

Dimensions,  Inc. 


1 1 75  Saratoga  Ave,  Suite  #7,  San  Jose,  CA  951 29 


TOKEN  RING 


ACCESS  YOUR  TOKEN  RING  NETWORK 
—FROM  HOME,  OFFICE,  OR  ANY  REMOTE  LOCATION! 

Now  you  can  easily  access  your  Token  Ring  network  from  anywhere  in  the 
world!  All  you  need  is  a  workstation,  a  modem,  and  RAD’s  simple-to-use 
Token  Ring  Extender.  It’s  plug  and  play! 

•  Very  fast  response  time  •  Data  rates  up  to  128  Kbps 

•  Most  cost-effective  unit  on  the  market  •  Completely  transparent  to 

•  Operates  over  private  or  public  links  higher  level  protocols 


Token  Ring 


& 


data  communications  inc 


1 51  W.  Passaic  St. 
Rochelle  Park,  N.J.  07662 

TEL:  (201)  587-8822 
FAX:  (201)  587-8847 

See  Us  At  Net  World,  Booth  226 


Circle  Reader  Service  No.  38 


PC  BASED  PROTOCOL  ANALYZER 


X.25  CONNECTIVITY 


A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 


LMI  is  a  registered  trademark  of  Progressive  Computing.  Inc 


The  LMI®  is  a  PC-based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 
You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  I  Ml  gives  you  in-depth  plain 
English  decodes,  BERT/BLERT  testing, 
time  stamping,  and  interactive 
simulation. 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

*  Progressive 
m  Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521  USA 
(708)  574-3399  FAX  (708)  574-3703 
Circle  Reader  Service  No.  21 


HEAVEN  SENT  X.25 
TRANSMISSIONS! 


TRY  A  SOFTWARE  SOLUTION  INSTEAD  OF  HARDWARE  HELL!! 

PC  workstation  users  save  money  with  software 
solutions  that  provide  wide  area  networking,  access  to 
remote  hosts,  databases  or  information  services, 
bypassing  costly  hardware  investments!! 

X.25  network  certified  software  by  Microdyne: 

Standard  tile  transfer  protocols! 

Multiple  printer  sessions! 

Products  support  up  to  64,000  bps!  (optional) 

"Hot  key'  switching  from  session  to  session! 


pcX25  =  TTY,  VT52  and  VT100  Async 
terminal  emulation  providing  compatibility 
with  host  mainframe  termination  support. 


SNX25  =  all  the  features  of 
emulation  tor  connectivity 


.us  3270  terminal 
SNA  and  non-IBM™  hosts. 


Microdyne 


Miaodyne  s  PC  Technologies  Division 
491  Oak  Rd  ■  Ocala.  Florida  32672 

In  U.S.  (904)  687-4633  ■  TWX  810-858-0307  ■  FAX  (904)  687-3392 


Circle  Reader  Service  No.  39 
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NETWORKING  MARKETPLACE 


SERVICES 


Dialin’Tiger  Membership  Option 


JvNCnet  is  proud  to  introduce  Dialin’Tiger,  a  fully  interactive, 
non-gateway  service  providing  low  cost  Internet  access.  DialinTiger 
allows  members  to  access  nodes  in  Boston,  Newark,  New  Haven, 
New  York,  Princeton,  Philadelphia,  Providence,  and  Trenton  at 
speeds  up  to  19.2  kbps.  JvNCnet  offers  one  year  DialinTiger 
memberships  for  $200/month.  Gateway  services  are  also  available 
at  T-l,  T-l  Economy  (128  kbps),  56  kbps,  19.2  kbps,  and  9.6  kbps. 

For  more  information  contact: 

JvNCnet,  Princeton  University,  B6  von  Neumann  Hall, 
Princeton,  NJ  08544  (609)258-2400 


DATA  COMMUNICATIONS 


Buy  or  Rent 

{month  Vniir 

TO  MONTH)  Iwlil 

Favorite 

PREVIOUSLY  OWNED 


NEWUSED*BUY«SELLH£ASE 

m/cnm  code\ 

paradyne  JAT&T 

IMM  Racal-Milgo 


(gMRK  CASE 


|D|  Universal 
J5|  Data  Systems 


Oat  at  el 


dataOomm 


NEW  AND  USED  EQUIPMENT  BACKED  BY  WARRANTY 
NATIONWIDE  SEEMCE  MAINTENANCE  AND  INSTALLATION  I 


SOME  SAMPLES: 

ATT  209 6 A .  S  1.695  I 

Codex  2660  (6  CH| .  52,250 

IBM  5865-2  Modem .  5 1 ,995 

MicomBox2|16CH) .  S 2,300 

Paradyne  Pixnet  XL . Call! 

Timeplex  Link  I  &  2 . Call] 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/ 
SPARES 


990,  790,  632,  616,  680 
480,  380,  10  NEST’S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1000  boards  in  stock 
all  items  50%  off  or  more! 
if  we  don’t  have  it, 
we  can  find  it. 


M.A.R.C. 
615-822-7990 
FAX  615-822-7986 


TRAINING 


~i=L=tutor 


ALL  GUARANTEED  FOR 
MANUFACTURER  SERVICE. 


COMPUTER-BASED  TRAINING 


(201)586-3070  FAX  586-3080 

Warwick 

DATA  SYSTEMS,  INC. 

66  FORD  ROAD.  DENVILIE,  NEW  JERSEY  0  7834 


Supercomm 

F 

Special 
Supercomm 
Show  Issue 
-  March  1 8 

Closes:  March  6th 

Bonus  Distribution 


■i  LAN 
■  X.25 

■I  T1 

FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 
CALL 

1-800-542-2242 

(603)  433-2242 


SEMINARS 


KMIs;  Technology, 
Applications  &  Economics 


2  Day  Seminar 

for 

Managers  and  Engineers 


- by  Dr.  Ernest  Simo - 

ATLANTA  HOUSTON 

WASHINGTON  D.C.  LOS  ANGELES 
CHICAGO  LAS  VEGAS 

1-800-933-4540 

Please  call  for  current  schedule. 


DR.  SIM0  S  AUDIO  CASSETTE  TAPIS  ON 
SATCOtA  &  VSAT  ARE  ALSO  AVAILABLE 


Network  World 's  Direct  Response  Card 
Decks  can  be  your  trump  card  for  generating 
quality  leads  and  boosting  your  sales.  When  you 
advertise  in  our  decks,  your  message  reaches 
audited  buyers,  for  just  pennies  a  contact.  And 
with  your  advertising  message  on  one  side  and 
your  company  name  and  address  on  the  other, 
we  make  it  easy  for  our  readers  -  your  custom¬ 
ers  -  to  respond  to  your  message. 

For  information  on  issue  dates,  closings  and 
rates,  call: 


Joan  Bayon  Pinsky 
Sales  Director/ 

Product  Classified  Advertising 
1-800-622-1108 
(or  in  MA  508-875-6400) 


Clare  O’Brien 
Account  Executive 
1-800-622-1108 
(or  in  MA  508-875-6400) 

(Mountain  and  Pacific 
time  zone  advertisers) 

Your  marketing  success  is  in  the  cards  — 

Network  World's  Direct  Response  Cards. 


Network  World  1991  Editorial  Features 


February  25 

Buyer’s  Guide:  Satellite  networks 


March  4 


Dealing  with  systems  integrators 
Show  Distribution:  Windows  &  OS/2 
Special:  Harvey 


March  1 1 


Buyer's  Guide:  Intelligent  wiring  hubs 
Show  Distribution:  Cebit  ’91 


March  18 


1 .  Evaluating  ISDN  options 
2.  Comparing  tariff  information  services 


March  25 

Buyer’s  Guide:  Electronic  mail  software  and  services 


April  1 

Trends  Reshaping  Networks:  EDI 


April  8 

Buyer's  Guide:  LAN  operating  systems 


April  15 

Standards  update 


April  22 

Buyer’s  Guide:  Interexchange  carrier  digital  private-line  services 


April  29 

Twisted-pair  networks 


May  6 


Buyer's  Guide:  X.25  packet  switches 
Show  Distribution:  Dexpo  South 
Special:  Harvey 


May  13 


Trends  Reshaping  Networks:  Security 
Show  Distribution:  GlobalNet 
Special:  Lead  Service 
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NETWORKING  CAREERS 


It’s  Easy  To  Place  Your 
Recruitment  Ad  In  Network  World! 

All  the  Information  you  need  is  right  here. 

The  following  information  will  help  you  determine  the 
size  ad  you'd  like  to  run  and  when  you'd  like  to  run  it. 

RATES: 


Lines 

$  Per  Line 

0-699 

$9.60 

700-1,399 

$8.76 

1,400-2,799 

$8.40 

2,800-4,199 

$7.98 

4,200-5,599 

$7.56 

5,600-6,999 

$7.20 

7,000-8,399 

$6.78 

8,400-18,199 

$6.36 

18,200-36,399 

$6.24 

36,400-54,599 

$6.12 

54,600-72,799 

$6.06 

72,800  + 

$6.00 

Your  price  will  depend  on  the  size  of  your  ad.  The  1991 
lx  open  line  rate  is  $9.60  per  line  or  $134.40  per  col¬ 
umn  inch. 

The  mimimum  ad  size  is  two  column  inches  (1-1/4” 
wide  by  2"  deep)  and  costs  $268.80.  You  can  run  larg¬ 
er  ads  in  half-inch  increments  at  $67.20  per  half  column 
inch. 

U.S.  box  numbers  are  available  and  cost  $15.00  per 
insertion. 

TAB  PAGE  DISCOUNT:  Tab  pages  are  discounted 
10%. 

FREQUENCY  DISCOUNT:  Run  your  ad  twice  in  four 
weeks  and  get  the  second  ad  for  1/2  price. 

SAMPLE  AD  SIZES  AND  PRICES:  To  assist  you  in 
planning  your  recruitment  advertising,  the  following 
shows  common  ad  sizes  and  their  respective  costs  at 
the  lx  open  line  rate.  (All  are  at  gross  cost).  15%  agen- 


cy  commission  applies. 

Tab  page 

$11,760.00 

1  column  x  2” 

$268.80 

2  columns  x  2" 

$537.60 

3  columns  x  3” 

$1,209.60 

4  columns  x  5” 

$2,688.00 

5  columns  x  7” 

$4,704.00 

PAYMENT:  If  you're  a  first-time  advertiser  or  if  you 
haven’t  established  an  account  with  us,  we  need  your 
payment  in  advance  (or  with  your  ad)  or  a  purchase 
order  number.  Once  you  have  established  an  account 
with  us,  we’ll  bill  you  for  any  ads  you  run  as  long  as 
your  payment  record  is  good. 

CLOSING  DATES:  To  reserve  space,  you  need  to 
call  us  by  5:30  P.M.  Eastern  Standard  Time,  12  days 
prior  to  the  Monday  issue  date.  We  need  your  ad  mate¬ 
rials  (camera-ready  mechanical  or  copy  for  pub-set  ad) 
by  5:30  P.M.,  7  days  prior  to  the  weekly  issue. 

AD  COPY:  We'll  typeset  your  ad  at  no  extra  charge. 
You  can  give  us  copy  via  phone,  U.S.  mail,  or  FAX.  To 
typeset  an  ad  for  you,  we  need  clean,  typewritten 
copy.  Figure  about  30  words  to  the  column  inch,  not 
including  headlines.  (There  are  seven  columns  on  each 
page.) 

LOGOS  AND  SPECIAL  ARTWORK:  Any  logos  or 
special  artwork  should  be  enclosed  with  your  ad  copy. 
For  best  reproduction,  please  send  us  either  a  stat  of 
your  logo  or  a  clean  sample  on  white  bond  paper. 

COLUMN  WIDTHS  AND  MINIMUM  DEPTHS:  Your 
ad  can  be  one  of  seven  different  widths.  There  is  a 
minimum  depth  requirement  for  each  width.  You  can 
also  run  larger  ads  in  half-inch  increments.  The  chart 
below  can  serve  as  a  reference.  There  are  1 ,400  lines 
to  a  page. 


NUMBER 

OF  COLUMNS 

MINIMUM 

DEPTH 

WIDTH 

1  column 

1-1/4” 

2” 

2  columns 

2-5/8” 

2” 

3  columns 

4-1/16” 

3” 

4  columns 

5-9/16” 

4” 

5  columns 

6-15/16" 

5” 

6  columns 

8-3/8” 

6” 

7  columns 

9-3/4" 

7” 

For  further  information:  Please  call  Pam  Valentinas 
at  1-800-622-1108  (or  in  MA,  508-875-6400) 

Or  you  may  send  your  copy  to:  Network  World, 
The  Meadows,  161  Worcester  Road,  PO  Box  9172, 
Framingham,  MA  01701-9172. 

If  you  wish  you  can  fax  your  copy  to  us 
at  508-879-3167. 


Telecommunications  Engineers 


he  Travelers  is 
committed  to  the 
use  of  advanced 
technology  as  a 
key  element  in  achieving  our 
business  strategies.  That's  why, 
as  a  $50  billion  insurance  and 
financial  services  leader,  we've 
created  one  of  the  most  sophisti¬ 
cated  integrated  SNA  networks 
in  corporate  America. 

Our  fiber-optic,  high 
capacity  voice/data/image  wide 
area  network  connects  our  14 
mainframes  to  over  30,000 
devices  throughout  the  country. 

Each  day  this  network  handles 
8  million  real-time  transactions 
with  an  average  response  time  of  1.3  seconds. 

To  enhance  our  networking  capabilities  for 
the  90's,  The  Travelers  is  currently  moving  from 
SNA  to  a  new  interconnected  LAN  backbone 
network  while  exploring  new  technologies, 
including  Frame  Relay  and  SMDS.  Our  Telecom¬ 
munications  Software  Engineering  Group  is 
helping  to  make  the  transition  to  a  new  network¬ 
ing  paradigm.  And,  we  have  a  staff  position 
available  in  Hartford,  Connecticut,  to  help  engi¬ 
neer  this  migration. 

If  you  join  this  team,  you'll  have  the 
opportunity  to  install,  test,  and  perform  analyses 
of  new  LAN-WAN  interconnection  technologies 
and  OSI  to  SNA  gateways.  Also,  you'll  perform 
traditional  installation,  customizing,  testing,  and 
analysis  of  VTAM/NCP/NPSI/NetView  software. 
Plus,  you'll  investigate  and  engineer  software 
that  provides  network  management  capabilities 
across  a  broad  mix  of  technologies,  including 
T-l,  PBX,  SNA,  and  LAN. 

As  a  Telecommunications  Engineer,  you'll 
manage  projects  from  start  to  finish  on  a  variety 
of  software  operating  on  different  hardware 
platforms.  You'll  work  closely  with  other  engi¬ 


neering,  network  operations, 
and  application  business  areas 
to  find  and  certify  communica¬ 
tion  software  products  that  meet 
business  requirements. 

To  qualify,  you'll  need  a 
minimum  of  3  years  of  proven 
data/voice  communications 
experience.  IBM  SNA,  MVS, 
N.E.T.  IDNX,  AT&T  PBX,  and 
LAN  bridge/router  experience 
are  all  strongly  preferred.  Skill 
in  problem  determination  and 
analyzing  various  communica¬ 
tion  protocols  is  essential. 

Equally  important,  you 
must  be  able  to  demonstrate 
strong  project  management 
skills  and  be  results-oriented.  We're  looking  for 
creative  thinkers  and  hands-on  professionals  — 
able  to  handle  design  through  implementation. 

A  marketing  flair  and  the  ability  to  work  as  part 
of  a  team  are  essential. 

In  return,  we  offer  ongoing  challenges  and 
variety  in  a  visible  position  which  will  call  for  all 
your  talents  and  skills.  As  an  industry  leader,  we 
provide  competitive  salaries  and  comprehensive, 
flexible  benefits.  Relocation  assistance  will  also 
be  available. 

So,  if  you're  up  to  the  challenge,  see  it 
through.  Join  The  Travelers  and  play  a  key  role 
in  shaping  our  future. 

For  immediate  consideration,  FAX 
your  resume,  with  salary  requirements,  to: 
203-277-2101,  Attn.  P.  Correira.  Or,  mail  it  to 
her  attention,  The  Travelers  Companies, 

One  Tower  Square  -  3  MN,  Hartford,  CT 
06183-7043. 

TheTravelers^ 

You're  better  off  under  the  Umbrella® 


SHAPE  THE  FUTURE 


The  Travelers  Companies,  Hartford,  Connecticut  06183. 


An  Equal  Opportunity  Employer. 


You  can  target  your  recruitment 
advertising  with  Network  World 

Network  World  is  the  one  and  only  publication 
written  specifically  for  communications  users. 

That  means  you’ll  reach  the  specialized 
and  qualified  applicants  you  want. 

Over  150,000  communications  professionals 
subscribe  to  Network  World. 

One  of  them  could  be 
exactly  who  you’re  looking  for! 

For  information  on  placing  your  recruitment  ad, 
call  Pam  Valentinas  toll  free  at  800-622-1108 
(In  MA)  508-820-7428 


SOFTWARE 

ENGINEERING 

MANAGER 


We  are  ADC,  a  $250MM  leader  in  the  telecommuni¬ 
cations  industry.  Due  to  unparalleled  growth  we  are 
seeking  an  innovative  manager  to  grow  and  lead  our 
professional  software  design  team  into  the  future. 
The  individual  will  be  a  proven  leader  in  the  tele¬ 
communications  industry.  As  a  key  member  of  our 
executive  management  team,  you  will  be  responsible 
for  managing  the  software  efforts  of  our  leading  edge 
products.  The  position  requires  ten  years  experience 
in  architecting,  designing  and  implementation  of 
telecommunication  system  software.  If  a  highly  vis¬ 
ible  leadership  position  fits  your  career  plan,  submit 
your  resume  in  strictest  confidence  to: 


Richard  Thomas  Associates 
37W444  Raleigh  Court  •  Elgin,  IL  60123 
Phone  (708)  697-7776 
Fax  (708)  697-7783 
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NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  new  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to 
be  the  most  comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from, 
you  can  place  your  company  under  the  most  appropriate  headings  to  make  it  easily  accessible  for  our  75,000  audited  buyers. 

All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 

Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 

Line  Listing  Rates  (prices  are  net  for  26-week  period)  Display  Listing  Rates  (prices  are  net  for  26-week  period) 

Company  listing . $500.  2  5/16"  wide  x  1/2"  deep . , . $1 ,000. 

2-9  additional  listings . $450.  per  listing  2  5/16"  wide  x  1"  deep . $2,000. 

10  or  more  additional  listings . $400.  per  listing  2  5/16"  wide  x  1  1/2"  deep . $2,800. 

Bold  listing  —  extra . $  50.  per  listing  2  5/16"  wide  x  2"  deep . $3,600. 

Space  and  copy  closing  for  next  updated  issue  is  February  21 .  Listing  begins  in  March  1 8  issue  and  runs  through  the  September  9, 1991  issue. 

For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1-800-622-1108  or  508-875-6400. 

To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161 
Worcester  Road,  Framingham,  MA  01701-9172. 


Protocol  Analyzers  cont. 

TEST  YOUR  NETWORK 
WITH  THE  BEST 

OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T1,  SS#7,  SNA,  X.25,... 

nfiLENEXCALL  1-800-368-3261 
•  Diagnostic  Products 

Protocol/Interface  Simulators 

GN  Navtel . 

GSOFT  Systems,  Inc . 

.416-479-8090 

.301-898-7973 

T-Carrier 

Electrodata,  Inc . 

.800-441-6336 

DSU/CSU 

Anixter . 

.800-232-0190 

Modems 

Limited  Distance/Line  Drivers 
Equinox . 

.  305-255-3500 

High  Speed  (9. 6kbps +) 
Eastern  Datacomm,  Inc . 

Western  Datacom  Co.  Inc . 

.201-262-9022 

.  800-262-331 1 

Fiber  Optic 

Canoga-Perkins  Corp . 

.818-718-6300 

Multiplexers 

Fractional  T- 1 

COASTCOM . 

.415-825-7500 

Optical  Fiber 

Anixter . 

.800-232-0190 

Statistical 

Eastern  Datacomm,  Inc . 

.201-262-9022 

Time  Division 

Equinox . 

.  305-255-3500 

T-1 

Anixter . 

.800-232-0190 

Computers/Peripherais 

Memory  Upgrades 


MEMORY 

UPGRADES 


IBM,  COMPAQ,  AST,  DEC,  EPSON,  HP 
NEC,  SUN,  TOSHIBA,  ZENITH,  Others 


5  Year  Warranty  -  Immediate  Delivery! 


2 

Established 

1980 


SIGMA  DATA 

New  London,  New  Hampshire 

CALL  FOR  OUR  PRICE  LIST 


800  446-4525 


Data  Communications 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

GN  Navtel . 416-479-8090 

Cable/Interface  Testers 

GN  Navtel . 416-479-8090 

Error-Rate  Measurement  Equipment 
GN  Navtel . 416-479-8090 

Performance- Measurement  Equipment 
GN  Navtel . 416-479-8090 

Protocol  Analyzers 


SNA  3270/LU6.2  Tests 


•  3800  +  Validation  &  Load  Tests 

•  SDLC  and  Token-Ring  •  PC-Based 

•  Specs  and  Source  Coding  Provided 

Applied  Computer  Technology 
Garland,  TX  (214)  271-6550 


Azure  Technologies . 800-233-3800 

GN  Navtel . 416-479-8090 


IBM  MAINFRAME  EMULATION 
SNA/3270  CERTIFICATION 


•  Over  500  preprogrammed  QA  tests  to  CERTIFY 
Controllers,  Printers,  Keyboards  &  Terminals 

•  LOAD  &  THROUGHPUT  Testing 

•  NPSl/QLLC/X. 25  Testing  •  PU2.1  Testing 

•  Token  Ring  Testing  •  LU6. 2  Testing 


GSOFT  SYSTEMS,  Inc. 

7221  Mountaindale  Rd.,  Frederick,  MD  21701 

301-898-7973 


Canoga-Perkins  Corp . 818-718-6300 

Equinox . 305-255-3500 

Network  Management  Systems 

Micro  Technology . 714-970-0300 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 


Patching  Equipment 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 

Switches 

Data 

Equinox . 305-255-3500 

Wise  Components  Inc . 800-543-4333 

Matrix 

Datacomm  Mgmt  Sciences . 203-838-7183 

Equinox . 305-255-3500 

Telenex . 800-222-0187 

Packet 

OST,  Inc . 703-817-0400 

Port  Selectors 

Eastern  Datacomm,  Inc . 201-262-9022 

Equinox . 305-255-3500 

Systems  Integrators 


(301)  840-0999 
I  FAX:  (301)417-0593 


Potomac  Digital,  Inc. 

POTOMAC  DIGITAL,  INC.  is  a  full  ser¬ 
vice  distributor  and  integrator  of  Net¬ 
works,  with  an  extensive  inventory  of 
WAN/LAN  Products  from: 

AT&T  PARADYNE 
MICOM  COMMUNICATIONS 
NEC  AMERICA,  INC. 
WELLFLEET 
LANTRONIX 

FIBER  OPTIC  PRODUCTS 


LAN  UNIX  X.25  SOL 

NOVELL  MICROSOFT  LANS 
DCA  EICON  EDA  SCO 
PRODUCT  SUPPORT  SERVICE 

©StonyBrook  Technologies 
(516)567-6060 
GSA  CONTRACTOR 


Terminal  Servers 

Equinox . 


.  305-255-3500 


Space  and  copy  closing  for 
April  15  issue  is  March  21. 

Listing  runs  through 
the  October  7  issue. 


Local  Area  Networks 

Bridges 

Anixter . 800-232-0190 

Canoga  Perkins . 818-718-6300 


Netronix. 

The  Second  Generation  Of  Ethernet  and 
Token  Ring  Bridges.  1-800-282-2535 

M'  Netronix 

Technology  That  Works. 


LAN/WAN  Bridges 

Advanced  Relay  Comm.,  Inc . 503-345-9178 

Brouters 

RAD  Data  Communications  Inc. .  201-587-8822 

Local  Area  Networks 

Broadband  Based 

Anixter . 800-232-0190 

Ethernet  Compatible 


Wiring  Systems  Specialists 

Voice  •  Video  •  Data  •  Power 


Authorized  Distributor 
800-232-0190 


Fiber  Optic  Based 

Anixter . 800-232-0190 

Token  Ring 

Anixter . 800-232-0190 

lOBaseT  Systems 

Anixter . 800-232-0190 


CALL  THE 

CONNECTIVITY  EXPERTS 


•  David  Systems  •  Proteon 

•  Startek  •  DAMAC 

•  Allied  Telesis  •  Others 

•  Network  Application  Technology 


Westech  Communications,  Inc 
28310  Industrial  Blvd,  Suite  K 
Hayward,  CA  94545  (415)887-8773 


LAN  Test/Management  Devices 

Anixter . 800-232-0190 
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Security 

Dial  Back  Systems 

Equinox . 305-255-3500 


Software 

Cable  Management 

Network  Facilities . 61 2-934-2655 

EMail/Messaging 

Notework  Corporation . 800-767-6683 


E-Mail  Gateways  for  Macintosh 

StarNine  Technologies  (415)  548-0391 
2126  6th  St.  Berkeley,  CA  94710 


Micro-to-Mainframe 

Stony  Brook  Technologies,  Inc..  516-567-6060 


Network  Management 

Anixter . 800-232-0190 


For  whatever  you  sell  from 
A  to  Z,  you  should  place 
it  under  a  heading  in 
Network  World’s 
Resource  Directory. 


Structured 
Wiring  Systems 

Baiuns 

Anixter . 800-232-0190 


TIEX 

TWISTED-PAIR  WIRING  SPECIALISTS 
for 


BM  AS  400.  S  3X.  TOKEN  RING.  3270 


800-533-TIEX 
fax  214-385-0723 


Cables 

Coax 

Anixter . 800-232-0 1 90 

Fiber  Optic 

Anixter . 800-232-0190 

Twisted  Pair 

Anixter . 800-232-0190 


Connectors 

Anixter . 800-232-0 1 90 


- X - M  M - 

OD-TAP 


‘'Total  Wiring  Solutions^ 

'  X  >omX  > 

YANKEE 

>  1-800-365-9720  FAX:  603-625-4915. 


Cross  Connect  Blocks 


Anixter . 800-232-0190 

Wiring  Concentrators 

Anixter . 800-232-0 1 90 


Support  Equipment 

Power  Distribution/ 

Equipment  Protection 


BATTERY  BACK-UP  for  NETWORKS 
BEST  PRICES 

1-800-433-2288  The  PURSUIT  Corp. 


UPS  Supplies 


■EXIDE  -ELECTRONICS 


5608  Spring  Court,  Raleigh,  NC  27690  0457 
800-554-3448  fax:  800  75-EXIDE 


Support  Services 


Consulting 


Business  Software  Inc. 

Specialists  in  multi-media  network 
documentation 
•  Setup*  Maintenance 
Training  •  Network  Planning 
Call:  (212)753-5333 


General  Network  Service  Inc . 203-327-2322 


MULTI-TECH  COMMUNICATIONS,  INC. 

VOICE  *  DATA  *  LAN 
CALL  201-627-2518 


PRISM  TECHNOLOGY  INC. 


NetWare  386/286  Consulting 
Client/Server  Applications 
Sales  &  Installation 


Fax  Processing  Systems 

Biscom . 800-477-2472 


e*  FAX  RELAY 


The  FR-100  FAX  RELAY  connects  a  Group  III 
facsimile  machine  via  a  PBX  extension  to  the 
data  port  of  a  multiplexer.  The  FR-100  puts  fax 
transmission  over  your  dedicated  data  network 
using  only  9600  or  4800  bps. 

(408)  973-9800 
Entropic  Speech,  Inc. 


Fax  with  FAX-LINK 


Easily  fax  WP,  PCs,  Quotes,  Etc.  from  any  terminal 

PHONE:  404-742-B84  htlitk  Tcckflolojj  IlC.  FAX:  4W-765-7073 


ISDN  Products 

Anixter . 800-232-0190 


Transmission 

Services 


Microwave 


FCC  Licensed  Digital  Microwave 
Carrier  •  Bypass  •  Alternate  Access 
•Disaster Recovery/Diversity 

eeoeee 

(212)  509-5115  LOCATE’" 

17  Battery  Place,  Suite  1200,  NY  NY  10004 


VSAT 

GTE  Spacenet  Corporation . 703-848-1000 


1NOVELL  (617)241-0451 

AUTHORIZED  RESELLER 


Telco  Research  Corporation . 800-48T-ELCO 


Educational  Training  Services 
IBM:  SAA/SNA 

Galaxy  Consultants . 408-354-2997 

Installation  Services 


^SSSm  mr  w 

mam 


Pacific  Coast  Cabling,  Inc. 


Installation  Specialists 

Communications  Cabling  &  Equipment 
Data,  Voice  &  Video  Prewire  Services 

LANS  WANS 

Serving  Southern  California  Since  1 985 
21610  Lassen  St.,  Chatsworth,  CA  91311 
(818)407-1911  Lie#  486194 


Telecommunications/ 

Voice 


Centrex 


CENTREX  SYSTEM  ? 

CONSOLE 

YOURSELF  WITH 

TONECOMMANDER 


A  family  of  answering  1-206-883-3600 
consoles.  Please  call:  1-800-524-0024 


Network  World’s 
Resource  Directory  is  your 
source  for  selling  networking 
products  and  services. 

With  over  200  category 
headings  available,  your 
company’s  products  are  easily 
accessible  at  a  glance. 

Published  weekly  and  updated 
monthly,  it’s  the  most 
comprehensive  networking 
directory  anywhere. 

Call  Eleni  Brisbois 
at  1-800-622-1108  today 
to  place  your  listing. 
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GE  seeks  service 
edge  via  net 

continued from  page  1 

GECFS  decided  that  the  key  to 
enhancing  service  was  to  upgrade 
its  information  systems,  which 
until  about  a  year  ago  were  an¬ 
chored  by  a  Honeywell,  Inc. 
mainframe  here. 

Today,  the  company  has  17 
4M  bit/sec  Token-Ring  Networks 
supporting  700  IBM  Personal 
System/2s.  The  LANs  are  con¬ 
nected  by  a  16M  bit/sec  fiber-op¬ 
tic  backbone  running  throughout 
a  two-building  complex  here.  The 
backbone  is  linked  through  an¬ 
other  Token-Ring  to  a  3745  Com¬ 
munication  Controller,  which  is 
tied  via  four  56K  bit /sec  lines  to  a 
host  in  Stamford,  Conn. 

About  200  of  the  PS/2s  run  a 
handful  of  staff-developed  coop¬ 
erative  processing  applications 

—  including  an  Application  Sys- 
tem/400-based  Vehicle  Configu¬ 
rator,  which  is  an  expert  system 
that  helps  select  the  most  cost-ef¬ 
fective  options  when  buying  new 
cars,  and  a  Maintenance  Manage¬ 
ment  Program,  which  is  offered 
with  each  of  the  400,000  cars 
GECFS  currently  leases. 

The  application  supporting 
the  maintenance  program  pro¬ 
vides  a  good  example  of  what  co¬ 
operative  processing  has  meant 
for  GECFS. 

The  system  is  used  to  track  ev¬ 
ery  repair  made  to  the  110,000 
cars  enrolled  in  the  program,  in¬ 
cluding  information  about  which 
service  stations  performed  what 
repairs,  the  quality  of  those  re¬ 
pairs  and  a  wealth  of  other  data 

—  all  of  which  adds  up  to  valu¬ 
able  reference  and  trend  analysis 
data. 

The  application  is  used  by  55 
Vehicle  Maintenance  Administra¬ 
tors  (VMA),  who  are  mechanics 
by  trade.  They  field  calls  from 
corporate  fleet  administrators, 
mechanics  at  independent  repair 
shops  and  car  drivers. 

Since  the  new  system  was  put 
in  place,  10,000  cars  have  been 
added  to  the  maintenance  pro¬ 
gram  but  no  new  staff  has  been 
required,  said  Ron  Fordahl,  man- 


MCI  offers  new 
pricing,  options 

continued  from  page  5 
providers.  “Overall,  [they]  found 
long  distance  to  be  confusing  and 
complicated,”  she  said. 

For  example,  customers  had 
problems  managing  multiple  bills 
for  different  services  that  came 
due  at  various  times  during  the 
month,  Dunlap  said,  adding  that 
customers  felt  they  spent  too 
much  time  trying  to  manage  their 
telephone  bills. 

MCI  Preferred  consolidates  all 
charges,  even  those  for  residen¬ 
tial  calls,  into  one  bill  and  pro¬ 
vides  a  volume  discount  for  ag¬ 
gregate  usage.  Customers  will  be 
able  to  use  account  codes  to  make 
it  easier  to  charge  back  different 
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ager  of  the  maintenance  control 
center  here.  GECFS’  hiring  ratio 
has  gone  from  one  person  per 
2,000  vehicles  to  one  per  2,500. 

This  was  possible  because  the 
new  system  is  faster  and  easier  to 
use  than  the  old  one  and  provides 
more  data. 

LAN  central 

For  each  of  the  1 ,000  corpora¬ 
tions  that  lease  cars  from  GECFS, 
the  company  keeps  a  client  pa¬ 
rameter  file  on  a  PS/2  Model  70 
configured  as  a  Novell,  Inc.  Net¬ 
Ware  server.  The  file  contains  in¬ 
formation  ranging  from  custom¬ 
er  preferences  in  terms  of 
equipment,  such  as  tires,  to  a  dol¬ 
lar  amount  for  repairs  that  can  be 
performed  without  permission. 

Each  morning,  the  1,000  pa¬ 
rameter  records  are  downloaded 
and  stored  on  the  hard  disk  of 
each  VMA’s  PS/2.  That  gives  the 
VMA  immediate  access  to  the  in¬ 
formation  and  also  helps  keep 
traffic  off  the  LAN,  Runge  said. 

Much  of  the  data  required  by 
the  LAN-based  management  pro¬ 
gram,  however,  is  stored  on  a  re¬ 
mote  mainframe  because  it  is 
used  to  back  up  other  GECFS  ap¬ 
plications  and  is  too  voluminous 
to  store  locally. 

When  a  VMA  reaches  a  point 
within  the  PS/2  maintenance 
program  that  requires  informa¬ 
tion  stored  on  the  remote  host, 
the  application  will  automatically 
establish  an  Advanced  Program- 
to-Program  Communications 
session  with  the  mainframe. 

For  example,  VMAs  can  use  the 
LAN-based  maintenance  applica¬ 
tion  to  find  the  appropriate  re¬ 
pair  shops  for  clients.  It  accepts 
phone  numbers,  zip  codes  or  city 
and  state  names  as  search  crite¬ 
ria. 

When  it  comes  time  to  conduct 
the  search,  the  LAN  application 
—  realizing  it  doesn’t  have  the 
data  base  locally  —  establishes 
an  APPC  session  with  the  remote 
mainframe. 

The  mainframe  component  of 
the  application  then  searches  a 
Computer  Associates  Interna¬ 
tional,  Inc.  IDMS  data  base  to  find 
all  the  suppliers  that  meet  the  cri- 


departments  or  clients,  Dunlap 
said. 

Charges  of  more  than  $200 
per  month  will  be  discounted 
10%.  Additionally,  MCI  is  offer¬ 
ing  an  “optimizer  discount”  that 
provides  another  10%  discount 
on  all  calls  placed  to  the  most  fre¬ 
quently  dialed  area  code. 

MCI  will  also  offer  manage¬ 
ment  reports  to  help  users  ana¬ 
lyze  their  traffic  patterns.  In  addi¬ 
tion,  users  can  designate  one  line 
for  fax  usage  and  receive  a  report 
on  those  calls. 

MCI  is  also  rolling  out  a  new' 
calling  card  for  MCI  Preferred 
that  gives  small  users  access  to 
network  features  such  as  confer¬ 
ence  calling,  voice  mail,  voice 
messaging,  a  voice  news  network 
and  speed  dialing. 


teria  and  sends  the  result  back  to 
the  PS/2,  typically  with  sub¬ 
second  response  time. 

On  a  monthly  basis,  a  report  is 
generated  based  on  the  informa¬ 
tion  VMAs  entered  to  repair  or¬ 
ders.  Based  on  those  reports, 
GECFS  can  determine  if  certain 
types  of  parts  are  failing  prema¬ 
turely.  The  company  can  then 
identify  every  auto  for  which  such 
a  repair  was  conducted  and  seek 
reimbursement  from  the  manu¬ 
facturer  even  if  the  warranty  is 
up,  thus  saving  clients’  money. 

Besides  providing  more  de¬ 
tailed  information,  getting  the 
LAN-based  applications  to  coop¬ 
erate  with  remote  host  programs 
has  proven  to  be  more  efficient 
than  simply  using  3270  termi¬ 
nals,  Runge  said. 

For  example,  every  APPC 
transaction  on  the  network  uses  a 
4K-byte  packet,  which  is  pure 
data  except  for  a  20-byte  header. 
By  contrast,  it  would  take  be¬ 
tween  three  and  six  3270  transac¬ 
tions  to  transfer  that  much  data 
because  of  all  the  screen  format¬ 
ting  data  sent  with  each  3270 
transaction,  Runge  said. 

That’s  a  big  consideration,  be¬ 
cause  the  maintenance  applica¬ 
tion  alone  is  responsible  for 
about  30,000  transactions  per 
day  to  the  mainframe.  Using 
3270  terminals,  that  would 
translate  to  some  250,000  trans¬ 
actions. 

And  the  response  time  using 
LANs  and  APPC  is  exceptional. 

In  a  stress  test  run  before  the 
first  cooperative  processing  ap¬ 
plications  were  put  on-line  in  Jan¬ 
uary  1990,  22  PS/2s  each  fired  a 
transaction  requesting  4K  bytes 
of  data  at  the  mainframe  every  30 
seconds.  For  35,000  transac¬ 
tions,  subsecond  response  time 
was  achieved  99%  of  the  time. 

“The  things  I’m  telling  you 
now  I  wouldn’t  have  mentioned 
two  years  ago  because  it  would’ve 
given  our  competitors  wind  of 
what  we  were  doing,”  Runge  said. 
That’s  not  a  problem  today  be¬ 
cause  “by  the  time  they  get  the 
system  up  and  going,  we’re  going 
to  be  two  years  farther  off  than 
that.”  □ 


MCI  Preferred  customers  pay 
23.5  cents  per  minute  for  800 
and  outbound  voice  calls,  regard¬ 
less  of  distance.  Calls  placed  dur¬ 
ing  evening  and  weekend  hours 
are  discounted  30%  and  45%,  re¬ 
spectively,  from  the  flat  rate 
price. 

To  underscore  the  importance 
MCI  places  on  the  small  business 
user,  the  carrier  had  MCI  Chair¬ 
man  and  Chief  Executive  Officer 
William  McGowan  on  hand  at  a 
press  conference  last  week  to 
promote  the  new  service.  “Until 
now,  small  businesses  have  been 
left  standing  on  the  sidelines  of 
the  information  age,”  he  said. 

McGowan  said  there  are  about 
5  million  small  businesses  in  the 
U.S.  that  spend  $6  billion  annual¬ 
ly  on  telecommunications.  □ 


Squabble  over 
radio  spectrum 

continued from  page  1 
likely  to  stir  debate,  a  more  im¬ 
mediate  cause  for  concern  was 
Sikes’  admission  that  current  mi¬ 
crowave  users  will  be  affected  by 
the  FCC  spectrum  review  kicked 
off  last  year. 

That  review  is  examining  how 
the  radio  spectrum  is  currently 
used  and  is  intended  to  determine 
how  to  find  space  on  the  crowded 
airwaves  for  emerging  wireless 
technologies. 

Many  participants  in  the  per¬ 
sonal  communications  network 
(PCN)  industry,  including  Apple 
Computer,  Inc.  and  Millicom, 
Inc.,  believe  PCN  services  would 
be  best  provided  using  frequen¬ 
cies  in  the  1.8-  to  2.3-GHz  range 
—  the  bandwidth  currently  occu¬ 
pied  by  microwave  users  in  the 
utility,  petroleum,  public  safety 
and  railroad  industries. 

The  FCC  has  begun  a  “refarm¬ 
ing  initiative”  as  part  of  the  over¬ 
all  review  to  try  to  find  new  band¬ 
width  for  microwave  users  that 
are  likely  to  be  affected  if  the 
bandwidth  is  granted  to  PCN. 

Microwave  users  in  the  indus¬ 
tries  likely  to  be  afflicted  empha¬ 
sized  that  they  have  millions  of 
dollars  invested  in  equipment 
and  do  not  view  wire-based  ser¬ 
vices  as  an  alternative. 

Over  the  last  year,  the  FCC  has 
held  out  the  hope  that  experi¬ 
ments  it  has  authorized  using 
spread-spectrum  techniques 
would  show  that  radio  bandwidth 
can  be  shared  by  both  PCN  and 
microwave  users,  thus  obviating 
the  need  for  spectrum  realloca¬ 
tion. 

Some  users  have  already  be¬ 
gun  examining  how  bandwidth¬ 
sharing  would  affect  them. 

“We  have  tests  under  way  to 
determine  what  kind  of  interfer¬ 
ence  we  may  run  into  if  others 
start  using  the  same  frequencies 
we  use  today,”  said  Nick  Noecker, 
an  energy  consultant  with  Ten- 
neco  Corp.’s  automation  ser¬ 
vices. 

But  last  week,  Sikes  cut  to  the 
quick  of  it.  “Our  refarming  initia¬ 
tive  will  be  difficult,”  Sikes  said. 
“Nobody  wants  to  move.”  He  said 
users  of  fixed  microwave  systems 
may  be  asked  to  move  to  other 
frequencies  or  to  alternative 
means,  such  as  fiber-optic  cable. 

He  said  the  FCC  is  studying  the 
refarming  issue  based  on  a  cost 
analysis  to  determine  the  least 
economic  impact  on  all  involved. 
The  FCC  wants  to  create  a  “spec¬ 
trum  reserve”  of  350  MHz  to  be 
later  assigned  for  voice  and  data 
PCN,  digital  radio  and  other  ad¬ 
vanced  cellular  technologies. 

Bob  Raish,  an  attorney  with 
Fletcher,  Heald  and  Hildreth  who 
represents  railroad  industry  mi¬ 
crowave  users,  said  the  existing 
operations  of  railroads,  utilities 
and  public  safety  agencies  would 
be  severely  hurt. 

In  the  longer  term,  radio  spec¬ 
trum  auctioning  could  become  an 


even  more  controversial  issue. 

Under  today’s  method  of  spec¬ 
trum  management,  the  FCC  li¬ 
censes  radio  spectrum  to  users 
free  of  charge.  The  Bush  adminis¬ 
tration  policy  advocates  selling 
off  spectrum  used  for  telecom¬ 
munications  purposes. 

The  recently  issued  “Econom¬ 
ic  Report  of  the  President”  em¬ 
phasizes,  “In  particular,  when 
portions  of  the  spectrum  previ¬ 
ously  reserved  for  government 
use  are  made  available  to  the  pri¬ 
vate  sector,  they  should  be  auc¬ 
tioned  off  without  restrictions.” 

The  Emerging  Telecommuni¬ 
cations  Technologies  Act  of  1 99 1 
proposes  to  take  200  MHz  of 
spectrum  currently  used  by  the 
government  so  that  the  FCC  can 
allocate  it  for  private  sector  use. 
The  bill  has  received  wide  sup¬ 
port  from  industry. 

Sikes,  backing  the  concept  of 
auctioning  frequencies  outside  of 
those  used  for  radio,  television  or 
public  safety  use,  said  the  frame¬ 
work  for  bandwidth  sales  still 
needs  to  be  defined. 

At  the  hearing,  Rep.  Edward 
Markey  (D-Mass.)  said  Congress 
is  ready  to  work  with  the  Bush  ad¬ 
ministration  to  get  the  bill 
passed.  He  said  Congress  expects 
to  receive  a  spectrum  auction 
plan  from  the  current  administra¬ 
tion  in  the  near  future.  □ 
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Hughes  preps  for 
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protocol  routing  backbone  and 
making  guidelines  for  how  DEC- 
net  Phase  V  nodes  are  named. 

Since  its  address  space  is  limit¬ 
ed  to  1 6  bits,  DECnet  Phase  IV  can 
support  no  more  than  63  areas 
comprising  as  many  as  1,023 
nodes  each.  DECnet  Phase  Vs  ad¬ 
dress  space  is  much  larger,  mak¬ 
ing  it  possible  for  users  to  seg¬ 
ment  a  DECnet  Phase  V  net  into 
infinitely  more  areas,  each  sup¬ 
porting  thousands  of  nodes. 

Hughes’  DECnet  Phase  IV 
problem  stems  from  the  fact  that 
it  shares  a  Phase  IV  DECnet  with 
General  Motors  Corp.,  whose  GM 
Hughes  Electronic  Corp.  subsid¬ 
iary  owns  Hughes  Aircraft. 

GM  has  been  assigned  the  first 
39  areas  of  the  DECnet  for  its  use, 
leaving  Hughes  with  24  address¬ 
ing  areas.  Hughes  has  already 
used  more  than  half  of  its  DECnet 
areas  and  may  not  have  enough 
left  to  support  expansion  plans. 

The  company  assigns  one  or 
more  DECnet  areas  to  each  of  its 
operating  groups. 

“Hughes  is  a  spread-out  com¬ 
pany,”  MacLean  said.  “So  we  are 
running  out  of  areas.” 

Even  though  DECnet  Phase  V 
is  not  shipping,  DEC  has  provided 
enough  information  about  its 
node  naming  for  Hughes  to  devel¬ 
op  guidelines  that  will  make  it 
easier  to  implement  DECnet 
Phase  Vs  Distributed  Name  Ser¬ 
vice  (DECdns).  DECnet  Phase  V 
will  use  DECdns  to  enable  users  to 
address  traffic  to  other  nodes  us- 


DECnet  Phase  V 


ing  a  simple  name  rather  than  a 
cryptic  address,  as  is  the  case  with 
DECnet  Phase  IV. 

DECnet  Phase  V  traffic  ad¬ 
dressed  to  a  node  name  will  be 
routed  to  a  VAX  running  DECdns 
software,  which  translates  the 
name  into  the  node  address  and 
forwards  it  to  the  destination. 

Hughes  is  testing  an  early  ver¬ 
sion  of  DECdns  that  works  under 
DECnet  Phase  IV.  The  company 
has  found  that  it  will  need  to  add 
more  power  to  existing  VAXes 
running  DECdns  or  dedicate 
some  VAXes  as  DECdns  servers. 

Hughes’  DECnet  Phase  V  mi¬ 
gration  planning  coincides  with 
its  need  to  upgrade  existing 
bridged  network  architecture  to 
multiprotocol  routers.  Currently, 
EDEN  uses  a  series  of  local  and  re¬ 
mote  bridges  to  link  nets  support¬ 
ing  DECnet,  Transmission  Con¬ 
trol  Protocol/Internet  Protocol 
and  a  mix  of  other  traffic. 

Hughes  uses  DEC  LAN  Bridges 
to  link  Ethernet  segments  in  the 
same  building  or  campus  of  build¬ 
ings  and  Vitalink  Communica¬ 
tions  Corp.  TransLAN  bridges  to 
link  remote  Ethernets  to  its  back¬ 
bone.  The  backbone  consists  of 
56K  bit/sec,  256K  bit/sec  or  full 
T-l  channels  on  Hughes’  Inte¬ 
grated  Digital  Network. 

“At  the  time  EDEN  was  built, 
bridges  were  the  only  way  to 
build  this  type  of  multiprotocol 
network,”  said  Ngai-Lim  Wong, 
EDEN  senior  systems  engineer. 

However,  using  bridges  forced 


Hughes  to  devise  a  way  to  prevent 
all  traffic  from  reaching  the  wide- 
area  network  and  congesting  the 
links.  So  the  company  used 
bridge  software  filters  to  create 
what  it  calls  logical  routing. 

Logical  routing  uses  Ethernet 
multicast  addresses  to  prevent 
certain  traffic  from  reaching 
wide-area  links.  Multicast  ad¬ 
dresses  identify  which  transmis¬ 
sion  protocol  and  type  of  data  is 
within  an  Ethernet  packet. 

In  EDEN,  DECnet  traffic  ad¬ 
dressed  to  a  node  in  the  same 
area  is  broadcast  across  the  local 
Ethernet  to  its  destination.  It  is 
also  received  by  a  DECnet  router 
and  a  TransLAN  bridge. 

The  router  is  configured  to  ig¬ 
nore  traffic  destined  for  a  node  in 
the  same  area,  while  the  Trans¬ 
LAN  bridge  prevents  traffic  with 
certain  addresses  from  reaching 
the  WAN.  If  the  data  is  destined 
for  a  node  in  another  DECnet 
area,  the  router  changes  the  mul¬ 
ticast  address  and  sends  the  pack¬ 
et  to  the  TransLAN  bridge,  which 
forwards  it  across  the  backbone. 

MacLean  said  this  concept 
only  works  with  DECnet  traffic 
because  EDEN  has  no  TCP/IP 
routers.  Thus,  all  TCP/IP  traffic 
is  forwarded  across  the  WAN  via 
bridges  even  if  the  intended  re¬ 
ceiver  is  in  the  same  location. 

Installing  multiprotocol  rout¬ 
ers  that  support  DECnet  Phase  IV 
and  Phase  V  as  well  as  TCP/IP  will 
help  Hughes  reduce  traffic  on  the 
WAN.  “We’ve  taken  bridging 
technology  as  far  as  it  can  go,” 
MacLean  said.  “We  have  to  start 
routing  this  traffic.”  □ 


HP  to  bolster  LAN  line 
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dard  for  running  Ethernet  over 
unshielded  twisted-pair  wire. 

HP  was  able  to  engineer  such  a 
low-cost  product  by  teaming  up 
with  AMD  to  develop  the  hub  with 
fewer  on-board  chips  than  other 
products  on  the  market. 

The  other  significant  aspect  of 
the  product  rollout,  analysts  said, 
will  be  the  OpenView  enhance¬ 
ments.  A  key  addition  is  an  auto¬ 
matic  discovery  capability  that 
looks  at  traffic  broadcast  across 
the  net  and  subsequently  builds  a 
map  of  all  devices  on  the  LAN. 

According  to  Shirley  Hunt,  an 
analyst  at  Dataquest,  Inc.  in  San 
Jose,  Calif.,  the  new  HP  hub  can 
use  OpenView  to  read  Internet 
Protocol  packet  addresses,  match 
them  to  physical  locations  and 
create  a  map.  Since  any  Ether- 
Twist  hub  can  read  any  IP  ad¬ 
dress,  the  map  can  include  both 
HP  and  non-HP  devices,  a  capa¬ 
bility  she  said  is  lacking  in  other 
network  management  packages. 

Additional  software  upgrades 
to  OpenView  include  HP  Open- 
View  Bridge  Manager  and  HP 
OpenView  Hub  Manager.  Based 
on  the  Simple  Network  Manage¬ 
ment  Protocol  (SNMP)  standard, 
together  the  products  will  be  able 
to  manage  and  control  hubs  and 


bridges  using  IP-based  routers 
throughout  the  net. 

The  HP  Fiber  Optic  Hub  Plus 
offers  as  many  as  eight  fiber-op¬ 
tic  connections  to  work  groups 
on  different  floors  within  a  build¬ 
ing  or  multiple  networks  within  a 
distance  of  about  1  Vi  miles,  ac¬ 
cording  to  HP.  The  HP  Fiber  Optic 
transceiver  and  HP  ThinLAN 
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transceiver  will  be  able  to  con¬ 
nect  users  directly  to  fiber  and 
thin  coaxial  cable-based  net¬ 
works  through  an  attachment 
unit  interface  port. 

On  the  network  management 
front,  analysts  said  OpenView’s 
mapping  ability  is  unique  but  not¬ 
ed  that  HP  still  has  not  included 
such  essential  network  manage¬ 
ment  capabilities  as  an  SNMP 


agent  in  its  hub,  which  would  en¬ 
able  third-party  management 
consoles  to  control  HP’s  SNMP- 
based  bridges  and  hubs. 

Analysts  were  also  critical  of 
the  hub  offerings’  limited  scope. 
The  EtherTwist  Hub,  for  example, 
will  not  support  token  rings.  HP 
acknowledged  the  limitations  but 
said  enhancements  are  coming. 
“We’re  working  on  a  token-ring 
product,”  said  Alan  Housley, 
product  marketing  manager.  “In 
1991,  we’ll  provide  a  token-ring 
concentrator  under  OpenView 
Windows,”  he  said,  adding  that 
HP  is  developing  a  Fiber  Distrib¬ 
uted  Data  Interface  solution  but 
did  not  offer  a  time  frame. 

The  HP  EtherTwist  Hub 
Plus/48  will  cost  $7,999,  the  HP 
EtherTwist  EISA  Adapter  Card/ 
32  will  be  priced  at  $695,  and  the 
HP  Fiber  Optic  Hub  Plus  will  cost 
$3,299-  All  three  are  expected  to 
be  available  May  1 .  The  HP  Fiber 
Optic  transceiver  and  the  HP 
ThinLAN  transceiver  will  cost 
$499  and  $239,  respectively,  and 
should  be  available  April  1 . 

HP  OpenView  Bridge  Manager 
software  for  HP  EtherTwist 
bridge  products  will  cost  $1,999 
and  is  expected  to  be  available 
May  1 .  HP  OpenView  Hub  Manag¬ 
er  software  for  HP  EtherTwist 
hub  products  will  cost  $  1 ,499  and 
availability  is  expected  May  1 .  □ 


US  West  admits 
to  violating  MFJ 
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partment  will  not  hesitate  to  in¬ 
vestigate  and  prosecute  viola¬ 
tions,”  the  agency  said. 

US  West  is  the  second  RBHC  to 
be  scrutinized  by  the  Justice  De¬ 
partment  for  possible  violations. 
Last  year,  after  an  18-month 
grand  jury  investigation  set  up  by 
the  department,  Nynex  Corp.  was 
indicted  for  violating  the  decree’s 
prohibition  on  information  ser¬ 
vices.  Although  the  evidence  was 
strong  enough  for  the  jury  to  is- 
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sue  an  indictment  for  criminal 
contempt,  which  requires  a  find¬ 
ing  of  willful  violation,  Nynex  re¬ 
fused  to  admit  wrongdoing. 

Although  it  refused  to  give  de¬ 
tails,  the  Justice  Department  also 
intimated  that  it  is  investigating 
other  RBHCs.  One  of  the  primary 
public  benefits  of  reaching  a  set¬ 
tlement  with  US  West,  rather  than 
going  to  trial,  is  that  it  will  free  up 
resources  in  the  Antitrust  Divi¬ 
sion  for  other  cases,  the  agency 
said  in  court  documents. 

“By  releasing  these  resources, 
the  department  can  turn  its  atten¬ 
tion  to  other  matters  arising  un¬ 
der  the  decree,”  the  Justice  De¬ 
partment  said.  Numerous 
allegations  of  Modified  Final 
Judgment  violations  are  pending 
before  the  agency. 

The  four  activities  for  which 
US  West  was  fined  were:  discrimi¬ 
nating  in  pricing  of  access  ser¬ 
vices  on  a  switching  contract  for 
the  General  Services  Administra¬ 
tion;  providing  debit  card  trans¬ 
action  processing  for  Atlantic 
Richfield  Co.;  designing  and  as¬ 
sembling  operator  workstations; 
and  providing  directory  services 
of  customers’  names,  addresses 
and  phone  numbers  both  over 
telephone  lines  and  via  computer 
links. 

The  directory  service  violated 
both  information  service  and  in¬ 
terexchange  restrictions,  accord¬ 
ing  to  the  Justice  Department. 

Hamper  freedom  bid 

Telecommunications  attor¬ 
neys  in  Washington,  D.C.  last 
week  said  these  highly  publicized 
examples  of  Modified  Final  Judg¬ 
ment  violations  may  hamper  the 
RBHCs’  lobbying  efforts  to  have 
Congress  lift  the  decree’s  busi¬ 
ness  restrictions.  “The  US  West 
admissions  represent  another 
setback  for  the  [RBHCs]  cam¬ 
paign  to  amend  the  [Modified  Fi¬ 
nal  Judgment],”  said  James  Cas- 


serly,  a  Washington  attorney  who 
represents  clients  opposed  to  the 
removal  of  the  Modified  Final 
Judgment  restrictions. 

“Even  if  some  lawmakers  have 
forgotten  the  years  of  antitrust 
violations  that  lead  to  divestiture 
and  the  line  of  business  restric¬ 
tions,  they  are  not  likely  to  over¬ 
look  the  mounting  evidence  of 
postdivestiture  misconduct  by 
the  regional  companies,”  Casser- 
ly  said. 

Observers  also  said  these  inci¬ 
dents  further  erode  confidence 
that  the  Federal  Communications 
Commission,  which  may  be  given 
oversight  of  the  Modified  Final 
Judgment,  can  enforce  safe¬ 
guards  to  prevent  RBHC  anticom¬ 
petitive  behavior  in  the  future. 

Although  one  of  US  West’s  vio¬ 
lations  involved  discriminatory 
pricing  of  interexchange  access 
services  —  an  area  within  the 
FCC’s  jurisdiction  —  the  agency 
never  conducted  its  own  investi¬ 
gation  into  the  allegations. 

Henry  Levine,  a  telecommuni¬ 
cations  attorney  who  counsels 
large  corporate  clients,  said  users 
fear  that  the  FCC  lacks  the  re¬ 
sources  and  possibly  the  will  to 
enforce  the  Modified  Final  Judg¬ 
ment.  “The  FCC  is  grossly  under¬ 
staffed,”  he  said.  “Overall,  there 
is  a  high  level  of  anxiety  among 
large  users  and  others  that  the 
FCC’s  enforcement  capabilities 
are  not  up  to  its  goals,”  he  said. 

Quagmire  by-product 

While  these  incidents  are  em¬ 
barrassing,  RBHCs  maintain  that 
they  only  point  out  how  ambigu¬ 
ous  the  Modified  Final  Judg¬ 
ment’s  restrictions  are  and  how 
easy  it  is  to  accidentally  step  over 
the  line. 

In  a  statement  issued  after  the 
settlement  was  announced,  US 
West  officials  said  they  regretted 
the  violations  but  insisted  that 
the  firm  had  not  intentionally  en¬ 
tered  into  prohibited  activities. 

“We  didn’t  willfully  violate  the 
MFJ,  but  these  four  activities,  out 
of  the  thousands  we  engage  in  ev¬ 
ery  day,  were  in  conflict  with  the 
decree,  which  is  a  complex  docu¬ 
ment  governing  a  large  and  com¬ 
plicated  industry,”  said  Larry  De- 
Muth,  US  West’s  chief  counsel. 

However,  the  Justice  Depart¬ 
ment  said  the  violations  occurred 
because  many  US  West  officials 
held  the  judgment  in  contempt 
and  thereby  fostered  an  atmo¬ 
sphere  in  which  violations  might 
occur.  “US  West,  more  than  any 
other  party  to  the  [Modified  Final 
Judgment],  took  a  public  and  pri¬ 
vate  stance  in  opposing  the  de¬ 
cree,”  the  agency  said. 

The  department  added  that  it 
believes  US  West  officials,  includ¬ 
ing  newly  elected  President  and 
Chief  Executive  Officer  Richard 
McCormick,  have  a  more  support¬ 
ive  attitude  toward  the  decree’s 
regulations.  This,  combined  with 
new  procedures  mandated  by  the 
Justice  Department,  should  en¬ 
sure  future  compliance,  the  agen¬ 
cy  said.  □ 
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ART  ACCUNET  T1.5. 

It’s  as  close  as  you  can  get  to  risk-free. 


When  it  comes  toT1.5,  a  lot  of  people 
take  it  for  granted  that  a  pipe  is  a  pipe  is  a 
pipe.  But  the  fact  is  that  no  other  provider 
offers  a  safety  net  like  the  one  you  get  with 
AT&T’s  ACCUNET  T1.5. 

Just  how  much  more  reliable  is 
ACCUNET  T1.5?  Our  monitoring  and 
maintenance  are  so  advanced, we  actuallv 
set  the  standards  for  high  performance  in 
the  industry 

And  if  there  is  a  problem  with  one  of 
our  lines, we  give  you  more  ways  to  get  your 


traffic  out  of  harm’s  way  With  over  60,000 
digital  miles  and  more  than  450  points  of 
presence,  our  routing  diversity  capability 
far  surpasses  that  of  our  competition. 

With  ACCUNET  T1.5,you  can  also  get 
built-in, end-to-end  protection  features* 
that  automatically  switch  your  traffic  to  a 
backup  channel  in  the  event  that  one  of 
your  lines  degrades. 

We  have  so  much  confidence  in  the 
reliability  and  performance  of  ACCUNET 
T1.5  that  we’re  willing  to  offer  it  with  a 


guarantee.  And  that’s  something  else  you 
can’t  get  anywhere  else. 

So  look  before  you  leap  intoT1.5. 

You  could  save  your  company  a  lot  of 
downtime. 

Reliability. 

Another  ABET  advantage. 

For  more  information  about 
ACCUNET  T1.5  and  ACCUNET  network 
management  products,  call  your  AT&T 
Account  Executive  or  1 800  247-1212, 

Ext.  149. 
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